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Designed to do a cleaner job—easier 


#0—The right price for 
your largest market — the 
homeowner. Perfect for 
window sash work and tight 
quarters. 


combine to make this all-around scraper the 
fastest seller any dealer can stock. 142” 
double blade. 


J sie overall length and perfect balance 


#50—The fastest wood scraper on the mar- 
ket. 9” length gives perfect leverage in any 
position. Shaped to ease and speed scraping. 
212” double blade. 


#8-—Perfectly balanced pistol grip 
promotes more even scraping—reduces 
hand fatigue. Requires less pressure to 
remove tough, old finish or even down 
rough spots. 212” double blade. 


,#CS-1 —Keen cemented carbide 

/ blade lasts 100 times longer. 4 

J edges, 4 different-shaped corners 

/ remove paint from metal, wood, 

/ masonry, etc., with ease equalled by 

no other scraper. All-steel, finely 
balanced handle. 21/2” blade. 





Interchangeable Scraper Blades 
Stock Red Devil Blades for re- 
peat sales. All Red Devil Blades 


are replaceable (except #0) — . #WS-7 — All-aluminum handle 

a saving for your customers and y : 

an added profit-maker for you / makes this the perfect scraper 
for heavy duty and long use. 
Designed for fast, effortless 
scraping with perfect leverage 
in all positions. 242” double 
blade. 


IRVINGTON 11, N.J., U.S.A. 
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KWIKSET’S INSTALLATION CONTEST 


TO BE HELD AT 
NAHB EXPOSITION IN CHICAGO, JANUARY 18-22 


500 other valuable prizes 


gifts to all contestants. 


*Tiny Baker, General Superintendent for Diller and Gunther 
Subdivision Developers of Los Angeles, California, warming up at California 


Building Contractors’ Association Convention at San Diego, November 14, 1952 


kwikset sales & service company, anaheim, calif. 
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A 7REE EVE-CATCHER WIN- 
DOW BANNER —It’s a sure way to 
let everyone know it will pay 
them to take a look at your 
Universal Display. 











A STOCK OF FAST MOVING 


ITEMS —Gert a full assortment of 
Universal quick-selling appli- 
ances—it’s your ticket to this 
big Spring Sellabration. 
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ADVERTISED 
PROMOTION 
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electric housewares 
sales! 
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A AEE FULL COLOR DISPLAY 
—Counter sized, in beautiful gay 
Spring colors with display space 

for a big assortment of Universal 
Electric Housewares. It’s yours 
Rio —____ FREE with your Spring order. 
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A 7RZE TRAFFIC-BUILDER— 
Every woman will want this Free, 
easy-to-make pattern by Carolyn 
Schnurer, one of America’s fore- 
most designers. 


Get full details 
from your UNIVERSAL 
distributor today! 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 


TIE IN WITH NATIONAL ADS... 
TV, RADIO — Your “Package” 
contains product mat ads, sug- 
gested layouts and a complete 
“How-to-do-it” booklet. 
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Just Among Ourselves 


Informal Editorial Comments 


A Year 
For Action 


Making New Year’s resolutions and making 
business forecasts at this time of the year are 
about as futile as they are unappreciated. Human 
nature has a habit of laughing at the orderly 
plans and neat lines that statisticians lay down 
on paper each year at this time. 

We will stay shy of both those activities on 
these pages. 

While it is true that long range forecasts have 
little real value, we can help minimize the prob- 
ability of foolish decisions by giving heed to 
trends that may exist in the various activities 
that effect the hardware business. 

So while I respectfully decline to make any 
formal predictions for the coming year, I do 
think we can draw some useful short term con- 
clusions, based on current conditions, about the 
early months of this year. 


While the election of Eisenhower has created 
an encouraging feeling among businessmen that 
they will be given fair treatment by government, 
instead of being made political goats, there re- 
mains in the background the uncertainty of what 
Russia may do. 

But this uncertainty may be tempered by a 
more practica] and forthright foreign policy by 
the new administration. 

The domestic picture contains nothing but 
promises of continued good retail sales. Employ- 
ment is at an all time high; spendable income 
is setting records; savings are high; credit is 
available in ample supply; industrial production 
shows no signs of slackening. 


In short, there are present all the elements 
necessary for continued good retail business. 

But there is one important element present 
that has not been present for some time. This is 
the fact that pipelines of consumer goods have 
been filled; there are no shortages to spur arti- 
ficial demands, and our productive facilities con- 
tinue to grow larger. 

The consumer can now pick and choose; he 
has a selection of many lines and many models. 
It’s a buyer’s market now. The shoe is on the 
other foot, but some folks seem slow to realize 
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this. They still dream on in their pleasant 
seller’s market heaven. 

The circumstances that exist today provide a 
limitless opportunity to anyone who is willing to 
do an honest, aggressive job of selling. For the 
first time in almost a decade, salesmenship has 
no limit to its horizon. 

Those manufacturers, wholesalers and dealers 
who have grown fat and lazy by too many years 
of sellers’ markets, are going to have a rude 
awakening some day .. . too late. 


The day when a new color or a new package 
or a minor modification of the product gave you 
an excuse to talk about a “new model” are out 
the window. With so much to select from, con- 
sumers are going to demand the utmost for their 
money. Products will have to have real selling 
points to make the grade, and the salesman, at 
the manufacturing, wholesale and retail levels, is 
going to have to work hard to get those points 
over. 

Hard selling is not something new to us. It’s 
just that we’re a little rusty. Our ability to do 
a real selling job is what built this nation in the 
past. And we can sell again, if we put our minds 
to it. 

If you put sincere, intelligent effort into your 
selling in this eventful year of 1953, there is no 
limit to your horizons. 

But if you’re going to use 1951 or 1952 selling 
methods in 1953, you’re going to be disappointed, 
for sure. 

It’s your deal. 


Housewares Sales— 
Still Growing 


It may come as something of a shock to many 
of our readers to learn that they are being 
accused of taking business away from depart- 
ment stores, but it is a fact that some depart- 
ment store officials are becoming very much con- 
cerned at the continued growth of housewares 
sales in hardware stores. 

This concern is not without foundation, as the 
most recent HARDWARE AGE survey of housewares 
sales demonstrates. This survey, reported on page 
86 of this issue, indicates a 28 pct rise in sales 
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volume in two years among the major dealers 
covered in the survey. 

An extension of the results of this survey to 
cover the entire retail hardware trade indicates 
that housewares sales by all hardware stores in 
1953 will be about $750,000,000. This is a con- 
servative estimate. 

This is a very substantial amount of business, 
especially when you consider that housewares 
is really a post-war baby, as far as hardware 
stores are concerned. 

This growth in housewares sales also belies 
the pessimists who insist (as they have been 
doing for about a century) that the independent 
hardware store is dying. 

The ebb and flow of competition is continually 
changing the relative positions of various com- 
petitive retail outlets, but the ability of hard- 
ware stores to capitalize on their potentialities in 
this very competitive field suggests that our 
stores are far from dead. 


The size of this housewares market makes it 
of paramount importance that we take all means 
available to protect our equity in it. 

And because this housewares market is so im- 
portant, the editors present in this issue the 
second edition of the HARDWARE AGE Housewares 
Merchandising Guide. 

This HA Merchandising Guide, which begins 
on page 85 of this issue, is designed to demon- 
strate the importance of this market to hardware 
stores; to show some of the factors that influ- 
ence its rise and fall, and to suggest ways and 
means of doing a better merchandising job in the 
days to come. 

The successful housewares merchandiser will 
tell you that the key to profitable housewares 
sales is keeping your stock new and up to date. 
Because of the importance of your keeping up 
with the latest in new housewares, you’ll find in 
the HA Housewares Merchandising Guide, a Pre- 
view of the big Housewares Show at Chicago. 

Each year this show attracts more and more 
dealers and wholesalers who want to keep abreast 
of the latest in housewares. The Preview of the 
show in this issue will help you plan your visits 
to the various booths. If you can’t attend the 
show in person, the Preview will give you an 
opportunity to check over the items that will be 
highlighted at the various exhibits at the show. 
Don’t miss reading this Preview. 


Housewares 
And Tools 


We have heard marketing men say that the 
growth of housewares sales has weakened the 
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basic qualities of hardware stores by detracting 
from the space and attention devoted to such 
lines as tools, paints, steel goods, etc. 

This viewpoint completely ignores the true 
fact that housewares strengthens rathers than 
weakens the sale of hard goods. Competent ob- 
servers of consumer buying habits tell us that 
a clear cut line between what women buy and 
what men buy no longer exists. 

The increase in the number of women work- 
ing, their increasing independence, and the rise 
in home ownership are but a few of the factors 
that tend to meld men’s and women’s interest in 
most of the merchandise sold in a hardware 
store. 


The development of housewares sales, with it’s 
primary attraction to women, combined with the 
already existing interest of men in so many lines 
carried in hardware stores, has tended to give 
hardware stores a more diversified appeal; to 
make the hardware store more distinctly a family 
store and, in this fashion, greatly expand its 
sales potentials. 

There is a great effort these days to encourage 
women to give tools as gifts to their menfolk. 
That’s a very sound idea, but first we must get 
the women into the store in order to expose them 
more fully to this idea. And housewares gets 
them into the hardware store. 

By the same token, the men coming into the 
store are exposed to many items for household 
use and undoubtedly make many impulse pur- 
chases that would otherwise be lost. 


The supermarkets these days are doing their 
best to encourage men to shop in them. In doing 
a good job with housewares, the hardware store 
is, in a sense, accomplishing the same end, but 
with women, 

A store that puts undue emphasis on one or 
two lines is a store that is missing many sales 
and is weakening the basic strength of a hard- 
ware store—diversification. 

The average hardware store manager realizes 
this and is careful to develop a real family ap- 
peal by keeping all his lines in balance in his 
selling efforts. 


Many Thanks 


Our sincere thanks go to the many readers who 
remembered us with their Christmas greetings. 
We wish it were possible for us to personally 
acknowledge each individual card and note, but 
this is beyond our capabilities. 

We enjoyed reading each one and on behalf 
of the entire staff, I take this means of saying 
many, many thanks for your thoughtfulness. 
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og RIM LATCH SET | 
re ; Requires no mortising. Latch bolt is handsomely styled but 
operated by knob or lever; slide stop ° 
ut : inside locks both knob and lever. For ruggedly built and made 
use on right or left hand doors. Latch 2 | 
or { case is cast iron, trim is wrought steel; to sell at competitive TUBULAR LATCH SET 
9 ‘a dull brass finish. Backset 1%”. A best-seller for years. Latch bolt is oe 
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’ 3 PUSH-PULL LATCH SET 
Bs This streamlined push-pull catch is a SCREEN DOOR CLOSER 
7) ; “4 sure-fire sales builder — installs easily Senior model No. 3001 medium grade 
; iy on doors as thin as %” dia. — bore closer offers excellent value at 
7 2 through door stile, only. Push lever moderate cost. Has protective cushion 
y ¥ from inside, or pull from outside to INDEPENDENT LOCK COMPANY spring. Pearl gray finish. Reversible. 
t 4 unlatch door. Slide button inside locks Fitchburg, Massachusetts Packed with complete instructions for 
7 outside lever. Attached by machine installation. Also available: Deluxe 
~ screws. Brass lacquer finish. No. model with totally enclosed spring, 
¢ 9414B, No. 3002. 
r 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Steel, Iron Output Picks Up; 
Copper, Aluminum Uncertain 


~ 

Prospects continue to brighten that hardware stores 
and other retail outlets for hard goods will meet with 
less and less trouble in keeping their stock rooms filled 
during the first half of 1953. 

Iron and steel production continues to increase and 
control officials are becoming more generous with allo- 
cations to manufacturers of civilian goods, particularly 
agricultural equipment, hand tools, garden implements, 
etc. 

Second quarter steel allocations for civilian type 
goods are on a general basis of 70 pct of requirements 
as measured by base period (1950) demand. 

Some lines will get more than 70 pct steel allowance. 
Garden and agricultural tools and equipment will get 
60 pct more metal than during the first quarter—some- 
what higher than last summer. 


OUTLOOK—Prospects are not as bright for 
copper and aluminum goods. Copper supplies 
are not much improved. Aluminum production 
is standing still because of power shortages. 
Both will have retarding effects on production 
where they are needed for parts. 


a 





Truman's Wage Actions Weaken 
Position of Controls Program 


The Administration’s flimsy new facade of wage 
controls is proving a poor cover-up for the widely scat- 
tered shambles of what was once a vast and compli- 
cated structure of price and wage regulation. 

First warnings of structural faults in Washington’s 
huge but always rickety framework of price and wage 
regulations came last summer from industry and gov- 
ernment groups immediately upon President Truman’s 
insistence that over-ceiling wage boosts be put into 
effect in the steel, copper, and aluminum industries. 

And Mr. Truman’s decision to grant over-ceiling pay 
hikes in the coal industry added the final touches to 
wrecking of the Government’s control program. 


10 





Indicative of the contempt now held for Mr. Tru- 
man’s stabilization program today is the refusal of 
leading industry groups in Washington to recommend 
any more candidates for WSB positions. 

They refused to participate further on what they 
termed a sham and a waste of time. It’s the first 
case of its kind in Washington. 


OUTLOOK—Any effectiveness the Wage 
Board may have had now has been destroyed 
by Mr. Truman’s decision to superimpose his 
9 judgment over that of his defense mobilization 
advisers. From here on, you can expect con- 
trols to evaporate pretty rapidly. 


Future Defense Commitments 
Cloud Tax Action by Ike 


Prospects for widespread tax reduction, while 
brighter this year than in a long time, tend to become 
clouded when viewed in the light of long-range defense 
requirements, and the resulting heavy demand for 
revenue upon the U.S. Treasury. 

Large outlays for rearmament, to which the nation 
is already committed by President Truman’s admin- 
istration, are not to be canceled at an early date by 
President-elect Eisenhower. 

Taxpayers under Ike are to get more for their de- 
fense dollar, but any abrupt termination of military 
spending is definitely not in sight at this time. 

A lower rate of Federal spending, and lower tax 
rates, will come about, instead, by degrees, in order to 
minimize any possible dislocations in the manufactur- 
ing industries, in distribution, and in retailing. 


OUTLOOK—lIke and his top aides take the 
position that the Federal Government must 
work toward event! tax reduction through 

” the avenue of carefus and discriminate prun- 
ing of the Federal budget. The first public 
indication of Ike’s tax position will come late 
this month. 


(Continued on page 154) 
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@ The matchless strength so obvious in the appear- 
ance and “feel’’ of a Master padlock is only part of 
the story. Husky levers, precision-built brass cylinders, phos- 

phor bronze springs, “taper round” nickel silver pin tumblers and a 
whole series of built-in, Master-perfected security devices are still 
other reasons why lock experts 
point to Master padlocks as the 
world’s strongest. @ Keep in aster adlocks 
touch with your jobber for more 
Master padlocks. EVERY ONE AN OUTSTANDING VALUE 


Master Jock Company, Milwaukee. Wis.e Worlds Leading Padlock Manufacturers 
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® For more information 
on these products and 
services use free post 
card on page 169. 





Storm Door Closer 


This 2000 screen and storm door 
closer has universal application 
without changing parts, 1% in. 
diameter cylinder which boosts 
checking power more than 20 pct., 
and an easily operated hold-open 
device. The device holds door open 
in any position up to 120°. For 








Hardware Week, a closer and 
sturdy, eye-catching demonstration 
display mount is offered free with 
every six closers ordered. Approxi- 
mate retail price is $3.75 and item 
is backed by national advertising, 
display, envelope folders and news- 
paper mats. Sargent & Co. 


For more data circle No. 1 on postcard, p. 169 


Snow Blower Attachment 


Snow blower attachment for the 
Trimalawn Delux power lawn mow- 
er, known as the Snow Jet, easily 
fastens to the mower chassis after 





removing the lawn-cutting reel, 
and makes the mower a year-round 
household accessory. It cuts a 20- 
in. swath in encrusted wet snow 
as well as newly-fallen dry flakes. 
Blades direct snow to a funnel 
from which it is thrown 15 to 20 
ft. to either side. Of all-steel con- 
struction, it is adjustable for depth 
and retails for $119.50 in eastern 
zone. Reo Motors, Inc. 

For more data circle No. 2 on postcard, p. 169 


Putty Knives, Scrapers 


This new line of putty knives and 
scrapers is designed for the do-it- 
yourself market. Both items are 
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INFORMATION ON NEW PRODUCTS AND SERVICES 


lightweight and feature attractive 
cobalt blue seamless, plastic easy- 
grip handles, unbreakable and non- 
inflammable. Blades are of high car- 
bon alloy steel with bright finish, 
hardened and tempered. Handle is 
securely locked to blade by two tub- 
ular brass rivets. Blue diamond line 
includes two putty knives with 144 
in. blades and four scrapers with 
3, 4 and 5 in. blade widths. Sug- 
gested retail prices range from 50¢ 
to $1.20. Hyde Mfg. Co. 


For more data circle No. 3 on postcard, p. 169 


Mason's Wood Level 


This 48 in. aluminum-bound 
mason’s wood level, known as the 
Aluminedge No. 648-AB, has four 


plumbs and two level vials. Made 
of clear California kiln-dried sugar 
pine, it is polished and coated with 
clear varnish. Completely enclosed 
with aluminum on every edge, it 
has aluminum type binding into 
which the wood stock is fitted and 
sealed. Also has metallic-sealed 
vials which eliminate use of glass 
drawn tips. Columbian-Vise & Mfg. 
Co. 


For more data circle No. 4 on postcard, p. 169 
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Power Shop Line 


Designed for the home wood- 
worker, this Power Shop line con- 
sists of model MB, model GS and 
model GW machines, ranging from 
to 14% hp. Available in portable, 
mounted in steel cabinet, or 


mounted on steel legs models, this 
multi-purpose line fills all home 
woodworking requirements in one 
machine. Model MB, shown here, is 
a cut-off saw, miter saw, rip saw, 
variety saw, dado machine, router 
Table 


and a shaper. is of steel 





channel construction, ribbed to pre- 
vent distortion, with wood table 
top and measures 5x18x21%% in. 
De Walt Ine. 


Fer more data circle No. 5 on postcard, p. 169 


Combination Cooker 


Added to the Vogue line, this 
five-way combination cooker con- 
tains titanium, making it stronger, 
brighter and more durable. It con- 
sists of two pans and a lid which 
together serve as a double boiler; 
used alone, the 2 qt. capacity bot- 
tom can be either an open or cov- 
ered saucepan; the top, with two 
lug type handles and 1% qt. capac- 
ity, can be used as a casserole or 
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FOR THE HARDWARE DEALER 


in hardware merchandise... 








pudding pan. Promoted by national 
advertising, each Vogue product 
will carry an “Advertised in Life” 
seal. Free merchandising kit avail- 
able. Cooker retails for $1.19, 
slightly higher in West and South 
and Canada. Federal Enameling & 
Stamping Co. 


For more data circle No. 6 on postcard, p. 169 


Carpet Sweeper 


Called Queen, this carpet sweeper 
in blue, red and yellow has Saran 
bristles and Brush-Clean comb to 
keep bristles free from loose dirt 
and fluff. Handle is all-steel and 
comes in four easy-to-assemble sec- 





tions. Sweeper and handle come 
packed in same carton, eliminating 
(Continued on page 166) 








Want more information on these 
products? Then use free post 
card on page 169 


TO HELP YOU 


SELL 


AND OTHER DEALER 
HELPS 






SALES 


Saw Display 

Supplied for National Hardware 
Week, this dual purpose saw dis- 
play in four colors is designed to 
feature a combination of two sizes 
of No. 65 Silver Steel hand saws, 
which are offered to customers at 
a saving of $1.30. After Hardware 


NATIONAL HARDWARE 
WEEK SPECIAL 


Savef” 









Week, an insert is removed to make 
the display a permanent merchan- 
diser. No. 65 saws are 26 in. eight- 
point and 16 in. 11-point models 
whose list prices total $11.25. Dur- 
ing Hardware Week the pair sells 
for $9.95. Both saws are full taper 
ground with Perfection handles. 
Four saws of each length come 
with easily set up display. Atkins 
Saw Div., Borg-Warner Corp. 


For more data circle No. 7 on postcard, p. 169 


Floor Covering Display 


Called the Gold Seal Tile-O-Mat 
display, this unit uses a minimum 
of space while displaying full 9x9 

(Continued on page 180) 
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STORE 
SALES 


in billions 





Source: U. S. Dept. of Commerce 











Consumer Credit Hits 
New Peak; Rise 
Started in April 


Christmas was merrier in count- 
less American homes because of 
credit which made it possible for 
people to acquire tens of thou- 
sands of TV sets and other appli- 
ances —and automobiles — which 
they otherwise could not have had. 

Credit is now the lubricant for 
American business and during the 
past holiday season the gears of 
the nation’s cash registers were 
oiled by credit as they’ve never 
been oiled before. 

The total of outstanding credit, 
boosted by Christmas business, 
now stands at the highest point in 
history and it’s doubtful if sales 
on credit will exceed December’s 
total for many years to come. 

December’s retail trade reflects 
the greatest industrial activity 
that this country has enjoyed since 
the peak of World War II. 

There has been a sharp expan- 
sion in consumer credit since last 
April but the repayment volume 
has increased only slightly. 

This situation demands _ that 
businessmen make an honest ap- 
praisal of their own credit exten- 
sion activities, as well as at their 
balance sheets. 

There’s not the slightest cause 
for alarm at business prospects in 
this first week of January for busi- 
ness is expected to remain strong 
for at least the first half of the 
year. 


Nevertheless, it must be re- 
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> Consumer Goods Output Up Over ‘51 


p Appliance Sales May Rise 10-30% 


p Department Store Sales Hold Up 


membered that consumers’ cut 
down on their credit purchases at 
the first sign of a recession in 
business. 

For this reason the smart re- 
tailers who give instalment credit 
will not be too far out on the limb 
when pruning time comes. 


Output of Household 
Goods Shows Gain 


The Federal Reserve Board’s in- 
dex of output of household goods, 
1947-49 equals 100, stood at 118 
in October, unchanged from Sep- 
tember but compared with 98 in 
October, 1951. 

For major appliances the index 
in October was 86, down from 89 
in September and 96 a year earlier. 
For cooking stoves, total, the Octo- 
ber index figure was 71, compared 
with 70 in September and 90 in 
October, 1951. 

The October index for refrigera- 
tors, total, was 56, as against 71 
in September and 71 in October, 
1951. For vacuum cleaners, the 
October figure was 87, as against 
80 in September, and 78 a year ago. 

The combined radio and televi- 
sion index was 214 in October, 205 
in September and 123 in October 
a year ago. For radios, total, the 
index was 39, 40 and 55 for the 
three periods and for television 
total it was 575,543 and 264. 

The board’s seasonally-adjusted 
index of industrial production was 
estimated at 229 in November, a 
record high and up two points from 
the preliminary October figure, 
and three points from September. 


Enthusiasm Marks 
Appliance Outlook 


Manufacturers are _ optimistic 
over the appliance sales outlook for 
the year. At the recent convention 
of the Institute of Cooking and 
Heating Appliance Manufacturers 
in Cincinnati manufacturers esti- 
mated that 1953 volume would be 
10 to 30 pct above the 1952 level. 

There were said to be no surplus 
refrigerator inventories, as com- 
pared to a year ago when stocks 
were heavy. The executive of one 
manufacturer pointed out that 
this means there should be fewer 
special sales in January. 


Small Change in Sales 
Of Department Stores 


Department store sales for the 
year through Dec. 6 were 1 pct 
below the corresponding period a 
year ago, the Federal Reserve 
Board reported. Sales were down 
2 pet for the four weeks ended on 
Dec. 6 but they showed a 1 pct 
rise for the week. 

The weekly index, without sea- 
sonal adjustment, was up 56 points 
from the previous week, rising to 
194 from 138. It was at 191 in the 
corresponding 1951 week. 


Shopmaster Sets New 


Discount for Dealers 
D. D. Beale, Executive Vice- 
President of Shopmaster, Inc., 
Minneapolis, Minn., manufacturers 
of power tools, recently announced 

(Continued on page 212) 
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says N. Bartolo, 
owner of Bartolo’s 
Hardware Store, 


Harvey, Louisiana 





LESS HANDLING COST 


ae 


Guaranteed to you with 


the sensational 
: 6 


MERCHANDISER 


THE P & C ROCKET-150 

Holds 150 of the fastest-moving, most- 
wanted P & C Guaranteed tools. Profits 
of $500 and more per year on a Start- 
ing investment of but $229.59 are not 
unusual. Takes but 32 inches of coun- 
ter space. A proven selling sensation. 


THE P & C THRIFTY-50 

Provides 50 fastest-selling tools where 
customers can get at them and buy. 
Profits of a whopping $230 per year on 
an initial tool investment of but $76.50 
are the rule rather than the exception 
with this unit. 


P&C HAND FORGED 
TOOL COMPANY 


Box 5926A * PORTLAND 22, OREGON 
Cable Address: PANDCTOOL 











Mr, Bartolo is but one among scores of merchants who 
now are REALLY in the tool business. And all thanks 
go to this proven profit maker...the P & C Self Selling 
Merchandiser. It’s a complete hand tool department on 
a single, eye-catching, revolving stand...all the fastest- 
moving, most-wanted hand tools displayed with irresist- 
ible buying appeal... completely priced for customer Mp 
convenience, shadow marked for low cost stock keeping. HI 
Customers like it, store clerks praise it, and hardware fl 
merchants everywhere sing a song of tool profits, 





Mit 





Ask your P & C Distributor salesrnan today to give you 
the complete story on P & C’s proven profit plan. He'll 
help you analyze your hand tool sales to see just which 
of the P & C Self Selling Merchandisers will best fit your 
store’s needs. It will be the biggest money making move 
you've taken in quite a spell. 


Write for the free, fully illustrated folders that give all the facts 
on these P & C Self Selling Merchandisers. ‘ 
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HOREMASTER 


for 3 big reasons... 
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Complete line of Quality Products... 


CHOREMASTER'’s year-round-selling units: 


CHOREMASTER One-wheel Garden Tractor with 35 money- 
making attachments, 12-3 H.P. Models 

It’s always selling season with this multi-purpose CHOREMASTER unit. Sales 
only begin with the tractor. They go on and on with the many low-cost CHORE- 
MASTER attachments ...cultivating tools, mowers, sprayer, snowplow, seeder, 
etc... . for house, farm, yard or garden chores. One wheel design permits 
“between-the-row” cultivation ... makes CHOREMASTER the champ! 
$154.75 List, FOB Factory 


CHOREMASTER Rotary Tiller—Be in on the ground floor of the 
fastest growing product in the field. Self-contained unit does all ground work 
in one operation—plows, discs, harrows, and cultivates. No attachments 
needed. Newest development for farm and garden . . . means bigger profits. 


$139.50 List, FOB Factory 


CHOREMASTER Rotary Mower with low-cost /eaf-mulcher 
attachment 

Here’s a profit-packed unit that gives easy, trouble-free operation for mowing 
or leaf-mulching. “Fine cuts’’ 18 inch swath. Full trim, comfort handles, high 
quality machine. Extra autumn sales with popular leaf-mulcher attachment. 


eeeeeveveeeveveev eevee eeeeeeeveeaeeeeeaeeeneeeeeeeeeee eee 


Backed by terrific CHOREMASTER National Promotion... 


The CHOREMASTER line is pre-sold for you by constant hard-hitting adver- 
tising in leading farm and home gazines. Th ds of cust s read 


daily how they can save money, time and space with CHOREMASTER products. 





In addition, you receive aggressive selling aids and special promotions that 
have made CHOREMASTER a leader in the industry. 


eeeeeea eevee ev eevee eee eevee eee e eae eee e ee ee eeeeeneeeeee 


Means Profits for You... 


CHOREMASTER units offer year-round sales and profit. 

Get the facts about a money-making CHOREMASTER dealership now. Write 
for your FREE kit of CHOREMASTER dealer aids and see what big profits can 
be yours when you choose CHOREMASTER! 


HOREMasTER DIVISION 


Weber Engineered Products, Inc. 


828-1 Evans St., Cincinnati 4, Ohio 
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Seasonal displays of products for the 
clean-up jobs around the home... 
laundry work . . . window washing 
... trash, garbage, and ash disposal, 
etc. ... Should take advantage of the 
famous J&L name on galvanized ware. 
It’s a name that stands for leadership 
and high standards of manufacturing. 
J&L Ware is a smooth line to handle. 
It sells with little time and effort on 
the part of your sales people . . . and, 
it’s priced to cover the big volume 
market with a healthy 
profit for the dealer. See 
your local Hardware 
Jobber. He will provide 
you with prices and in- 
formation on delivery 


schedules. 


JONES & LAUGHLIN STEEL 
CORPORATION 


CONTAINER DIVISION 
NE W Yor K + 23 NEW | a ee 
gelvanized wer plants; TOLEDO, OHIO ana ATLANTA, GEORGIA! 
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So EGAY ... it’s Like magic! 


Get your share of the skyrocketing home garden market with... 


DREER’S MAGIC TOUCH SPRING PROMOTION 


There is a touch of magic and a lot of sense—sales sense—in Dreer's 
1953 spring promotion plans. Here are three big reasons why we think 
you'll agree that this MAGIC TOUCH promotion has what it takes 
to make more sales for you... 


( I. DREER’S LINE OF EFFECTIVE... 
EASY-TO-USE GARDEN CHEMICALS —ALL GUARANTEED 


FLUFFIUM, miracle-working, reddi-GRO, amazing new com- 


largest selling chemical soil 
conditioner. Now available in 
both liquid and powder form to 
meet the varied gardening and 
lawn care needs of all your 
customers. 


bination grass seed and fertil- 
izer in a handy, self-sowing 
package. Saves your customers 
time and work. Available in 
varied formulas to meet varied 
climatic conditions. 


Plus... 


FABULAWN and FABULIEFE, scientifically formulated 

highly concentrated water soluble fertilizers for 

. lawns, flowers and plants. AND DREER’S INSECTI- 
geo Ve CIDES AND PC CRAB GRASS KILLER. 


at $ Sh 
2. DREER’S COLORFUL NATIONAL ADVERTISING 


with THE “EASY-AS-MAGIC” THEME 


LIFE .. . THE SATURDAY EVENING Post . . . BETTER HOMES AND 
GARDENS .. . HOUSE BEAUTIFUL . . . AMERICAN HOME. . . HOUSE 
AND GARDEN ... POPULAR GARDENING .. . FLOWER GROWER—all will 
carry the story of Dreer’s easy-to-use garden chemicals during the late 
winter and spring. 


3. DREER’S MAGIC TOUCH MERCHANDISING “PACKAGE” 
with the MAGIC GARDENER SELF-SERVICE RACK 


REER'S 

In this “package” you will find everything you need to boost your sales MAGIC CARDEN 
of Dreer products—window streamer, counter cards, postcards, news- 

paper mats, consumer leaflets... and the Magic Gardener Display Rack 

to boost multiple sales and to encourage self-service in your home 

garden section. 

* 

= Put Dreer’s Magic Touch to work for you today. 

B* Call your jobber right now...or write direct to 


HENRY A. DREER, INC., 150 Dreer Building 
105 North 5th St., Phila. 6, Pa. 
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USED AS A SPRINKLER IT SPRINKLES ONLY UPWARD! 


It doesn't wash out valuable loam and seedlings! 


USED AS A SOAKER WATER CAN GO ONLY DOWNWARD! 


It wont wet foliage and flowers! 


PLEX 


*TRIPLE-TUBED “LAY-FLAT” PLASTIC 
SPRINKLER 


Here is the miracle Sprinkler gardeners and home owners 
have awaited for years—a Sprinkler that can water an ordi- 
nary size lawn or garden up to 50 Ft. by 20 Ft. ALL IN ONE 
OPERATION with a gentle, evenly distributed spray! 


* Because your SUPPLEX FLEXIBLE SPRINKLER is made of three 
tubes of high strength vinyl plastic, seamlessly molded side by 
side, it is easy to *‘‘lay-flat’’. This insures easy handling and 
guarantees precise direction of all sprays. 


e SUPPLEX FLEXIBLE SPRINKLER curves around circular areas, 
goes up and down hills, rock gardens or terraces, between the 
rows of vegetable gardens, along narrow strips or borders — 
covering any shape garden or lawn without any waste of water. 
Puts water just where you want it and only where you want it! 


° The SUPPLEX FLEXIBLE SPRINKLER has no metal parts to rust 


cr corrode —and, because it is FLEXIBLE, no foreign particles 
(dirt, mud, scale, etc.) can cling to its mirror-smooth walls. 


It will not rust, mildew or rot. when stored wet! 
*Patents pending. 





Steel Wire Reel 

supplied with every 

Type 1000 and Type 600 

Sprinkler lp (fa Colorful Dispiay 


Package 














ert shows unique seamless 
rle-tube design that guar. 
‘ees Supplex Flexible Sprin- 


w will always ‘‘ig ‘ 
y-flat. ee 


Now! ny’ 


Ask for a demonstration or sample today! Seeing it 
in action yourself will convince you quicker than ten 
pages of claims! BELIEVE YOUR OWN EYES! 


The colorful self-selling display package with its in- 
formative tag is built around a sturdy and attractive 
steel wire reel that permits easy windup and neat 
storage of the Sprinkler! These Reels are supplied 
with every Type 1000 and Type 600 Supplex Flexible 
Sprinkler. A wonderful product in a fine package that 
will mean more sales and more profits for you! 


Type 1000: covers 50 Ft. by 20 Ft. or approximately q % 
suc. 


A Rectangular Area of 1000 Sq. Ft. 


PACKED 6 TO A CARTON. WEIGHT 22 LBS. INCLUDING REELS — 
Type 600: covers 25 Ft. by 25 Ft. or approximately g 2 


A Rectangular Area of 625 Sq. Ft. 


PACKED 12 TO A CARTON. WEIGHT 25 LBS. INCLUDING REELS — 


SOLD THROUGH JOBBERS. 


susG. 


Industrial Synthetics Corporation 


Makers of SUP 
UPPLEX TUFF.PLy Tire-Cord Reinforced All Plasti 
ic Garden Hose 


Colorful Dispiay 
Package 





BS. PRESSURE! 





WHY TRY? 





...it’s Chase insect wire screening 


Your customers will: like Chase Insect 
Wire Screening. It’s made especially to 
fit their needs in varying widths. It cuts 
faster and easier. 


Chase Screening comes in convenient, 
easy to handle non-roll hexagonal pack- 
ages. And, of-course, it lasts longer. Both 
Chase Bronze and Chase Alclad Aluminum 
Wire Screening stay neat and trim look- 
ing for years and years. 


Chase we BRASS & COPPER 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
e The Nation’s Headquarters for Brass & Copper 


Albanyt Cincinnati Houston t Minneapolis Pittsburgh Seattle 
Cleveland Indianapolis Newark Providence Waterbury 
Dallas Kansas City, Mo. New Orleans Rochester T 
Denvert Los Angeles New York St. Louis ( T sales office 
Detroit Milwaukee Philadelphia San Francisco only) 
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New 
Pennsylvania 


PENNETTE 


Two New Mowers for ’53 
and..-NEW FEATURES 


@ With the two brand new mowers illus- 
trated above, PENNSYLVANIA offers you 
eight great mowers for 1953. Home owners 
and professionals can select just the right 
mower for any kind of grass or size of lawns. 

The Exeter is a new 18” power mower that 
sells for less than the DeLuxe. The Pennette 
is anew 14” hand mower combining Pennsy]l- 
vania quality and a new low.cost. 


ee 


@) 


Great American @& Pennsylvania, Jr. 


PENNSYLVANIA > 


QUALITY LAWN MOWERS SINCE 1877 Vd ode) 


(P~ >\ \) PENNSYLVANIA LAWN MOWER DIVISION Pe 
AMERICAN CHAIN & CABLE ro. 


SY Bridgeport, Conn. ¢ Exeter, 


Important features such as the new clutch 
and grass stripper on both Pennsylvania 
power mowers will help increase your sales. 
So will Pennsylvania ads in color in leading 
consumer magazines. Circulars and point-of- 
sale material give specific details and create 
final interest. 

Get full details right now from your 
PENNSYLVANIA distributor. 


Pa. Oo 


Meteor Penna-Lawn 


















and Edger 


Trimmer _\f 
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than 50 million selling messages 


on Pennsylvania Lawn Mowers eke  Wiltela ts of rele (3 xe 
during the first half of 1953. 
January thru June 
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POWERFUL 
PROMOTION MATERIAL | 


@ You're not all on your own when you feature Pennsylvania Quality Mowers. 
We help you tell your customers how good they really are. We help you sell with: 
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There's 
no substitute 


for Opal! 


Here’s the finest insect wire screening on the market! 


/Ep 


; 






J 





ERR RET > 






Exclusive Multi-Strand edge makes galvanized Opal lie flat, 


fit smoothly. Your customers will prefer its precision-made 


APR 


uniform mesh. Watch sales soar with this winning combination... 


Opal, Aldura Aluminum and Liberty Bronze. 


NEW YORK WIRE CLOTH 
COMPANY 


63 Park Street, New Canaan, Conn. 
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REELS..= 


Level wind, fresh water reels $2.95 to $25.00 


Automatic fly reel $12.50 


Single action fly reels $1.75 to $7.50 


All purpose, large capacity level wind reels 
“Topsail” reels $12.95 to $15.95 


Take-apart surf, pier and 
live bait reels 
$15.00 to $27.50 


Salt water, lake trolling and 
river trolling ree!s 
$2.95 to $11.50 


Big game reels—standard reel seat type $21.50 to $110.00 


Big game cradle reels $60.00 to $150.00 


Low priced general service reels $ .55 and $1.25 


AND JUST LOOK AT THOSE PRICE RANGES! 


We invite your questions . . . and your jobber invites the oppor- 
tunity to show you samples of the liveliest, most profitable lines 


in the business! 


OCEAN CITY REELS 


OCEAN CITY MFG. CO. 
PHILA. 34, PA. 





‘*‘WORLD LEADERS 


IN 


TO STOCK UP ON BUYING CUSTOMERS... 
) 


oF RODS ano REELS 














MONTAGUE 


GLASS RODS ARE 











| OF FISHING! 





(ALL NEW!) 


RODS... 


Your assurance of the finest equipment money can buy is con- 
tained in this U. S. Testing Company “Seal of Quality’’ This seal 
appears on every Montague Glass Rod, and guarantees that the 
rod has passed rigid laboratory tests and that the manufacturer 
has maintained constant quality control. 






Fly Rods—Holloglass, split bamboo, two to four piece rods 
price range from $6.95 to $39.95. 


Baitcasting Rods—Hollogliass, solid glass, from $2.98 to $14.95 
Dry fly and striper rods, Holloglass and split bamboo $27.50 


Fresh water combination rods, 


Holloglass and split bamboo $14.95 to $37.50 


Fresh water spinning rods, 
Holloglass, solid glass and split bamboo $6.95 to $24.95 


Bonefish, snook, popping and trolling rods, Holloglass $14.95 
Trolling and steelhead, Holloglass, 2 piece $14.95 to $22.50 
Salt water spinning rods, Holloglass $17.50 to $44.95 
Surf and squidder rods, Holloglass and split bamboo $13.50 to $32.50 
Live bait rods, Holloglass $16.95 to $24.95 


Boat rods, Holloglass, solid glass and split bamboo 
in all weights: one piece, one piece detach- 
able and 2 piece types $5.95 to $17.95 

$25.00 to $90.00 
$43.56 to $99.54 (doz.) 


6 to package) $11.95 


Big game rods, Holloglass and split bamboo 
Cane rods, Jointed 
Fly tips, Universal 


MONTAGUE ROD & REEL CO. 
MONTAGUE CITY, MASS. 





RODS AND REELS”"’ 


MONTAGUE RODS 
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TOP QUALITY 





“TRY IT 'N BUY IT” 


Swap Gc” PRUNER PACK 


no. 98 


DEALER'S 
MARK-UP 


55% 


Here’s the world’s most 
popular pruner in a dis- 
play that enables the customer to try it 
on tough wood dowels. It shows him, too, the Seymour Smith 
book “How to Prune” which he gets from us without charge — 
o perfect combination! 
13 “*Snap-Cut"’ pruners with display and dowels for trial cutting 

9 No. 119 “Snap-Cuts” (8 inch) 

3 No. 118 “Snap-Cuts” (6 inch) 

1 No. 118 “Snap-Cut” (6 inch) at half price 


from SEYMOUR SMITH 


NEW ITEMS ADDED TO THE BEST- KNOWN 
GARDEN TOOL LINE FOR THE 1952-53 SEASON. 


It’s not too early now to place your order with your jobber for these 
and other Seymour Smith pruners and grass and hedge shears. 


quip 


TOP QUALITY 


HEDGE SHEARS 












Blades of this 
fine new tool 
are forged in 
England from 

bars of genuine 

Sheffield steel— 

hollow ground — tem- 

pered, thin, keen cutting 
edges. 

We fit the blade shanks to beau- 

tiful, streamlined hardwood 

NO. 64-9 handles designed expressly for 

the American market. 

These top any hedge shears we 

know of in looks, in ability to cut 

and in perfect balance. 





NEW 


TOP QUALITY 


GRASS SHEARS 
no. 277 







A new and ingenious cut- 
ting action automatically 
regulates the blade ten- 
sion to the toughness of the material 
being cut. Mechanism is neatly and 
safely housed in the handle, giving the tool modern, 
streamlined design. It looks as good as its performance. Hollow 
ground blades. The finest grass shears obtainable. 


quip 


TOP 
QUALITY 


LOPPING 
SHEARS 


the Seymour $mitu 


TIFFANY 

; PRUNERS 
ere are two great names, 

Seymour Smith and Tiffany— 


each famous for fine, long handled pruners—and the very 
best points of each are combined in this NEW Seymour Smith 
Tiffany pruner. Tiffany’s double cut and easy cutting “‘draw- 
in” action and 100% hammer forged alloy steel parts, PLUS 
Seymour Smith’s improved bolt and.nut-joint, through handle 
and riveted grip fastening and thinner cutting edges. This 






















Seymour SmitH 
OUR 103rd YEAR 


She Lame of k duabilyy 


New catalog 


Seymour Smith Tiffany pattern is the last word in loppers. 


featuring entire Seymour Smith line available 





SEYMOUR SMITH & SON, inc., Oakville, Conn. 





SALES REPRESENTATIVES: 


John H. Graham & Co., Inc., 105 Duane Street, New York City 
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Hurricane 


service business. Genuine Hurricane parts are 


sof this ROTARY POWER MOWERS 

° 

forged in This year’s sales outlook is the brightest in Hurri- 

and from hi ' A . 1 d d bled 

£ einniies cane history! Again last year, orders were dou 

Id steel— and even tripled to meet the demand created by 

a the quality of the Hurricane line! And there’s no 

ae end in sight for the Hurricane boom, either. The 

ks to beev- more Hurricanes sold, the more the market grows! 

iardwood Word-of-mouth endorsement by satisfied customers 

ressly for builds a terrific backlog of prospects for everyone 

handling the line. 
shears we 
lity to cut If you’re a jobber or dealer who wants long-term 
power-mower profits—and plenty of ‘em — get 

— é on the Hurricane bandwagon now! Use the coupon 
4 below to find out how the quality Hurricane line 

> ‘ builds bigger business year after year. 

>P PARTS AND SERVICE PROFITS 

LITY | Plenty of profits can be earned from parts and 


PING 
EARS 


Smnirra 


FANY 
ERS 


"¢ 
te 
t 


always available and orders are shipped the same 
day they are received. No Hurricané will become 
obsolete — replacement parts and new modifica- 
tions fit all machines — from a 1946 model right 
up to the latest design. 


Customer-Approved Features 
That Stimulate Sales 


e 4-cycle, 2-h.p. gasoline engine ¢ automatic 


HURRICANE 
SENIOR 
—a sure seller to anyone with an estate or 
big suburban lawn. A brawny, easy-to- handle, 
20” machine that’s packed with power — 
strong on stamina. 





































HURRICANE 
JUNIOR 


— the quality mower for 
city lawns. A trim, lightweight 
copy of the big Hurricane. Cuts 
an 18” swath . . . highly 
maneuverable for close-in 
trimming around flower 
beds and sidewalks. 


HURRICANE 
GLIDER 

— the economy model. 
A sturdy, powerful mower 
that fills the bill for the “‘price- 





very : 
mith ; ahie-tanaed for constant “er speed ” full- conscious” customer. 18” Glider is 
se floating friction drive ¢ vacuum-lift suction the quality mower in the low-price field. 
LUS blade e adjustable cutting height — 2” to 3¥2” eeeeeee eee ee ee ee eee e ee ee ee ee ee eeeeeeeeeeneeneeee 
idle e 4 large equal-sized wheels @ special hinged + 
This safety guard and grass throwout e rust- { Wafional Metal Products Co., Inc. 
ers, proof plated drive shaft e handle folds for- * Dept. H-16 2722 Cherry Street 
ward, out of the way for starting and storing + Kansas City 8, Missouri 
* Tell me more about the best-selling Hurricane line. 
2 . 
Hurricane 
ROTARY POWER MOWERS eB iinnesesenleiinciibiinsienthinnnnantmminenntrsnmninens 
National Metal Products Co., Inc. SE FS ae nn 7 CSOT Le Oo 
Dept. H-15 2722 Cherry Street ns 
Kansas City 8, Missouri ° LOC yee vere EES NEES SEVERE ESET REET ES EET ee 
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T=44-DL and T-66-DL 
Result of New Amazing Coleman 


Engineering Development .. . 


The new Coleman DOUBLE-LIFE Generator is one of 
the greatest advancements ever made toward improving 
and extending the efficient operation of Coleman Lan- 
terns and Lamps. An outstanding precision engineer- 
ing development, it is the result of years of labora- 
tory research by Coleman technicians. Thousands 

of these new generators have been field tested 
and proved to last TWICE AS LONG in actual 

operational service. This means twice the cus- 
tomer satisfaction for you! 


Made with thee NEW— 


QUINORGO 


High Absorbtion 
INSULATION 







z=swvae 









RE en ne 












This Means That a i 
Coleman Generator § 


Gives TWICE the Life of 


an Ordinary Generator 
a 

Fewer Changes — Lower Cost 
Operation — “QUINORGO” is a new 

high temperature insulation with previ- 
ously unobtainable combinations of thin- 
ness, flexibility, dielectric and mechanical Wésece bones 
properties. tga 


lawn. 
Note in the enlarged, cut-away illustration how this 
amazingly efficient material is used to form a smooth, 
compact, high absorbtion insulation tube around the 
inner coil and needle. The generator needle is made of 
special stainless steel wire that withstands 20 times more 
heat than lantern normally produces. The generator bar- 
rel is nickel plated to eliminate oxidization. These 
features, plus the use of 8 different heat-proof materials, 
and 36 precision production operations, make the new 
generator unmatched for quality and long service. Order 
your stock supply now! 
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METC 
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Now Standard Equipment on 
All Coleman Lanterns 


All 1953 models of Coleman Lanterns are 
equipped with these new wonderful 
DOUBLE-LIFE Generators — an added 
Coleman Lantern sales advantage for you. 
But you should order a supply of these 
mew generators now for extra sales and 


profits. 






















THE COLEMAN COMPANY, INC. — WICHITA, KANSAS 


ORDER FROM YOUR JOBBER 
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MAKE MORE MONEY WITH 


Tco 


SP NKLERS /; 


Prema 2 bigger sale with MORE PROFITS TOR YOu! 


| METCO WAVE SPRINKLERS care better sprinklers—6 reasons why: 


Saves water—gets corners Oscillates slowly, gives i 





J 
Waters large rectangles; 
fewer moves water the 


— without overlapping. 


Convenient—can b 
. ( e od- Slo 
pore — wn | in. No iusted or moved with water er eA —_ — oe 
. con’ 
—no on. fer root growth and finer be set the ne ita 
side. 





lowns. 


I 
METCO Wave Sprinklers are pre-sold through national ad- ae Gn 
vertising . . . millions of people will read about their gentle, = 
F A rain-like spray in SATURDAY EVENING Post, BETTER HOMES 
/ & GARDENS, FLOWER GROWER and SUNSET magazines during beter me 
the selling season. lone > 
t / METCO ties in at the point-of-sale: window streamers, Ds 
counter cards, sales tags, envelope stuffers . . . All tied in with i KS 
the national program . . . help sell METCO’s from your store. ™* aon. 
out Me METCO mats are available for local newspaper tie-ins. 
Fé Get aboard the METCO Bandwagon—Sell METCO Wave 
Sprinklers for: Bigger Sales—Bigger Profits. See your Jobber. 


ee —- pie 


METALLIZING ENGINEERING CO., INC. ~z) 
38-13— 30th Street, Long Island City 1, N. Y. 


~~ 
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One of the many NONE BETTER Alloy Steel 
Sets. 34 pieces. 2" and 4" square drive. 
For hex nuts, 12 pt. Sockets from 7/16” 
to 1%"— 6 pt. Sockets from “%4" to 7/16”. 
For square nuts, 8 pt. Sockets in 4” drive, 
5/16” and %” openings. Selection of 
most useful Drive Parts in each size. All 
in sturdy metal box. 


Another popular 23 piece Alloy Steel Set 
in 2" square drive. Precision broached 
12 pt. Sockets for nuts ranging from 7/16” 
to 1%. Drive Parts include Reversible 
Ratchet, 18” Flex Handle, 19’ Speeder, 
Socket Extensions, Slide Tee Handle and 
Cross Bar. All in sturdy metal box. 


Customers BUY when they SEE what they need in your store — 
remind them and you SELL them! NONE BETTER raises this proven 
merchandising principle to an all-time high with the greatest, most 
compelling assortment of sales-making ideas and Tool Displays 
ever put behind a great Tool Line. An unbeatable array of SALES 
TOOLS that make TOOL SALES easy and profitable for you! 

First, your customers SEE the handsome design and rugged con- 
struction of these famous Tools. They FEEL the comfortable grips 

















Available in %4", %", V2" and %" drives, NONE BETTER Drive Parts provide 
sturdy, compact strength and hand-hugging grips without useless weight or 
bulk. Specially popular for saving time and energy are the Reversible Ratchets, 
Flex Handles, Speeders and Universal Joints. All Drive Parts with the NONE 
BETTER “Keyless Locking” feature and Triple Plate, Chrome finish for long, 
rust-free life. 











Tappet Set in 
Leatherette Roll. 
Openings from 
7/16" to 11/16". 


Combination Set. 15° Long Box End 
Set. Openings 
from %” to 1”. 
Leatherette Roll. 


Engineer’s Set in 
Leatherette Roll. Openings from 
Openings from 7/16" to %".... 
“%" to 1”. Leatherette Roll. 





Complete 2 Hex Drive 
Ratchet Set with 8 Sockets 
in metal container. 


Complete Hex Drive 12” 
Ratchet and 1%“ Socket Sets 
in metal container. 


srevnewe? 


Y%4"' Hex Drive Midget Set of 
7 Sockets and Ell Handle in 
metal container. 


¥," Hex Drive Ell Handle 
with 7 “strung-on” Sockets 
for compact storage. 
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(SOM ELLY MLL Lh 


WINDOW OR COUNTER 
DISPLAY STAGE 


and perfect balance .. . and they BUY because you have reminded 
them and made it easy with inviting displays. 

NONE BETTER Tools are always sales-active . . . they move fast for 
the quick turnover that means steady profits for you! That's the 
magic that does the trick. Let your customers see these great NONE 
BETTER Tools. They'll sell themselves, and the profit is yours. Just 
look at this line-up of popular Tools, and ask us about the Displays 
that do the greatest selling job in Tool history. 


ees 


Rare ess 


‘ } 
£ Se © 


ae 





3 fast-moving NONE BETTER Sets mounted 
on an eye-catching Display Stage for win- 
dow or counter. Place it where your cus- 
tomers can see it — it will make sales for 
you. FREE with the purchase of the 3 NONE 
BETTER Sets shown. 


8 POINT 


square nuts, 


12 POINT 


Extra wall -contact. for For For hex nuts, '/2°" drive, 
seg openings 7 16'' to 1's", 


stubborn hex nuts 2 

Drive openings 8°" Extra Deep Sockets | 
“beg ¥s'* Drive 78" “ig yee to '¥%,°**, %e'* Drive, 
* jn both Extra Deep * 5,16"' to 78°", Extra deep 

and regular Sockets “Sig ig" Sockets 7/16'' to %** 

Drive Midgets, 3°16'' to carburetors and genera- Heavy Duty 74°’ Drive 

716". tors o*" fo 2 


6 POINT 


‘, specially useful for 


FLOOR RACK 
TOOL DISPLAY 


NONE BETTER Thin Wall Sockets of finest alloy steel, carefully heat treated. 
Precision broached for perfect fit— “con the nut.” Triple plate, chrome finish 
for long, rust-free life. All with “Keyless Locking” feature. y we. «te dot 
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Set up your own Tool Department with these handsome 1 x 2 ft. Tool 
Stocking Boards. Shipped complete with Tools and Kit for multi-panel 
set-ups. Panels FREE of extra cost with purchase of Tools. 


ha N 
NL 
“BE 





This NONE BETTER Floor Display SELLS 
Tools. Occupies only 2 square feet of 
floor space to display 10 of the most 
wanted Sets (5 alloy steel, 5 carbon 
steel) plus a selection of 90 fast-moving 
Tools. A virtual Tool Department in 


THE NEW BRITAIN MACHINE CO. itself. 


New Britain, Conn. 
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Tumicg 


THICKNESS GAGE 


Veen. 6 ce <\ 


©) 


22 leaves from .004” to 
.025”. Precision ground. 
For gaging narrow slots, 
spark plug and breaker 
point gaps, etc. 
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Jumicg CENTER GAGE 


Surfaces accurately ground. Used for grinding 
and setting screw cutting tools. Graduated for 


measuring threads per inch. 
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Tumicg 
SURFACE GAGE 


Case hardened, steel base. 
Carefully made for precision 
work. Used by tool makers 
and shop-men for transferring 
measurements and scribing on 
sheet metal and castings. 










Jumicg 


MICROMETER 
DEPTH GAGE 


Precision micrometer head. 
Collars used to extend 
range. Used by machine 
shop-men and home crafts- 
men for measuring grooves, 
shoulders, holes, etc. 








The better hardware stores in town 
can make good money on these tools 


Here is an opportunity for good hard- 
ware stores to set up a profitable section 
in their tool departments. It’s selling 
the Tumico line of precision measuring 
instruments, such as those illustrated 
above. There are customers all around 
you ... machine shop-men, metal work- 
ers, auto mechanics, home craftsmen 
who work with metal, manufacturing 
plants and even printers. You need only 
a small inventory to get this valuable 


business and very little space is required. 
If you have one of the better hardware 
stores in town—the kind that is prob- 
ably already attracting these prospects 
why don’t you write for complete 
stock information and the Tumico cata- 
log? It shows the complete Tumico line 
from steel rules and combination squares 
to precision micrometers and dial indi- 
cators. Make extra sales and extra 
profits. Send for free catalog today. 


TUBULAR MICROMETER CO. 


ST. JAMES 1, ~ 







MINNESOTA 
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DISTINCTIVE HARDWARE 


y TUBULAR 
LATCH 







MAKERS OF BETTER 
BUILDERS’ HARDWARE 





F 
oR SCREEN, STORM OR CO 


in design... 


geal OE in construction 









WORKING MODEL 

furnished with special pack 
or individually at the price 
of hardware only. 


HERE ARE NEW AND 
DISTINCTIVE 
FEATURES 
THAT MAKE THIS LATCH 
OUTSTANDING! 


a 








@ VERY SHORT KNOB ACTION 


requires only Y% or 45° turn to operate 
latch. 


@ SMOOTH, EASY LATCHING AC- 
TION operates perfectly with door closer. 


& BOLT HAS 7/16” THROW (1/16” longer than 


ORDER FROM YOUR 
JOBBER OR WRITE 
DIRECT FOR FURTHER 





usual) allows for greater degree of door shrinkage. Also INFORMATION. 
includes dead bolt feature when locked. 
@ IMPOSSIBLE TO LOCK YOURSELF OUT when 
latch is in lock position. : 
@ QUICK, EASY INSTALLATION— inside handle eee uiiiies psi 
mech ? Lid a || . 
oP ayy ° a R8952-CA(US2C) Steel Bright Zinc 
j R8952-DB(US4) Steel Dull Brass 
@ NO DIE CASTINGS—tThe all steel mechanism and R8952-PB(US3) Steel Polished Finish 
the stronger spindle provides a practically indestructible R1952-PB(US3) Brass Polished Finish 
lock. R1952-DB(US4) Brass Dull Finish 
. R6952-AL Aluminum Natural 
@ ADJUSTS FOR DOORS %” to R6952-ALB(US4) Aluminum Dull Brass 


1%” thick. 
@ STRIKE PLATE DESIGNED 


FOR SIMPLICITY IN MORTIS-. 


ING—made with larger opening to 
allow for door sag. 


@ 1%” BACKSET—will 


most standard installations. 









replace 


This new, distinctive “Checkerboard” box 
will now identify all “WRIGHT” PRODUCTS. 









| 





PRODUCTS INCORPORATED 


SAINT PAUL PARK, MINNESOTA 
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investigate 
the profits 
YOU can make 
selling 


SHOPMASTER 
POWER 
TOOLS 


recognized 
high quality 











THE MOST COMPLETE LINE OF TOOLS ON THE MARKET TODAY 








10“ Tilting Arbor Saw: Ideal 
for the contractor, factory, or 
for home workshop. Exten- 
sions of 24x30". $102.00 


8“ Tilting Arbor Saw: Sealed 
for life ball bearings, mas- 
sive heavy duty construction, 
simplified controls . .$49.95 


20“ Tilting Table Jig Saw: A 
20” jig saw for the price of a 
15”, 16,” or 18” saw, cuts 
to center of 40”... .$29.95 











FREE..enew 24 page 


full color catalog 


eC SO ee ee = 


Distributor or dealer, it will pay you hand- 
somely to sell the complete Shopmaster line. 
Attractive new color gives Shopmaster tools 
greater display appeal than ever before. A new 
pricing policy enables you to offer recognized 
Shopmaster quality, at an amazingly low price 
—while assuring you a generous profit margin 


on each tool. 


UNIVERSAL COMBINATION POWER TOOL: 
Circle saw, drill press, sander, shaper, 
= router, lathe, jointer, grinder, buffer 


WIE ccneskcace $249.95 






MAKE SURE YOU HAVE COMPLETE INFORMATION ON 
SHOPMASTER! . . . the most heavily advertised line of power tools 
in the woodworking field! WRITE TODAY or see your distributor 
for full details on how YOU can increase your power tool sales. 


Shopmaster, Inc., Dept. HA-1 
1214 Third Street South, Mi polis, Mi te 





Nome___ 








Address. 
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249.95 
Here’s variety in fasteners for you: short, long, 


stout, thin— and we make all of them. Many 
of these items are made in hundreds of indi- 
vidual sizes. Because of this great variety, the 
Bethlehem line of bolts and nuts is just what you 
need to keep up with the varied requirements 
7 of your customers. Bethlehem Bolts are good, 
sturdy bolts, too. With their well-formed heads, 
strong shanks, and smooth-fitting threads, 
/ j they're the kind of bolts your customers will buy 
over and over again. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
a Bethlehem Pacific Coast Steel Corporation. Export 
; Distributor: Bethlehem Sieel Export Corporation 
’ 





1 

| 

i 

| 

| 

me BETHLEHEN 
_ STEEL 
i 
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arra-James 


HELPS YOU SELL MORE IN LESS SPACE 
Here’s a complete Power Tool department... 


ONLY G ft 








ATTRACTIVELY DISPLAY / LET! 
7MAJORPOWERTOOLS| (‘' 
NAT 
in this HAR 
STREAMLINED UNIT 704 
, | : : Packed With Sales Power _— 
presses +a i ae Here, in a space of only 4 feet, is the No. 
ase | Si streamlined answer to dealer space prob- 
eppg = BS ee lems; enabling you to install a complete PRC 
Bsc i: e Darra-James Power Tool Merchandising 
Department. 
b — Actual floor dimensions are 4 ft. wide, 
Sees ae | 2 ft. deep and 5 ft. high. Display is port- 
yet. 3 able and easily moved for window or Har 
floor use. Design includes adjustable dist 
shelves, illuminated shadow box sign, The 
— and durable finish of washable plastic 
colors. oe 
No. 
Darra- ni 
bac 
me! 
POWER TOOLS INCLUDE: CA 
Model 32, 8” Tilt Arbor Saw, with exten- ss : 
sions, V-belt, motor mount and motor tae 
& pulley. = 
=) Model 212, Jig Saw -é 
Model 325, Belt Disc Sander yor 
Model 350, 12” Drill Press kit: 
Model 595, 914” Band Saw 
Model 900, 9” Gap Bed Lathe m 
Model 395, 414” Jointer (Cast Iron) 


COMPLETE AS SHOWN 


Only, #294,- 


CONTACT YOUR 
LOCAL JOBBER CORPORATION 
OR WRITE DIRECT 


2A oe RT 
A : 





SPRINGFIELD ]) MASSACHUSETTS 
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LETS 
CELEBRATE 
NATIONAL 
HARDWARE WEEK 


Together t 


WITH THE NEW 
No. 420 CHANNELLOCK PLIER 
PROMOTION KIT 


THE 
Designed especially for National 


Hardware Week, this sturdy counter 
display is available from your jobber. 
The attractive 3 color display is 
packaged with one dozen of the new 
No. 420 Channellock pliers. Here is 
the hottest item in the plier field . . 
backed with full page color advertise- 
ments in SEVEN NATIONAL PUBLI- 
CATIONS read by YOUR customers. 
A complete store promotion—stream- 
ers, pennants, newspaper mats, 
envelope stuffers, point-of-sale cards 

~are yours for the asking. Contact 
your jobber today! Order as many 
kits as you need. Get ready to cash 
in on this national promotion. 


GAAAGTE GSS 





CHAMPION DeARMENT TOOL CO. . MEADVILLE, PA. 


HARDWARE AGE, JANUARY 8, 1953 





CHAN No.420 





3-color window streamer in- 
cluded in special CHANNELOCK 
promotion Kit. 


Attractive 2-color pennants afe in- 
cluded in your IRHA Kit. 

















Newspapers 
Mats 
included 
in 


IRHA 











A brand new 
product to stir 
the imagination 
of your 


builder 


customers! 








MIXER SHELF HARDWARE 


@ FACTORY ASSEMBLED FOR EASY INSTALLATION 

@ POSITIVE ACTION, RIGID SUPPORT 

@ COMPLETELY ADJUSTABLE FOR ANY WIDTH SHELF 

@ ADJUSTABLE SPRING TENSION FOR VARIABLE WEIGHTS 


men 3 helpers to assist you in selling this great new kitchen convenience 


a} This economical Mixer Shelf Pi &i A mounted display is 
Hardware is being advertised aber. maf: available which 


nationally to builders and demonstrates the 
architects. Mixer Shelf Hardware 


in action. 


WASHINGTON’S New Mixer 

Shelf Hardware will be demon- 

strated at the National Home This Mixer Shelf Hardware will also 
Builders’ Show in Chicago, o3 bedisplayed at the National House- 
January 18 to 22, in Booth wares Exhibit in Chicago, January 
Nos. 297 and 298. 1 5-22 at Navy Pier, Booth C-525. 














FOR COMPLETE DETAILS, SEE YOUR JOBBER, OR WRITE TO: 


WASHINGTON STEEL PRODUCTS, INC. 
Dept. HA-1, 1940 East 11th Street, Tacoma 2, Washington 
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2155 SCRANTON ROAD e 


“a 
SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished Goengen head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95, 
p.s.i. Carried in stock. 





“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
. Nut end, oval point. Land 
tween threads shiny, bright, 
mirror finish. Carried in stock. 


= 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 


THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 





“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in gugtesing 
Cup Point Set Screws by the col 
upset process. Cup points machine 
cusned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 








to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 

ground to close tolerances. Thread 

end annealed. Supplied in various 

head shapes, with oil holes and 

grooves o different kinds, and flats 
ly 





pioneers in producing cti 
rod bolts by the cold upset process. 


For ornamental purposes. Steel in- 
aed — steel cover Finish: plain, 

© plated, cadmium plated. Size: 
pier 3/4" 18/16" across the flats, 








FERRY PATENTED ACORN NUTS 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


o 
ADJUSTING SCREWS 
Valve tappet adjusting screws — 
Hexagon he ead style — to blue print 

head hard; 
polished if specified — threads soft 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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carried by 
LEADING 
DISTRIBUTORS 









* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 
















WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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New midwinter Dust-StoP promotion starts January 14th, 

spearheaded by Arthur Godfrey on CBS television and 

radio, reaching 9,000,000 people weekly. Emphasis is on 

midwinter replacement of filters for greater comfort and 

fuel savings. Tie in for extra profit. Use our free display, 

promotion aids. Owens-Corning Fiberglas Corporation, T s 
Department 38A2, Toledo 1, Ohio. 


*FIBERGLAS and DUST-STOP are trade-marks (Reg. U. S. Pat. Off.) of Owens- 
Corning Fiberglas Corporation for products made of or with fibers of glass. 
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JOINED TOGETHER TO BRING YOU 
A New Leader in the Field of Home Heating 


yt ~ me ye 
i 
. as 
Ss 
; 


The Heating Division of Florence Stove Company 


THE ONLY COMPLETE LINE 
IN THE INDUSTRY 














wi nae gehts BAB. BIN 


| QUAKER Makes tt! 


(ANT “HOT” PROMOTIONAL NUMBERS IN OIL WANT THE FINEST OIL HEATERS MADE 
EATERS PRICED TO GET THE BUSINESS? THAT PRODUCE THE MOST DOLLAR VOLUME? 


UAKER Wakes “Them! QUAKER Wakes “Them! 
i 
nn —___———- 
The famous Quaker 3210 produces 


aaker for 1953 brings you two ALL- more dollar volume than any other 
EW “red hot” price leaders that heater made. It’s the automatic oil 
ill meet all price competition. There’s heater that gives you the highest gross 


1 8-inch and 10-inch heater to bring profit on a single sale. Dealers have 
‘ospects to your store. sold more dollars’ worth of this heater 
than any other heater now on the 


market. , g'! 


Profit more! Sell Quaker! Mail coupon for details. 








WANT A LINE OF MODERATELY PRICED WANT SLEEVE-TYPE HEATERS? 
OIL HEATERS? QUAKER Wakes 7. 


Wakes Them! 
0 U A Ki t R : There’s famous Florence tradition back of 
Quaker beauties. The 7-inch and 9-inch 


The Quaker Challenger line for 1953 will be enn od oe er eee a 
priced to sell and sell FAST! There'll be three ae thoes Gil ics axenattied Yeahs endl 
models...each available with fuel-saving me- Gade tasatt Senne ae deen saan aad line’ 
chanical draft and automatic heat circulation 


as optional equipment. 
allt Mail coupon for details on a profit- 


making Quaker franchise. Profit with Quaker. Send for franchise details to 


WANT A STEP-UP LINE OF OIL HEATERS? WANT THE EASIEST-TO-SERVICE OIL 


UW. 6 / FLOOR FURNACES MADE? 
"cia ga QUAKER Wakes 7hem! 


Three all new Quaker deluxe heaters...loaded 
with exclusive features. All models will have 
Quaker’s fuel-saving mechanical draft and auto- Servi , ‘ = 

: : : : : ice these efficient units from inside 
—— circulation available as optional the home. Fuel-saving mechanical draft 
—, ; helps the Quaker floor furnace operate 


cal : | perfectly under all conditions. 


Quaker...the only complete line is 
now franchising new dealers. A Quaker franchise is valuable. Mail coupon for franchise details. 





WANT BEAUTIFUL VENTED RADIANT GAS WANT THE FINEST GAS CIRCULATORS BUILT? 


HEATERS? QUAKER Wakes Them! 
QUAKER Wakes Them! | —____-» 
ee There are two sizes for those who 
want the finest gas heaters...the Quaker 
Quaker features six models of these fully- Blow-Thru heaters. They're made to 
vented, beautifully porcelained heaters give the greatest heat economy pos- 


that feature the charm of a fireplace plus sible because of their unique construc- 
the automatic convenience of gas. tion 


Quaker... The only complete line Factory men at your service with 
is now franchising new dealers Quaker. Find out about this new plan. 


WANT EFFICIENT BLUE-FLAME GAS HEATERS? WANT COMPACT, VENTED GAS CIRCULATORS? 


QUAKER Wakes Them! QUAKER Wakes “Them! 
+ + > 


. Here's a 20,000 B.T.U. heater available for 
y Fes bined aagheos pe ins — all gases. It has a convenient lighter door 
Pyrex window permits you to see the and a “Visi-Flame” window. 
beautiful blue flame as it burns. 


A better deal 
for dealers. 
write for deta 

today- 


ils 


Quaker is the “hot line” for ‘53. Use coupon on the back. 


WANT HI-QUALITY, UNVENTED RADIANT | WANT KEROSENE CABINET HEATERS? 


GAS HEATERS? 
| pes QUAKER Wakes 7hem! 
QUAKER Wakes Them! iliirereecnncenenssemneeeninie 
HH Single burner and twin burner models for 
' ‘ % use where no flue connection is available. 
For 1953 Quaker features three sizes in well They're beautifully styled...highly efficient 


iti priced, unvented radiant gas heaters for all 
ion back of types of gases. They're installed anywhere...no 


and 9-inch 
ome drive 
allation. An 
-inch and 9 


chimney or flue needed. 


Pr ofit with a 
Wrinvaker franchise. Quaker dealers now being franchised 
le for details today, Write for details. 














é | * 
| wats QUAKER doing... 
[0 help you Ackh? 
Supplying you with every heater you'll need is only half the job: 


| Quaker’s going all out in ‘53 to do the other half of the job... 
helping you sell the heaters you buy! You'll get 


| > Local Area Newspaper Advertising >> Complete Display Packages 


| => Local Area Radio Advertising > Four-Color Newsprint Mailouts 


>t Local Area TV Spots x Catalogs, Line Folders 
and “Spec” Sheets 


Plus field service by Quaker’s own men who will work: with your distributor -sales- 


nal-VaM Cole alt=} OM ZelUMalehZ-Elal-Weelactoli-timmal-telilale mm Z-Xo] mm Zel0 I Z-Mt-N'Z-1 ae aleloe 


QUAKER... .the First Name in Home Heating 
... the Last Word in Efficiency 


- Quaker—The Heating Division of Florence Stove Company 
1147 Merchandise Mart 
Chicago 54, Illinois 0° 


Please have my distributor give me full information on Quaker’s new li 
for ‘53 and complete franchise details. 


a 
STORE NAME___ 


ADDRESS ee bs — See aeen nina a 


CITY. = a 





100-WATT 


ilouts 





50-WATT SIZE 


GENERAL @@ ELECTRIC 
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Kemena—...i it doesn’t have 
a DOUBLE TOP—it’s not a 


MET-L:TOP 


THE Oxcgénal ALL-METAL IRONING TABLE 





ge 


DOUBLE TOP ASSURES 
Soother 


IRONING SURFACE 


Of all ironing tables, only MET-L-TOP 

offers DOUBLE TOP construction—two 

sheets of steel eyeleted and pressed together 

to form a 100% reinforced top. This means 

that the ventilated working surface of a 
MET-L-TOP will remain smooth, flat and level 
—will never sag, buckle, bend nor dip, The hollow 
channels also help to retain heat. This, plus 

heat reflection from the smooth, white top, 

keep the pad dry for faster, easier ironing. 


Remember that all three MET-L-TOP models—C-680, 
A-606, P-600—have the exclusive DOUBLE TOP feature! 


Ke 








As advertised in 
Thee Saturday Evening 


| os Od 


...and America’s 
outstanding 

women’s, home 

\\ and farm publi- 


cations. 


a ~~ fs EN 
ping 


le SA 
SF 


Be sure to see us at 


BOOTHS 392-394 
NATIONAL HOUSEWARES SHOW 


Janvary 15-22 


wort GEUDER, PAESCHKE & FREY CO. 


1700 W. St. Paul Ave. Milwaukee 1, Wisconsin 
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_ for better quality 
em in galvanized ware... 





Here are just a few items in the 
highly diversified Cream City line. 
G. P. & F. quality is evident 

in every piece—from 
hand-dipping in molten zinc 
—to attractive spangling—to 
final attractive design. 

You'll have buyers for every 
Cream City item. 

Stock Cream City, display 
Cream City—and you'll 

sell Cream City! 








a ‘eel 





jpn 

| oes * 
til 
Shown are three of the many masilioes Get full details on the COM- 


popular items in the Cream PLETE Cream City line. Write 
City tinplate line of dairy ware. for bulletin—or ask yous jobber. 


GEUDER, PAESCHKE & FREY CO. 


1700 W. St. Paul Ave., Milwaukee 1, Wisconsin 
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Heres the midwinter 
pick-me-up you need 





























Lau ne 
omplete, 
for fas 





to Sell Mc 


all the facts a 
ns. It’s the cc 
bevery custom 
} right) the | 
It has 20” bl. 
tremely por 
complete v 
mounting | 
It may ea 
fan. It m 
easel o1 

fan wi 

hit w 











Chicago 39, Illinois oat 


COPR. 1983 ™ 


The royalty of television and RADIO ® ZENITH RADIO CORPORATION : 3 
Pa 
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“The Fam to see in'53 


Ca 


Ipttes 
In the 


Lau now brings you the 
omplete, well-rounded fan line 
for fast profitable sales. 





to Sell More Fans in 1953 


all the facts about the Lau quality line of Combination 
It’s the complete, well-rounded line that appeals 

Devery customer. For example, Model 2052 (illustrated 

at tight) the most outstanding fan in America today. 

It has 20” blades, moves 2500 cfm at hi-speed, is ex- Model 2052 
tremely powerful and compact. This fan comes . ‘ . ” 
complete with adjustable metal spacer panels for Window Pon aeaiian oA Fritts Sor Suh Satromatien bad cateles paves 

mounting in sash type windows 301/,” to 391,” wide. oiiuctsbhe metal cde an 
It may easily be lifted out and used as a portable . : vee 
fan. It may be used in either the “TILTA-BREEZ” P ‘ 
easel or the “PORTA-BREEZ” pedestal. It’s the 
fan with dozens of uses and it will make a big 
hit with your customers. 








The One Fan Line That Gives You Everything! an 
With just 3 models, 3 sizes, you can offer your customers a choice of ANY every customer wants 
type fan they want! They can be used in Windows, on Floor, Table, under ~ Choice of 3 sizes for 
Table, on Wall, as a Circulator or Hassock Fan. There isn’t a single =. ee 
occasion for which a Lau fan may not be used. Lau also offers 24” and 
30” 2-speed reversible Window Fans that will cool several rooms, an 
apartment or a small home. Get all the facts! Call your jobber or 
distributor today. 





12”, 16”, and 24” and 30” ‘‘PORTA- 
20” Fans all large Window BREEZ’’ 
have carrying Fans with 2- edestal fan _ will exhaust air. easel fan directs fan, unde 
handles, finger- speed reversible rings air into Completely ad- air at any angle a table, t 
greet guards motors. room at any justable as to desired... up circulat) 
ront and rear. angle desired. height or angle or down. PORTA-BREEZ air com 

of fan. the Revolutionary pletely. | 

new pedestal fan for 


Model 205215 


ae LAU BLOWER COMPANY yrds ome 
2025 Home Ave., Dayton , Ohio 
et ed 1“ » 











x * pPLastic *. 
HOUSEWARE 
» LINE , 


eeeplus these staple, reliable volume- | 











All canisters nest, including 
covers. Both sets come pack- 
aged as a “nested” unit. 


WESTERVILLE, OHIO, U. S. A. 





see you at the 


national 
housewares show *< 
booth 909-11 -*«_" 
* * * * * * 
merchandise mart 
room 14-102 


INC, 


New York Office Chicago Office 


Room 751 Room 14—102 
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Your Paint-line 
is probably 






- , x 1B0UT FLEXON ‘ 
| ood one A HRUHEE i TTT TTT hs inietaaiceiedaiee lida IT'S RUBBERI ZB" at sesoees =. aaee Also w 
LELLLL, woe eae [RSGRERSEEA SewACCL AN He suoueess tae - 


the um 8 
Titi ie ree . - 4 siyeataa rir Gin» 









BUT— usu: 8 wea Uf th nN iat ie 
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on «(wae wel, ut dirs Hime 


HOW MUCH «= Bae 

NEW BUSINESS fi rae 
DOES IT 
PRODUCE? 


i) 
oF let 


eysrome™> 


Barber « Ross Co. 


WASHINGTON, D.C. 






C. Vernon Hill, presipent 






“Five years ago we decided to change our line of paint. After studying 
many brands, we visited the Chi-Namel plant and were convinced it was 
the paint line we wanted. We were pleased with the product and im- i ——— 
pressed with the policy and plan of the Chi-Namel organization. Today J 
we are pleased to announce our first impressions were correct. Not only 
are we happy with the excellent product, but we are pleased with the 
help and cooperation of Chi-Namel’s factory staff which aids our cus- 
HERE ARE 17 WAYS CHI-NAMEL tomers with its fine planning service. We think the best compliment to 
HELPS DEALERS GET CUSTOMERS be paid Chi-Namel is the host of satisfied customers who consistently ; 
return and ask for Chi-Namel by name.” 






































@ Color Planning Studio @ List mailers 
—e” ‘oa “Oh, yes! I know they make good paint!”’ 
© Painters’ promotions @ House-to-house ads F 7 
@ Industria! promotions © Novelty sales stimulators How many customers walk into your store and actually ask for the paint 
oe Sore line you handle by its brand name? Probably, not many. Yet, when you set 
pt eds © Special Consumer the well-known label before them, most of them recognize it with a remark 
Sineddadtine olnedet Sele preneten something like the one quoted in the headline above. The big question 
for you and every dealer is not “How well-known is your paint line?’’, 
but “How many new customers does it actually bring into your store?” 
Sy 
DEM ae ee a, WRITE FOR THE CHI-NAMEL STORY! _ 
: Learn how Chi-Namel is ent new — ‘ pai 
ie business for its dealers with advertising that . fro 
CHI-NAMEL PAINT AND VARNISH CO. ' does more than just sell the idea of painting. ho 
1103 THIRD STREET SOUTH © MINNEAPOLIS 15, MINNESOTA 3 It brings customers directly to each Chi-Namel sid 
i dealer’s store. - 
Please send me the Chi-Namel story. } gl 
ig ; sO 
y 
Address. 
e 
City State. ‘ 
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[e5 | America's best selling line of garden gloves 


ane 


M2) now includes Green Thumbs for men 


(445484 2a Qe 


tiie Also water-proof “Thumbs Up” and “Swaggerettes” for gardening and housecleaning 









4\ @\ 






Green Thumbs for Women - 89c 
retail 


\ 





. + 












America’s best selling gloves for gardening, painting, 
cleaning. Nothing like them for style and value. Their 
washable, vinyl-treated fabric keeps out all dirt and 
wears several times longer than good canvas gloves. 
Each pair pliofilm packaged with informative guarantee 
tag; each dozen display-boxed in solid or assorted sizes 
— Small, Medium, Large. 














Green Thumbs for Men - 98c 


retail 







Specially styled for men. Heavier vinyl-treated fabric 
wears like leather, lets hands breathe, is washable. Most 
comfortable and practical glove for gardening, painting, 
furnace tending, wiping off the car, other house and 
yard work. Handy to carry in the car for tire changing, 
motor tinkering. Men’s hand size. 








































lying 
was 
1m- 
day 
only 
the 
>US- 
t to 
tly 
st 
. é 
int - 
set = 
ark 
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299 } 
, , 
or 
Swaggerettes for Women - 98c Thumbs Up for Men - $1.00 
7) retail retail 
t ¢ Water-Proof, Snag-Proof: Every woman also needs a Water and Grease-Proof: Never before a liquid-tight 
t 4 pair of garden-green Swaggerettes to protect her hands handy glove with such toughness, flexibility and good 
6 from garden SEeay*, ac er eer poe dirt, = for grip. NEOX (specially reinforced neoprene) coating 
I aan ane cntaah at Maer cad prone ng mon over strong fabric; far outwears ordinary leather against 
pn punctures hesthew Gham any other type of water-proof cutting, snagging, abrasion, chemicals and grease. Ideal 
glove. Small, Medium and Large, packed one dozen, for rough or wet work — rose thorns, sprays, car wash- 
é solid or assorted sizes. ing, etc. Men’s full size. 
« *k Edmont Trade Mark 
j 
NATIONALLY ADVERTISED TO NEARLY 20 MILLION MEN 
AND WOMEN IN HOME AND GARDEN MAGAZINES Make 
a full = ste in = — : eine 331 /3% 
rder these self-displaying, self-selling, full-profit- 
paying gloves for the big Spring demand. Most leading profit on 
wholesalers can supply you — from stock. 
. sip work gloves, too. 







EDMONT MFG. CO., Walnut St., Coshocton, Ohio 


World's largest manufacturer of coated fabric gloves 








See next page. 





 — - 








Make your full 33'/:% profit, too, on 
America’s fastest-selling coated work gloves 


Outwear ordinary work gloves 5 to 10 times- Retail around $1.00-Order from your wholesaler 















No. 912 Gauntlet: 

The ideal glove for car washing, rose gardening, 
barbecuing, mixing liquid chemicals and many 
other uses where gauntlet protection is needed. 














No. 62 Palm coated safety cuff 
Also available in No. 60 palm coated knitwrist 
and No. 660 fully coated knitwrist. 


“Grab-it” gloves 
give the world’s safest grip 


“Thumbs Up” — toughest, most flexible, 
best gripping of all-purpose work gloves 


Every workman, farmer, sportsman, home handy man and 
gardener needs a pair of these liquid-tight, grease and chemi- 
cal proof gloves. Coated with latest improved NEOX (rein- 
forced neoprene). Not only more flexible than ordinary 
neoprene but far tougher to resist cuts, snags, abrasion, oil, 
acids, caustics and solvents. Nationally advertised. Informative 
selling tag on every pair. 


No. 908 Knitwrist 


No. 303 
Fully coated knitwrist 
Also available in No. 30 palm coated knitwrist, No. 36 

fully coated band top and No. 32 palm coated band top. 


“Monkey Grip” — new hand-fitting, 
pre-flexed plastic coated glove 


The first plastic glove of its kind. Revolutionary in de- 
sign — fits the hand all over. Notice the wide wing 
thumb and curved fingers pre-flexed for easy grip. No 
thumb seam to rub or split; no bagginess anywhere. 





Coated with tough, rough-finished natural rubber that takes 
hardest wear and grips anything, wet or dry. Extra sturdy, 
striped fabric lining stands out on display. Far outlast higher 
priced leather gloves except on greasy work, where NEOX 
(reinforced neoprene) coated gloves give longest service. 


SEND $1 FOR $3.25 WORTH OF GLOVES 





sKdmont 7 


Bought by millions for industry, farm and home 





Special Edmont plastic provides excellent grip, stays 
permanently flexible, won’t crack or peel. Thicker 
coating far outwears ordinary plastic or leather gloves. 
Water-tight and grease proof. 


EDMONT MFG. CO., 1214 Walnut St., Coshocton, Ohio 


Fill in your shipping address, enclose $1 bill or check and mail. 
We will send, postpaid, Catalog pages, price list and 3 pairs of 
gloves. 











Pr. No. 908 NEOX-coated Thumbs Up......... $1.00 
Pr.No. 62 Rubber-coated Grab-it........... $1.25 
Pr. No. 303 Plastic-coated Monkey-Grip....... $1.00 
Total Retail Value.............. $3.25 
Store Name_ ies 
Street lita 
City " Zone State 





Your Jobber’s Name 
(Please PRINT to avoid errors) 
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SELLS 2O% MORE PAINT... 


Sander rentals increase paint sales 20% to a vol- 
ume of $6000 per year for Reuben and Abel 
Swanson in St. Paul! In addition—sanders ring 
up $3,000 in rental fees alone! The Swansons 
have been renting American Floor Sanders to 
their customers for 20 years—making steady 


Always furnish new im- 
proved American Abra- 
sive Papers with sanders 
and edgers—for best re- 
sults and profits! Ameri- 
can Black Demon and 
American Combination 
high quality papers give 
longer life, faster cutting. 


E's eony te hove. 


for all 
seals, 
waxe 


extra profits. You can do it, too! 


New display 
helps you sell 
more American 
Floor Finishes! 
Finest quality— 
complete line 


floors— 
finishes, 
s and 


cleaners. 
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50 YEARS OF PROGRESS 
Famous American Ma- 
chines area//engineered, 
manufactured, sold and 
serviced by American! 


RENTAL BAR INCREASES PROFITS 


Here’s how an Ohio hardware store builds busi- 
ness—by setting up a “Rental Bar’’ which features 
AMERICAN Sanders, Edgers, DeLuxe Polishers 
and Belt Sanders. This is one of many successful 
ways used by hardware, paint and lumber dealers 
from coast to coast... to make sander rentals 


with American a BIG PAY proposition. 


@ Tie in with today’s “Do it yqurself” trend among your 
customers! Feature sander rentals—with easy-to-operate 
American Machines—and get your full share of steady, 
year-round profits! Also—be sure it’s an All-American 
job from start to finish . . . with top-quality American 
abrasives, seals and finishes for greatest customer 
satisfaction. 


MERICAN 


FLOOR MACHINES + PORTABLE TOOLS 





The American Floor Surfacing Machine Co. 

§22 So. St. Clair St., Toledo 3, Ohio 

(] Send 12-page free booklet showing how to make 
money in the floor sander rental business. 

LJ Send latest catalog on the following, without obliga- 
tion: 
CJ Floor Sanders [J Floor Edgers [J Floor Finishes 
(J Floor Maintenance Machines [] Abrasive Papers 








WHAT JOBBERS SAY 


IS MORE IMPORTANT THAN WHAT 
WE SAY... 





KAY-TITE, when applied properly, is ap- 
proved by the Veterans Administration in 
the North Jersey Area. Kay-Tite is used 
by leading building contractors in North- 
ern New Jersey to solve their water seepage 
problems. One U. S. military department 
tested Kay-Tite against seven competitors 
—and then wrote Kay-Tite into their 
specifications! 
We know Kay-Tite is the best— 
but we let users prove it! 
AT YOUR JOBBERS or 
WRITE FOR PRICES 


AAYTIT 
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THESE “SILENT SALESMEN” 


-oo WITH A MINIMUM OF 
SELLING AND HANDLING COST! 


Colorful, sturdy — and taking up little 
space — these brand-new Baker merchan- 
disers bring you maximum sales, turn- 
over and profit, at a minimum of selling 
cost. And with no effort on your part. 


No lost time digging through stock. No 
hit-or-miss selling. Each SMOOTHIE as- 
sortment contains the brushes most pre- 
ferred for every household paint job. 


Made of 100% pure bristle, Baker’s 
BAK-O-PLAST SMOOTHIES are now 
available for immediate delivery — with 
FREE counter merchandiser, or from 
open stock. 


Get set for profitable brush sales. See 
your Baker distributor for full details, 
or write: . 


BETTER BRUSHES FOR BETTER PAINTING 


BAKER BRUSH CO., INC. 83 Grand Street * New York 13, N.Y. 
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THESE WIZARDS WITH WOOD 


Turn Uncle Sam’s mail-men 
Into Harrington Brothers’ 
Most hard-hitting salesmen 


Largest Selling Wood Glue — 


WELDWOOD 
PLASTIC RESIN os LUE 


For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood - to- wood 
bonds and many 
other u uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 lbs., 10 lbs., 25 Ibs. 





e 
Blond or pickled effects call for 


wire FIR ZITE® 


Recommend WHITE 
Firzite for magical 
- woodsy effects on 
hardwood or soft, 
plywood or solid 
lumber. For light 
pastel tones, recom- 
mend WHITE Firzite 
tinted with Colors- 
in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite!) 





* 
Big demand for natural wood finishes, sells 


SATINLAC’ 


The big modern style 
trend is for light 
natural wood fin- 
ishes —on furniture, 
wood panelling and 
woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- 
commending SATINLAC. It brings 
out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water-clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 

*In pints, quarts, gallons, drums. 

Order from your wholesaler 


SA SATINLAC. 
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Panes the way it works: in response to our 
national ads in Saturday Evening Post and 29 other magazines 
thousands of people write us every month, “Where can | buy 
them?” We refer them to dealers. So write us a post card today, 


telling us that you carry WELDWOOD® GLUE, FIRZITE® and SATINLAC® 


and we'll refer nearby inquiries to you. We'll also send you useful literature. 


UNITED STATES PLYWOOD CORPORATION 





Dept. 170, 55 West 44th St., New York 36, N. Y. 
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Sheffield... the LEADER... is often copied .. . BUT 

NEVER DUPLICATED .. . has now developed the most 

sensational aluminum paint! Continued research by our 

wit technicians has developed an EXCLUSIVE formulation for 

FOR OVENS. STOVE PIPES wiTHsTAne RED HOT that creates a FUSING ACTION that takes 

oer, AND CES 1600" place when heat is applied resulting in a SMOOTHLY 

rie “ND FURNA \ or Heat FUSED ALUMINUM SURFACE! GET THE BEST... get 
emma” SHEFFIELD BRONZE PAINT CORF the NEW RED HOT! 


ot 


USE IT EVERYWHERE 
GUARANTEED Wherever EXTREME HEAT IS REQUIRED 


* To Withstand at Least 1600° of Heat 
* Not to Discolor 
* Not to Blister.. Peel Off ..Chip..or Crack @ OVENS and STOVES 


* Insoluble in Ordinary Solvents © HEATING PIPES and CHIMNEYS 


@ FURNACES and BOILERS 


Shettield A Arcvege 2 PAINT CORPORATION = 


ONE OF THE WORLD'S (A Aone 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO 
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35th _ANRIVERSARY PACKAGE 7 
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Model P-11] 
Maintainer 


| new equip! 
— 35th Anniv 
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| machine o1 
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SANDI 
LOOK FOR THESE NEW 301 ¢ 
MACHINES AT THE CLARKE BOOTH AT YOUR 
STATE HARDWARE DEALERS sHOw! Authartasd 
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arke offers you 


a smash-hit rental threesome 







Three brilliant new anniversary floor machines for 


53 that’s what Renta Clarke has all wrapped up, 






ready and waiting for you! Each represents 35 






ary 






years of Clarke know-how in the rental floor main- 






tenance field. Each is a rugged, designed-for-the- , is “Take it from MC .e- 
| job machine that will keep on paying you profits YOU’ll WANT ALL THREE!” 





month after month — all year ’round. If your cash 


register already is playing a profitably merry tune WF ¥. th MNCL AN 


with Clarke equipment, you'll want these great O 
ALL NEW MODEL EC-8 SANDER 


Now — the fastest cutting and easiest handling machine in the rental 





new models to add still more customers. And if 







you haven't already established a rental depart- field) Has rugged 1% h.p. motor. This sander features an exclusive 
ment, here’s your chance to cash in on big profits new type drum permitting easier, faster sandpaper changing and new, 

: more powerful vacuum for cleaner dust pickup. Loaded with other 
with these Renta Clarke models for 1953! Be the neem Gade. 






first in your area to offer these NEw Clarke rental wz oy UW 4, F 
machines — place your order today! CTTMNMECAEA i 
ALL NEW MODEL C-5 EDGER 


Here's just the machine for sanding borders, stair treads, landings, 
C/ k e | closets and narrow corners. A built-in headlight shows the way in dark 
ar e equipment: corners. Lightweight, it makes even the toughest job easy for the 
do-it-yourself customer. Flat top permits standing machine upside-down 

FREE! FREE! 


for easy changing of dpaper. 
If you have an old Clarke Sander or Edger, you may win yi yw, lh ” fn WE da G UY 
new equipment or one of the many prizes in Clarke’s ALL NEW MODEL P-11 MAINTAINER 


send us the serial number of your old The non-professional can’t help but keep water Geaning “= this 
whisper-quiet, easy to handle P-11 floor maintainer. Lightweight, it 


machine on the official contest entry blank. , 
‘ stores in a square foot of space ... scrubs, polishes, waxes, steel 
Mail the coupon for your entry blank today! wools. Ideal for stores, homes, clubs, churches, libraries, banks, etc, 


Clarke 


SANDING MACHINE COMPANY 
301 Clay Avenue, Muskegon, Michigan 
Authorized Sales and Service Bronches in All Principal Cities 












35th Anniversary Contest. All you need do is 





















RUSH ME THE CLARKE CONTEST ENTRY BLANK! 





CLARKE SANDING MACHINE COMPANY 
301 Clay Avenue, Muskegon, Mich. 


Rush me the Clarke Contest entry blank PLUS the new 16-page 
folder detailing Clarke’s More Business rental plan. 


NAME___ 
ADDRESS 


NEW CITY. ZONE STATE 


‘OUR 
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ROTARY POWER MOWERS 


Yet 
és % a 











R P M Manufacturing Company 
introduces a 2-cycle engine designed 

and built specifically for lawnmowers. 
High-output, 100% waterproof magneto 
assures a hot spark, a quick start. The 
fast-accelerating centrifugal governor and 
large starter pulley give extra assurance 
of quick, easy starting. Quiet and 
simple, this new 2-cycle engine gives more 
horsepower per pound, the most 
economical operation. 
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inch moDEL LAWN-BOY 


Wide 18 inch cut 
Front ‘Gross Spray” 


Mowers _ 


Ps 
at Be 


Radew 


* 


eS ae Sei 
Fhe PRR RES 


Pe a on 


discharge — : 


2-cycle “IRON- 
HORSE”’ engine 


Weight—only 


/) Reor "Grass Spray”’ 
| discharge 
| 4-cycle engine 


72 INCH MODEL LAWN-BOY 


Extra-wide 22 inch cut 


Front ‘Grass Spray" | 
discharge 
2-cycle engine | 


AVAILABLE THROUGH WHOLESALE 


HARDWARE JOBBERS 
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| PLUS a free 


0 these LAWN - Uv 
| 


SPRAY! 


; ~ Grass clippings 
me? '* instantly discharged 





The Lawn-Boy is the one rotary 
power mower that’s built right, 
priced right. And it’s backed by 
the largest advertising campaign 
ever used to promote any lawn- 
mower. Contact your jobber today 
and be sure you cash in on the 
Lawn-Boy by R P M. 


Prevents scalping...or 
digging into terraces 





SAFETY - 
PLUS! 


Completely shielded 


he / The Lawn-Boy 
cutting blade 


cuts high, thick 
jaross or weeds 





NATIONAL PROMOTIONAL CAMPAIGN 


2 page full color spread in LIFE mag- 
azine, the biggest weekly in the field. 


~ AWN-BOY 


dealer kit 
designed to ~— ae 
pall prose hae 

right into 
dealer stores. 





es * 





Ma 


Half Page ads in The 
Farm Journal... Better 
Homes and Gardens... 
The Saturday Evening Post. 


FREE 1 


every dealer! 


OUNTER CARDS * BIG 


DOW BALLOONS » ows © PRICE 7 


iN 
WINDOW BANNERS * Wir ise WALL ARR 


HANDLE TAGS * er 


See BOY NO) 





RP a. mAWutAcTURING COMPANY 


LAMAR, MISSOURI 
A Subsidiary of Outboard, Marine & Manufacturing Company 


Also manufactured and sold in Canada by 
Outboard, Marine & Manufacturing Co., of Canada, Ltd., Peterborough, Canada 




















1. Powerful performer! Even though it’s 
so light and compact, this mixer packs 
the power to tackle virtually every mix- 
ing job. Demonstrate its 2-speed, finger- 
tip control . . . and how it doubles as a 
drink-blender, with one beater removed. 


64 


Now—the General Electric 


Mixer 
is being featured on the 


JOAN DAVIS Show 


4 e “rm 
“| Married Joan 


= 


2. Goes where the food is! Weighing a 
mere 3 pounds, this mixer is easy to 
take to the food . . . instead of carrying 
the food to it. The housewife can use it 
to mix while she cooks. Watch your cus- 
tomers handle it . . . fall in love with it! 


3. Hangs neatly on wall! Show shoppers 
this mixer’s handy keyhole slot—for 
hanging it up like a saucepan, out of the 
way but always ready for use. And point 
out the special heel rest, which lets them 
set it down firmly . . . like a hand iron. 
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HARD’ 


a Portable Mixer 
ONLY Qos 





nocd 





ded retail or Fair 1995 price. 





*EVERY WEEK ON NBC-TV 


She’s winning raves from the crit- 
ics! She’s wowing millions of view- 
ers! And what a sales job lovely 
Joan Davis is doing for General 
Electric Appliances on this weekly 
half-hour of sparkling comedy! 


And now the General Electric Port- 
able Mixer has joined the other G-E 
time- and work-savers featured on 
this smash-hit TV program. Sales 
of this handy mixer are wonderful 
already...and the Joan DavisShow 
will really send them soaring! 
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The man to see is your General 
Electric distributor. Be ready for 
the rush of buyers this TV program 
will bring in. General Electric Com- 
pany, Small Appliance Division, 
Bridgeport 2, Connecticut. 


NEVER A VALUE LIKE IT... 
+ Really powerful 
° Truly portable 
* Amazingly handy 
. « AT ANYTHING LIKE THE PRICE! 


Nou can frud your confidence on— 


GENERAL @@ ELECTRIC 












z= stwe 

















Lé 
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NOW 3 Ways IMPROVED 4 Weat 


STICKS TIGHTER ! UNROLLS EASIER. ! RESISTS BREAKING ! Another 


Thanks to exclusive new back- 
sizing, this new tape comes off the 
roll twice as easily! 






















New high-tack adhesive takes a good 
firm grip... holds tighter than ever! 


Tougher, more pliable construction 
means a tape that does a perfect 
job without splitting or breaking! 





Each 
of I 


and ins 

















3 OUT OF 4 Shoppers prefer 
cellophane tape-sealed purchases ! 


It’s a fact! A recent survey of hundreds of shop- 
pers revealed that 3 out of 4 prefer cellophane 
tape to any other sealing method! 

See your jobber today for a supply of “Scotch” 
cellophane tape... it speeds all kinds of sealing, Ta pe 
holding, mending jobs throughout your store! <4 
The term “Scotch” and the plaid design are registered trademarks for fhe more than 200 pressure-sensitive adhesive tapes made in U.S.A. by Minnesota 3M) 








Mining & Mfg. Co., St. Paul 6, Minn.—also makers of “Scotch” Sound Recording Tape, “Underseal” Rubberized Coating, “Scotchlite” Reflective Sheeting, 
“Safety- Walk" Non-slip Surfacing, "3M" Abrasives, "3M" Adhesives. General Export: 122 E. 42nd St., New York 17,N. Y. in Canada: London, Ont., Can. 
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Mack day. 


Here’s an old friend 


in brand new dress! 
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The handy attractive 

display carton Nu-WAY 

Weather Strip is now packaged in, 
really sells the goods! 

Another reason this all-time favorite 
is easy to sell is because 

Nu-WAY is the easiest strip 

in the world to put on! 

So stock up today! 

Each carton contains one 18 ft. roll 
of Nu-WAY, with sufficient nails 


and instructions for easy installation. 


| == SMi-WAY 
- WEATHER STRIP 


for doors and windows 





= = * 
~ a. 





_Niametal voor vorrous 


The biggest value you can offer your 
customers. Made of wool felf and 
extra heavy gauge stainless steel. 
Furnished in standard lengths, packed 
V2 dozen same length to carton. 


ORDER NOW-your order will be shipped same day received! 





OKLAHOMA CITY, 


MACKLANBURG 
DUNCAN CO. 









OKLAHOMA 


















1Ow/ A Complete i pin 


Especially Designed for the MASS MARK 


2-Cycle Rotary Mower 
Model 318-GR 

A brand new 18” light weight power mower built 
to EXCELLO high quality standards throughout. 
Extremely maneuverable and economical to oper- 
ate! Just right for the man with a small lawn. 
ideal for women and youngsters. Cutting disc, 
fully enclosed, has 4 cutter knives of tough onyx 
spring steel. Multiple cutting heights. Reversible 
handle for mowing in either direction. Trims 
within 1/4 inch. Definitely a fast-turnover item. 
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wench 
@ Fo! 
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Cons: 
- mow 
Electric Rotary Mower a 
S 
Model 183-ER eae 
A brand new 18” push-button controlled power mower for EXC 
the small lawn .. . for plugging into any 115 volt, 60 cycle 
A.C. power outlet. Built to EXCELLO high quality stand- ever) 
ards throughout with added motor manufacturer's guaran- : 
tee. Fully enclosed cutting disc with 4 cutter knives of tough line, 
onyx spring steel. Multiple cutting heights. Reversible han- 
dle for two-way mowing. Trims within !/ inch. Loaded with 
sales appeal because no engine to start, no gas to handle... 
no noise to disturb. 
For Volume Sales and Maximum Profits 
Sell EXCEI I oO, ee “i's y f Promise!” 
a a, 
Reel —)\ 2 me Reel iY 
M i Power M 7 
Power Mower A ower Mower 


MODEL 521 MODEL 518 





Combin 
formance 
enclosed, 
 troiled. 
q 


very EXCELLO Power Mower Unconditionally Guaranteed |: :: Al 
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Combines maximum safety, strength, per- 

formance and long life. Full 21”, 

enclosed, h 

_ trolled. Multiple cutting heights. Easily 
maneuvered. 2 H.P. B & S$ 4-cycle engine. 


. All Heavy Duty Models have Briggs and Stratton Engine 


@ For fast sales, greater dollar volume and bigger profits than ever 
before from your power mower business . . . sell EXCELLO this season! 
Consistent advertising in leading national magazines during the entire 
mower season and year ’round publicity on top radio and TV giveaway 
shows pre-sell the EXCELLO name! SEVEN different models, one 
for every purse, plus dependable Briggs and Stratton engines and the 
EXCELLO guarantee of complete customer satisfaction, assure a sale 
every time! For full information concerning the complete EXCELLO 
line, write, today! 


Show EXCELLO with Pride. . 





SINCE 1902 
Bad 
."; Rotary a. Rotary 
Power Mower \ Power Mower 
MODEL 213 \ MODEL 185 





This 18” “spinner” has all the outstanding 
quality features of the 21” rotary model but 
is designed for smaller lawns. Same multiple 
cutting heights and heavy gauge steel chassis. 
1.6 H.P. B&S 4-cycle engine. 


cutting blade, clutch con- 





Sell / X¢ ELLO with ( onfide AIC ¢ 


EINEKE & COMPANY 


SPRINGFIELD, 





















Radio and 
TV Support 
on 3 Big Shows 


41,000,000 Listeners and Viewers 
Hear the EXCELLO Name on These 
Popular National Programs: 













* “Ladies Fair’’—Radio—Daily 

* ‘‘Welcome Travelers’’—Radio and 
TV—Daily 

* “House Party’’—Radio and TV— 
Weekly 


ILLINOIS 





Nation-Wide Service 


EXCELLO has established coast-to-coast au- 
thorized service facilities to provide nearby 
warranty service for EXCELLO users, Retail 
selling organizations are left free to sell. 


























Setting New Sales Records! 


Cash In On 


FY.G «- 


OVEN ~ ls 
The Most Advertised OVEN CLEANER in America 


EI Tiy fi 
.\ IF ‘i atin \ 


















Here’s the hottest household item in 
years! Easy-Off, the amazing miracle- 
jelly oven cleaner, now gives you the 
biggest, hardest-hitting advertising 
program ever offered in this field! 
Stock, display, push Easy-Off for the 
greatest oven cleaner profits ever! 


Beller Hayes A 
. Fasnity Cl 






















Leading 
Magazines — 
94 Sunday 







Easy-Off has been 


PL us! J NEWSPAPERS, RADIO and TV gated te Gand 
GIVE ADDED SALES IMPACT! Housekeeping Seal 


Faun Fay Of 528-108 


THE WOLCOTT CO., 955 Asylum Ave., Hartford 5, Conn. 
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ANOTHER CLE, NSBEST FIR<T! 





THE ONLY COMPLETE LINE OF 
COLORFUL BRUSHES WITH 
“IMPACT PLASTIC’ HANDLES 


A sensationally new innovation that gives 
brushes that ‘‘eye and buy”’ appeal for REAL 
IMPULSE buying. 

Brushes GUARANTEED against breakage 
under normal use. Made of durable Sparklene 
bristles in a handsome array of Fiesta colors 
All price tagged and made with convenient 
handle hang-up hole. Brooms and mops also 
available in attractive assorted colors. 

And the patented CLEANSBEST self-serv- 
ice floor display rack insures rapid turnover. 

With more profit per square foot of floor 
space—and with the new ‘IMPACT PLASTIC’ 


handles, you’ll 
CLEAN UP WITH 





REG.U.S PAT OFF 


H. HERTZBERG & SON, INC. 


2300 FIFTH AVENUE « NEW YORK 37, N.Y. 
Established 1889 


MANUFACTURERS OF BRUSHES, BROOMS, AND MOPS 
Deal 1100 


SEE US AT THE NAVY PIER BOOTH 661 — 663 
NATIONAL HOUSEWARE SHOW 






























FEATURED 


‘ 7, OD 4 
STOVE PADS mar 


SELLOUT SMASH HITS! 
































No. 311 


THE HANDY HOSE HANGER 
* convenient 


* inexpensive 
By ° sturdy and attractive 





5815 KINSMAN ROAD CLEVELAND 4, OHIO 





Metaloid products are shown nationally in LIFE and GOOD HOUSEKEEPING 





HARDY 





it happens every Spring! 


What could be more natural than women falling in love with 
Bruce floor care right at housecleaning time? 

They save hours of messy scrubbing and mopping the easy Bruce 
*‘clean-as-you-wax”’ way. And their floors actually look brighter—with ° 
that deep-sparkling lustre only a really clean floor can have. 

Of course, women aren’t all the same. Some want the extra-heavy 
wax protection Bruce Cleaning Wax gives hardwood floors. Others prefer 
Bruce Floor Cleaner’s lighter wax for linoleum. Many use both. 

So if you’re going to play Cupid (at a good mark-up) be sure you're 
double-stocked. We'll do the wooing with the biggest program of 
newspaper, magazine, radio, and television advertising in Bruce history. 
You play the wedding bells on your cash register. 


fl 
B R U Cc E ccadiats 


guaranteed by the world’s largest maker of hardwood floors 
E. L. BRUCE CO., MEMPHIS, TENN. 
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MAGIC WORDS WITH 44,000,000* PROSPECTS 
FOR THE BEST SPACE HEATER IN THE WORLD! 












This featu 


IEE better 

RADIATO 
IT’S JUST AS EASY To mes AS 
| ANY OTHER TROUBLE-FREE APPLIANCE PACKAGE 


AND IT’S PROFIT-PACKED! 









aaa tattle a a TT 
i ee 














eee ae ger 


LESS THAN 2c 
PER HOUR 
TO OPERATE 


PERFECT PORTABLE 
AUXILIARY HEAT 





: It’s as safe as a toaster-—no fumes, 
elements 


pict  sbedichelh su pats teaie comes 
—a ly as as radia’ 
THE WORLD in a regular heating system. U. L. 
Approved—of course. 
Heats by true convection—distrib- 
HIGHEST utes a uniform, ee 
steam-heat to every corner of the 
EFFICIENCY room—leaves none of the ‘“‘cold 


spots’’ of directional heaters. 


Most economical space heater on the 
market—delivers more heat for less. 
Exclusive patented all-steel construc- 
tion transfers heat 4 times faster 
than old-fashioned cast iron radiators 
—and does it at lower operating cost. 


ELECTRESTEEM is amazingly 
lightweight—carries easily (has con- 
venient carrying handle) to provide 
ideal supplementary heat quickly and 


*K 


TREMENDOUS UNTAPPED MARKET 
FOR APPLIANCE DEALERS 


Every home is a prospect—for nursery, basement 
den, workshop, attic, sick room, bathroom. Hun- | 
dreds of other profitable markets: Summer cottages, 
motels, trailers, gas stations, yard offices, ticket 
booths—wherever safe, healthful supplementary 
heat is desired. There’s no limit to the market—no 
limit to your selling and profit potential. 





ANYWHERE 1 
a re — ELECTRESTEEM is nationally 
BEST OF ALL, MR. DEALER: Bee Anat ADIAIOn coe 
P (8. Cc 
ELECTRESTEEM IS PRICED RIGHT, AND wlease send com — County “i 
verything I Ple deser; Paris, Ke 
LECTR 1p e li Ntuck 


E need tive jj ; 
ESTER), © builg ae terature a y 
“M Radia Profitable Nd sales h 
ao a oe ee tors, busines, a elps 


Name ‘ound 
NOW IS THE TIMETO ACT! > Re tina 
7, 





ELECTRIC STEAM RADIATOR CORP. City, 


2 Electric Avenve (Bourbon County) Paris, Kentucky 


Z 
“one Sta 
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NEW 
FLEXIBLE 
BRUSH CAP 


Made of pliable 
rubber for 
easy change of 
brush. Just snap 
in or off! 


instant, 


FIVE 
WATER HOLES 
IN BRUSHES 


Qa 
AM 


This feature of E- 
ZEE better quality 
brushes assures 
uperior cleaning 
nd rinse action 


PRECISION BUILT 
SHUT-OFF 
VALVE 


Engineered for 


efficient, leak 


proof control of 


water flow, from 


off to full-on. 


36” 
EXTENDIBLE 
HANDLE 


MODEL 5336 Wf, 
4 


/ 


New ‘53 E-ZEE 
has detachable 
ght 


handle for ex 


light we 


tale llale ME CoMm (late lig 
length if desired 
Extra 33 


available at 


wands 


slight extra cost. 
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quick 
wash 


with oa 


EVERY CAR OWNER - 
_ EVERY HOME - 


Each brush is individually packaged in “7 


tractive display box. Pliable rubber brush cap 
and horsehair brush same as Model 5336. 
Handle, extendible, is 10” long, without shut- 
off valve. (Shut-off valve and extension handle 
available at slight extra cost.) 


MODEL 5336 


Each E-ZEE Model 5336 is individually boxed in attractive 


ACO 


Floats Dit 
uay 


TRIPLE 
ACTION 


Soaks 
Cleans 
Rinses 


AD MATS 


display carton containing 36” lightweight extendible handle 
with water shut-off valve on hose end; quick change, pliable 
rubber brush cap and one selected quality, soft horsehair 


brush with 5 water holes in head. 


(Extra extension handles, 


horsehair and plastic bristle brushes and shut-off valves for 


Models 5310 available at small extra cost.) 


See Your Jobber or Write... 


LAITNER 


2000 


DETROIT 26, 


WINDOW 


The ideal 


easy, 
way to 
windows 


minimum 


Oh ae hadelaMelale Milsat 
Does a perfect 


thorough job 


BRUSH CO. 


BROOKLYN AVE. 


MICHIGAN 


SIDING 


Do the job your 
self with 
mum effort and at 
a great saving of 
| ey 4 3 ae 
flow 


mini 


money 
complete 
ond rinse action 
assures a well 


done job. 
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FLASH! 


Brand-new Hemcolite S-R° blades 
now on all Westinghouse 10-in. Fans 


Now, all Westinghouse 10-inch Fans will give that whisper-quiet, 
ultra-safe performance that only the new Hemcolite S-R Blades— 
a Westinghouse exclusive—can give. They’re perfectly balanced, 
too ... won't warp, bend, rust or discolor. What a sales story! 





Take a look at this ’53 Westinghouse Fan lineup! It’s sure to 
be a trade sensation... for looks, performance, price. 

Remember the fan famine that hit last year? During summer’s 
sizzling peak, stocks melted overnight. Retailers were swamped 
by orders that couldn’t be filled. 

So now’s the time to order these new Westinghouse Fans in 
plenty ... to fill unfilled orders and to meet the deluge to come. 
Call your distributor today about the big “Early Bird” Free 
Deal! Westinghouse Electric Corporation, Electric Appliance 
Division, Springfield 2, Massachusetts. 





ATTENTION, EARLY BIRDS! 
AMAZING FREE DEALS! 
ASK YOUR DISTRIBUTOR! 

© Big Ice-Cake Display—ABSO- 


LUTELY FREE. 


@ Plastic Cover for Popular 10-inch 
Poweraire® Fan— ABSOLUTELY FREE. 


@ $29.95 Poweraire Window Venti- 
lator— ABSOLUTELY FREE. 


@ Complete $10.00 Promotion Pack- 
age—ABSOLUTELY FREE. 


ORDER NOW! DON'T FORGET LAST 
YEAR’S FAN FAMINE! FULL STOCKS 
MEAN FAT PROFITS! 














- BEOWLEN, 


yep, a storm of record sales for the 


10LA4 
10-inch L 
1-Speed . . . Oscillating 







12LA3 

12-inch Livelyaire 
with Powersphere® 
Metal Biades 
2-Speed... 
Oscillating 





Whiriaires 
2-Speed, long- 
range circulators 
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10PA2 
10-inch Power 
2-Speed . . . | 





16S$D3 
16-inch Star 
3-Speed . . . 


16RWF 

16-inch Ri 
2-Speed .. 
4-Way, Re' 
Window Fé 


16WAP2 


| 16-inch a 
2-Speed, 


HARD 













Ur A SFORM 5 
for | the new 1953 Westinghouse Fans 







10PWV2 

10-inch Poweraire 
Snap-in . . . Snap-Out 
Window Ventilator 






10DA2 bm 
10PA2 10-inch Debonaire 
10-inch Poweraire® ‘ 1-Speed . .. 10PHV 
2-Speed . . . Oscillating 10-inch Poweraive 





Built-in Home Ventilator 





Hassock-type 
—— . 














16PA2 

16-inch Poweraire 
3-Speed. .. 
Oscillating 


12PA2 
12-inch Poweraire 





16SD3 
16-inch Standard 
3-Speed . . . Oscillating 





3-Speed . . . 
Oscillating 

















16-inch Riviera 16MA3 
2-Speed . 16-inch Mobilaire® 
4-Way, Reversible, 2-Speed . . . Double-Duty | @ rca 
Window Fan Exhaust Fan = 16WF2- 
16-inch De luxe Window Fan 


2-Speed . . . Snap-in, Snap-Out Window Fan 





you CAN BE SURE...1F ITS 


 ©@ 
} Westinghouse 
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Coming 
January [Sth 

at the 

Housewares Show... 


about KNEES! 


.tn the most revolutionary ironing 
table ever offered to American women ! 
















See it and place your order at Chicago Show, Space No. 795-797-799 
from THE J.R. CLARK COMPANY Spring Park, Minnesota 
, P cy % 





center 


*Plus c 
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Another sure winner joins 
America’s Leading Line of Kitchen Clocks 


essions 


SAUCER 


Lowest priced 
quality kitchen clock 
: : in America... 
A beauty spot on any wall! 


Warmly colorful polystyrene clock in choice of : * 
4 Decorator Colors— yellow, red, white, blue- Fair traded at $ 9 5 





green—with smartly stylized numerals. A self- 
starter in clock-action ...and in sales action! 


America’s Favorites—these THE SESSIONS CLOCK COMPANY, Forestville, Connecticut 


In Chicago: Merchandise Mart Plaza, In San Francisco: Western Merchandise Mart 


essions 
KITCHEN CLOCKS 


“Teapot’’—all time favorite and 
best-seller. 4” silver color metal 
dial, raised black numerals with 
gold trim, black hands. Range of 
most wanted colors. Retail $4.95* 


“Elegance’’— streamlined chrome 
colored metal case and frosted 
aluminum center field. The dial 
numeral band is in a choice of 
colors with contrasting numerals 
and hands. , Retail $5.95* 


“Pierre” French Chef—favored by 
lovers of the unusual. 5” silver 


metal dial, contrasting black nu- : Wanna make enough money 
merals and hands. Retail $4.95* 
to choke a horse? 


Find out about the 
biggest promotion in 
Sessions 120 year 


history. «8 . Visit the 


= ° 
“Beauty”— white polystyrene : % “oe Sessions booth 840-842 
plastic case — frosted aluminum . Jer 
center field. Colorful numeral 
band with contrasting raised nu- 


merals and hands. Retail $4.95* January 15-22, 1953 


Housewares Show 
Navy Pier, Chicago 


*Plus applicable taxes. Manufacturer's suggested retail or Fair-Trade price. ee en 
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NO. 4015* Twin Corner Towel Bar 





NO. 4011" 
Towel Bar (18”); No. 4017*— Towel Bar (24”) NO. 4028 Shelf Brackets. 


NO. 4020 
Wall Soap Dish with Drains 


NO. 4014° Twin Towel Bar (18”); 
No. 4016*— Twin Towel Bar (24”) NO. 4006 Double Robe Hook NO. 4040° Clip-On Bar 


NO. 4018 Glass Shelf Unit Add-A-Rack 














NO. 4019 All-Purpose Rack NO. 4010* Towel Ring NO. 4024 Toothbrush Holder 


“Individually carded : 
In gift box “Designed to make every passer buy’ 
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BA.......:. your customers really want — plus advertising 
which moves them to buy —that’s the open secret 


of Autoyre leadership as a volume-builder. 


The FAIRFIELD line for ’53 includes 5 new items destined to be top sellers: 
8” Garment Hook, Soap Dish with drain slots, Clip-On Towel Bar, 
Toothbrush Holder, 24” (in addition to 18”) Twin Towel Bar; 

3 old favorites (back after temporary withdrawal due to material shortage) : 
Towel Shelf, Add-A-Rack, Twin Corner Towel Bar. The complete 

matched line — with its handsome design, sturdy craftsmanship, 

lasting lustre finish, matchless value —is an unbeatable combination 


for building your store traffic and housewares volume. 


«a BIGGER linc... 
with BIGGER promotion than ever! 


T. send more customers into your store — 

Autoyre continues with the most extensive advertising program in the 
accessories field. Our schedule, biggest in Autoyre history, 

includes more insertions in the top-circulation magazines with proved buying 
readership... plus colorful counter cards, mats, new displays, folders and 
other merchandising aids to make this campaign 


pay off at YOUR housewares counter. 


lam 


OMI Rarininy 


geome 


® 
COMPLETE MATCHED 7 LINE OF ACCESSORIES FOR BATHROOM « KITCHEN « CLOSET 
THE AUTOYRE COMPANY * OAKVILLE, CONNECTICUT, U.S. A, 
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FOR PROFIT—TURNOVER -— |pUB 





1-qt. Sauce Pan 1%4-qt. Sauce Pan 2-qt. Sauce Pan 3-qt. Sauce Pan 8-cup Drip Coffee Maker } 1Y%4-pt. Double 
No. 1401 No. 1401% No. 1402 No. 1403 No. 1598 i No. 144 





&” 


6-in. French Chef Skillet 8-in. French Chef Skillet 10.in. French Chef Skillet 12-in. French Chef Skillet Revere Breakfast Unit 
No. 1446 No. 1448 5 


Poacher | 
No. 1450 No. 1452 No. 1488 sear 05 








4-qt.. Sauce Pot 6-qt. Sauce Pot 8-qt. Sauce Pot 4-qt. Bail Handle Kettle 6-qt. Bail Handle Kettle 
No. 1434 No. 1436 


¥ i Hie 
No. 1424 No. 1426 No. 1428 — "i. 








Sos ws 


2%-qt. Pistol Grip Whistler 3-qt. Pistol Grip Whistler 1-pt. Handy Pan 1-qt. Handy Pan 2-qt. Handy Pan 2-qt. M 
No. 2701 .. No. 3501C No. 921 Set of Two No. 922 No. 923 Ne 


STAINLESS STEEL STAINLESS STEEL BEC 
HANDY PAN SET MIXING BOWL SET 





SEE REVERE’S 
“MEET THE PRESS” 
ON NBC TELEVISION Set priced lower than utensils purchased A hanging rack comes with this Revere Mixing 
individually. Set consists of: Bowl Set. Standard Revere quality dent-resistant 
SUNDAYS 2 Pes. 1-Pt. Handy Pan with cover stainless steel construction. Each Bowl has exclu- R 

1 Pe, 1-Qt. Handy Pan with cover sive Revere “easy-grip” ring. Set consists of: 

1 Pe. 2-Qt. Handy Pan with cover 1-Qt. Mixing Bowl 4-Qt. Mixing Bowl 

No. 924 No. 914 2-Ot. Mixing Bowl Mixing Bow! Rack 
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ee Maker 
8 


14-qt. Double Boiler 
No. 144114 








t Unit 
Egg Poacher Inset Alone 6-cup Percolator 8-cup Percolator 
No. 1515 No. 1516 No. 1518 
‘ 
| w 
ettle 
8-qt. Bail Handle Kettle 6-qt. Dutch Oven 1-qt. Mixing Bow! 
No. 1438 No. 1585 No. 901 


2-qt. Mixing Bow! 4-qt. Mixing Bow! 6-qt. Mixing Bow! 
No. 902 No. 904 No. 906 


BEGINNER’S 





-Qt. Sauce Pan with cover 
14%4-Qt. Sauce Pan with cover 
6-in. Skillet with cover 
No. X-20 No. 1720 Utensil Rack 


REVERE COPPER AND BRASS INCORPORATED 
ROME MANUFACTURING COMPANY DIVISION, ROME, N. Y. 
ROME, NEW YORK - CLINTON, ILLINCIS - RIVERSIDE, CALIFORNIA 
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R- PUBLIC ACCEPTANCE 








Set priced lower than utensils purchased individually. Set consists of: 
1 


























REVERE RACKS 


promote the sale 
of all Revere Ware 


2 





Utensil Rack of stainless steel with four adjust- 
able hangers. Holds four utensils and covers. 
No. 1720 


Utensil Rack of stainless steel with four adjust- 
able hangers. Holds four‘utensils and covers. 
No. 1721 


DeLuxe Shelf Rack of stainless steel with 
ten adjustable hangers. Three cross rods 
form shelf to accommodate coffee makers, 
flower pots or decorative pieces. 


No. .1722 








NATIONAL | 


Regular Butts 


The popular regular BUTT HINGE; also available in half 


No. A65-025 
3Y2 x 32” regular butt 





surface type. A quality item proved in the field by 
“the man on the job”. Packed one pair with screws in 


a rugged, easily handled box. A steady sales producer. 


Round Cornered Butts 
Same high quality as the Regular Butt Hinge. Has added 


feature of %4” radius round corners. Eliminates hand 


emia 


mortising. Saves time and costs. Available in two sizes— 


No. A65-025R 


32 x 32" and 4 x 4”. Neatly and conveniently packaged. A 
Y sia 32 x 3/2” round cornered butt 


Template Butts 
For use with steel frames and either steel or wood doors. 
Machine screws furnished for steel frame—steel door 


installations; both machine and wood screws supplied for 


steel frame-wood door combinations. Available in the 


three most popular sizes—3!2 x32", 4x4" and 442 x4". 





NATIONAL LOCK Regular Butts, Round Cornered Butts, and 





Template Butts are available in all standard finishes . . . 
ball tip or button tip ...loose pins. NATIONAL LOCK 
‘ Butts are always uniform in size, conveniently, attractively 
packaged and profitable to sell. Ask your jobber for Se A65-026T 
complete details or write for Builder’s Hardware Catalog. 4x4’ template butt 


NSTI Ca AT, ee te 


Rockford, Illinois e Merchant Sales Division 
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features of this 


Housewares Merchandising Guide 


Hardware Store Sales of Housewares Gain 28°, 

Will Consumers Spend More Money in 19537 . 

How Wholesalers Appraise the Housewares Outlook 
Gift Approach Sells More Housewares 

13 Display Ideas pee re ro 

To the Housewares Show They Go 

Housewares Show Exhibitors ; 
Housewares Show Preview of New Products 

Timetable of Merchandising Opportunities in 1953 .. 
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Hardware Store Sale 


Houseware sales by hardware stores are still 


expanding, according to the latest survey of 
housewares sales by HARDW ARE AGE. Despite 


new and intense competition for this profit- 


able business, sales gained 28% over the past 





by J. R. Keagy 


Store Management Editor 
HARDWARE AGE 


Housewares sales in hardware stores are big... and 
growing bigger. 

That’s the indication of the latest housewares sur- 
vey just completed by HARDWARE AGE. 

A step-child of the material shortages of World War 
II, housewares now account for close to 30 pct of the 
total sales of larger hardware stores, and the volume 
is still expanding. 

Aside from the profits from sales of housewares, 
this line of merchandise provides hardware stores with 
a means of building store traffic—especially women 
traffic. 

One feature of housewares that has great appeal for 
hardware retailers is that they lend themselves so well 
to self-service and promote impulse buying. 

When housewares are combined intelligently with 
tools and other merchandise that has a primary appeal 
to men, it is possible to develop a store with appeal for 
the entire family. This characteristic of the average 
modern hardware store provides it with an advantage 
that is not shared by the supermarket with its primary 
appeal to women. 

The 1952 Housewares Survey of HARDWARE AGE, 
just completed, reveals that 71.2 pct of the hardware 
stores that participated enjoyed an increase in unit 


86 


two years. 


Here is the latest picture of the 


housewares market as shown by this new sur- 


vey of major hardware stores 


volume in housewares volume over the past few years. 

This is encouraging news to the hardware trade in 
the light of complaints from other lines of retail trade 
on the diversion of housewares to other stores. 

In making the survey HARDWARE AGE asked 3,000 
of the more substantial hardware stores in every state 
of the union, for information in this periodic study 
of housewares. 

Projecting the total of the housewares sales of the 
major hardware stores that participated in the survey, 
it is estimated that total housewares sales by all major 
hardware stores in 1952 were upward of $450 million. 

In dollar volume this represents an increase of more 
than $100,000,000—or 28 pct—over the total for 1950, 
when the last comparable study was made. 

Hardware stores provided a greater market for a 
number of houseware lines last year, as compared with 
1950. 

For instance, in the latest survey, 66.4 pct of the 
reporting stores stated that they sold table flatware, 
compared to only 44.9 pct of the hardware stores that 
stocked this line in 1950. 

Last year, 58.5 pct of the reporting stores sold 
woodenware, as compared to 46.2 pct two years ago. 

Fans and ventilators had a much greater sale 
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alewi Housewares Gain 28% 


through hardware stores last year than two years pre- 
viously. In 1952, 87 pct of the reporting hardware 
stores indicated that they sold this line. In 1950 the 
percentage was only 60. 

Another big increase was registered in the distribu- 
tion of copper-bottom utensils by hardware stores. Last 
year 87.8 pct of the reporting stores sold this line. In 
1950 the figure was 74.2. 


Big Gains in Some Lines 


Some of the other lines for which hardware stores 
provided a better market over the past two years were: 
Cleaners, polishes and waxes; clocks; glass ovenware; 
plastic ware; giftwares and fireplace fixtures. 

Such lines as broilers and rotisseries, which were 
just beginning to be noticed by the public in 1950, were 
handled by 42.3 pct of hardware stores last year. 

It is interesting to note that 91 pct of the hardware 
stores that sell housewares were selling electrical 
housewares last year. 

Likewise, clocks are now sold by 91.9 pct of all hard- 
ware stores. 





| 
| 36 BASIC HOUSEWARE LINES 
Sold by 75% of All Hardware Stores 


Mops, Brooms, Brushes Cast Iron Ware 


Galvanized Ware Electric Heaters 


| Cleaners, Polishes, Tinware 

Waxes Copper-bottomed Ware 

Vacuum Jugs and Fans and Ventilators 

| Bottles Stove and Table Pads 

| Kitchen Cutlery Step and Kitchen Stools 

| Aluminum Ware Steak Knives, Carving 
Pressure Cookers Sets 


Medicine Cabinets 

Incandescent Lamps 

Rubber Household 
Products 


Step-on Cans 
Ironing Tables 
Kitchen Tools 
Bathroom Scales 





Insecticides Stainless Steel Ware 
Enameled Ware Bathroom Fixtures 
Clocks Plastic Ware 


Clothes Dryers 

Baskets and Hampers 
Chrome Ware 

China and Earthenware 


Electrical Housewares 
Cellulose Sponges 
Toilet Sects 

Gicess Ovenware 
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One-third of the hardware stores sell built-in kitch- 
ens but a much greater percentage—84.4 pct—sold 
medicine cabinets last year. 

(The box on this page shows the 36 most popular 
houseware lines with hardware stores.) 

Although housewares were not a major department 
in the average hardware store even a short decade ago, 
hardware dealers rightly feel that their own interests 
are closely related with housewares distribution. 

By and large, dealers indicate that housewares are 
among the most profitable lines in their stores. Cus- 
tomary trade discounts on most housewares lines seem 
to afford a satisfactory margin of profit. 


Supermarkets Irk Dealers 

However, many of the dealers participating in this 
study made no secret of the fact that they are per- 
turbed by the policy—or lack of policy—of many house- 
wares manufacturers in seeking distribution through 
every supermarket, drug store, variety store, discount 
and catalog house. 

The consensus of those who expressed themselves on 
this point is that manufacturers are being unfair to 
the retail trades which helped them establish their 
products, when they now sell to every retail outlet that 
will give them rack space. 

Many dealers in expressing themselves on this prob- 
lem suggest that manufacturers should clarify their 
sales policies in unmistakable terms. 

Some of those who were more vocal on this score 
indicated that they have already eliminated some of the 
national brands of merchandise that are now avail- 
able from racks in any corner store. 

Housewares, rather than any other contributory 
factor, are responsible for the physical appearance of 
the hardware store of today. 

Since housewares are bought almost exclusively by 
women, it became necessary for hardware merchants 
to clean and brighten their stores. 

This cause, which went hand-in-glove with the devel- 
opment of open display fixtures, full visual fronts, 
better store lighting and an entirely new set of mer- 
chandising techniques, has made the hardware trade 
one of the most substantial in the whole field of 
retailing. 

Housewares, especially in electrical appliances, china, 
steak sets and the like, can be promoted to greater 
volume by merchandising them as gifts. Better mer- 
chandising stores are concentrating fine products of 
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this kind in one spot where they can be highlighted for 
gift sales. 

Housewares are popular with hardware stores be- 
cause they know no season and help to maintain a 
store’s trade throughout the year. 

Better quality is being demanded in housewares by 
customers and dealers alike, and some lines which have 
neglected the style angle are slowly being edged out of 
the picture by others better styled for the modern 
home. 

“Since housewares are so competitive and cover such 
a wide range of merchandise, hardware stores should 
stick to quality products and let the public know it,” is 
the way one dealer puts it. 

Dealers don’t want change in housewares just for 
the sake of change, however. Many of them decry too- 
frequent style changes which leave them high-and-dry 
with outmoded merchandise. 


Home Building Booms Housewares 


The great expansion in housewares sales by hard- 
ware stores in recent years can be attributed in large 
measure to the step-up in home building in the post- 
war era. 

Hundreds of hardware stores situated in or near 
entirely-new communities of homes—whether by de- 
sign or accident—have experienced phenomenal sales 
increases. 

The convenience of shopping at the neighborhood or 
community shopping center hardware store has also 
been a major contributing factor in the greater sales 
of housewares. 


Housewares Attract the Ladies 


More important than the profit angle to housewares 
is the fact that housewares increase store traffic. 
Furthermore, women are now buying more general 
hardware than they did in the past. 

Gadgets and gimmicks that serve a useful purpose 
in the home are helping to bring more people into 
hardware stores, and when such items, together with 
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HERE’S WHY DEALERS LIKE HOUSEWARES: 


. they promote store traffic 
. . draw more feminine trade 
. . have a fast turn-over 
. give a good margin of profit 
. they’re colorful—well packaged 


. they’re well-advertised nationally 


—BUT HERE’S WHAT THEY DON’T LIKE 
ABOUT THEM: 
. super-markets are ‘killing’ top items 
. not enough are Fair Traded 
. . not enough are factory pre-priced 


. some package quantities are too large 


= ——— 
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Get a Preview... 


. .. on page 104, of the new and fea- 
tured products that will be shown by more 
than 800 housewares manufacturers at the | 
National Housewares Show, in Chicago, 
Jan. 15-22. 








daily necessities, are exposed on service counters, vol- 
ume rises. 

Dealers want housewares manufacturers to do more 
pre-pricing of their merchandising. Also, they want 
manufacturers to revamp their packaging to facilitate 
display by stores. Not only would pre-pricing by manu- 
facturers on many houseware items save the dealer 
much time in price-marking the merchandise but it 
would also promote self-service through the use of 
rack displays. 


Dealers Like Consumer Advertising 


A surprising number of dealers covered in the sur- 
vey commented favorably on the advertising and pro- 
motional efforts of many housewares manufacturers. 

However, a West Coast dealer complains that some 
national advertisers break their heavy promotions Jong 
before stores out there have even heard of the ad- 
vertised merchandise. The peak of the demand has 
dwindled before West Coast stores can take advantage 
of special promotions. 

Manufacturers might well devote some research to 
their packaging in order that their products are made 
up in the quantities that are most acceptable to the 
customer, and the dealer. More merchandise can be 
attractively packaged for over-the-counter delivery to 
the customer, and for store displays. 

It would also be an advantage to dealers and whole- 
salers alike if manufacturers of some houseware lines 
would package in convenient quantities so that dealers 
could re-order more frequently without causing whole- 
salers to break original cartons. 


Packaging Needs More Study 


Manufacturers would also save themselves much 
expense and grief if they would do a little more re- 
search in hardware stores before creating display fix- 
tures. Too often a basically good unit is worthless to 
the average store, simply because it does not conform 
in size to standard display fixtures. 

Also, in many cases, a manufacturer cuts his own 
throat in creating too large a display unit for the 
volume of business it will produce for the dealer. 

If there’s one point on which hardware stores seem 
to be in agreement it is that they want more house- 
wares—especially electrical housewares—sold under 
Fair Trade prices. 

Hardware dealers indicate that they generally push 
a Fair Traded item over competitive ones. 

Scores of comments by hardware dealers are prob- 
ably best summarized by this comment of a dealer: 
“What we want is standard merchandise by reputable 
manufacturers, Fair Traded.” 
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Will Consumers Spend 


An economist looks at 
business prospects 


More Money in 195% 


IT has been evident for some 
time that the first half of 1953 
would be prosperous. 

The only reason one has had for 
raising any question at all about 
prospects for the first part of 1953 
has been the fact that economists 
have been almost unanimous in 
forecasting a prosperous period. 

Very few economists forecast 
trouble in 1929. When practically 
none are forecasting trouble for 
1953, we obviously want to make a 
pretty careful examination of our 
facts and our logic before joining 
the chorus. 

Even after careful re-scrutiny of 
the facts available, it still seems 
that, taken as a whole, 1953 will 
be a good year. The real problem 
concerns the level and, more im- 
portantly, the trend of business in 
the fourth quarter of 1953 and 
what this will portend for 1954. 

There may be some increase in 
unemployment, as the labor force 
may grow more than employment 
grows, but the total volume of busi- 
ness will still be good though pos- 
sibly declining in the last part of 
1953. 

The first area which we obviously 





*Mr. Newcomb, the author of this 
article, is an economist with the Office 
of Defense Mobilization. 
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by Robinson Newcomb* 


have to examine in reaching our 
conclusions is that of defense ex- 
penditures. These expenditures 
have been almost level since the first 
part of 1952. They were reported 
at practically $50 billion in the 
second and third quarters of 1952 
and were probably a little above 
$50 billion in the fourth quarter. 


Defense Costs to Rise 


They will probably not rise much 
above a level of $55 billion by the 
second and third quarters of 1953. 
They may not rise that far. While 
they will not rise as much as some 
have forecast, they will continue to 
grow for from six to nine months. 

While rising as a whole, the com- 
position will shift somewhat. There 
may be some decline in purchases 
of soft goods, as stockpiles in gen- 


eral have been built up and de- 
liveries now are largely for re- 
placement purposes. 

Construction expenditures for se- 
curity purposes will rise somewhat 
too and so will expenditures for 
hard goods, the largest portion of 
the total. 

Outlays for the Atomic Energy 
program will also continue to ad- 
vance. There is also likely to be 
some rise in expenditures for addi- 
tions for the stockpile. ’ 

The incoming Administration 
can not, and probably will not try 
to do much to reduce these expendi- 
tures in calendar 1953. Commit- 
ments have been made, contracts 
let, and schedules drawn up, which 
would be difficult ta change to the 
sizable extent necessary to affect 
deliveries within the next few quar- 
ters. A level of expenditures of 
the magnitude suggested here is 
believed to be required by military 
technicians who have General 
Eisenhower’s confidence. 

Any planned major change in the 
volume of deliveries during 1958 
from these levels could come only 
after a basic revision of our strat- 
egy for defense and such a re- 
vision in strategy would take quite 
a while to accomplish. 

It could not be achieved in time 
to reduce expenditures appreciably 
below $54 to $57 billion during the 
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second or third quarters. A revi- 
sion in strategy might result in an 
increase in the amount of military 
hard goods desired in the latter 
part of 1953 and the first part of 
1954, rather than a decrease. 

Of course, the level of security 
expenditures or changes in the 
level of these expenditures, is only 
one aspect of the effect of prepared- 
ness on the economy. 

Another facet which must be kept 
in mind is the record of what has 
happened to inventories. 


Inventories Expanded 


It became obvious shortly after 
Korea that a large security pro- 
gram was inevitable. It was equally 
obvious that consumer expendi- 
tures would rise with the expansion 
in the economy to be caused by the 
defense program. Consequently, 
businessmen began to expand their 
inventories. 

In terms of 1951 prices, they 
went up at an annual rate of $12.3 
billion in the fourth quarter of 
1950, $10.4 in the first quarter of 
1951 and $16.1 in the second quar- 
ter of 1951. The sum total of in- 
ventory accumulation and security 
expenditures rose from $37 billion 
in the fourth quarter of 1950 to 
over $51%% billion in the second 
quarter of 1951. In 1951 prices, it 
is currently not far from $54 bil- 
lion. 


Major Adjustment Made 


The economy made its major ad- 
justment to the security program, 
in terms of production of goods, by 
the end of the first half of 1951. 
We have had 18 months since then 
in which to expand our capacity 
and to make adjustments to this 
tremendous increase in the de- 
mands upon our economy. 

The increase in deliveries which 
the security program will demand 
in 1953 will be minor in comparison 
with the increase demanded in the 
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past and it will come after many of 
the major adjustments needed have 
been made in both capacities and 
prices. In other words, security 
expenditures will offer mild sup- 
port to the economy for the next 
few quarters, but will not be sup- 
plying severe pressures in many 
areas important to the economy. 

Other governmental expenditures 
also will offer mild support. Fed- 
eral non-security expenditures for 
goods and services have been ris- 
ing slowly. In terms of annual 
rates, they were about $41 billion 
in the third quarter of 1951 and re- 
ported as $5.6 billion in the third 
quarter of 1952. It is probable 
they will increase somewhat in 
1953. 


State Costs to Rise 


Any cuts which the new Admin- 
istration may attempt to make in 
these expenditures must of neces- 
sity apply primarily to later years. 

State and local outlays also will 
rise significantly. On the average 
these expenditures in 1953 may 
rise by $1 to $1% billion above 
fourth quarter 1952 levels. This 
expansion will come from increases 
in wage and salary rates, increases 
in the volume of highway, school, 
hospital and other construction, and 
increases in some of the services 
rendered by State and local gov- 
ernments. 

It seems safe to say that public 
expenditures will offer mild sup- 
port to increasing business activity 
through a good part of 1953. 

Let us now turn to the prospects 
for private expenditures. Until re- 


cently there had been considerable 
speculation about the volume of 
housing in 1953. The large de 
cline in the birth rate which o. 
curred during the early 30’s had 
been emphasized along with the 
fact that this has reduced the num. 
ber of young people coming of mar. 
riageable age now and in the im- 
mediate future. 

This is a hard fact and it cannot 
be ignored, but it is only half of 
the story. 

The change in incomes, in sge- 
curity and in living habits which 
have occurred since 1940, resulted 
in an increase in the number of 
married couples which by 1950 was 
50 pct greater than that which 
would have occurred had the mar- 
riage rate stayed at 1940 levels. 
Marriages have been taking place 
at younger ages. During a period 
in which such a shift occurs, the 
volume of marriages per constant 
number in the population will rise. 

Even if we assume that there 
will be no further change in the 
average age in which marriage 
occurs, it still appears that the 
number of married couples will in- 
crease by about one-half million in 
1953. 


More Households 


The increase in the number of 
households may be about 200,000 
above this figure. Fires, demoli- 
tions, and conversions may account 
for a demand for about another 
100,000 units. Increases in vacan- 
cies may increase sales by another 
100,000. Finally, shifts in demand 
coming from changes in incomes 





PLP LPP L OL LLDS eo 


$ grow for 6 to 9 months. 


1,000,000. 


> first half of the year. 





Here are some of the reasons advanced by Federal econ- 
omist Robinson Newcomb, in this article specially written 
> for Harpware AGE, why business should remain strong 
> well into the last half of 1953: 


SECURITY EXPENDITURES—They will continue to 

MARRIAGES—There will be about half-a-million more 
newlywed couples than last year. 
HOUSING STARTS—May run between 900,000 and 3 
DISPOSABLE INCOME—Will rise at least through the 3 


CONSUMER EXPENDITURES—There will probably 
be a rise for both hard and soft goods throughout 1953. 
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wd growth in the sizes of fami- 
lies, will create markets for larger 
wd better houses and cause the 
yaandonment or remodeling of 
cheaper, or small two-bedroom 
wits. Tctal housing starts in 1953 
may therefore run between 900,000 
and one million. 

Housing starts are continuing at 
vry high levels. The seasonally 
sijusted figure for October was 
nearly 1,200,000. If this rate con- 
tinued at nearly this level for only 
3 few more months, there would 
have to be a sharp decline in the 
latter part of 1953, if the total for 
the year is not again to exceed one 
nillion. It is probably safer, there- 
fore, to estimate that starts in 1953 
will total between 900,000 and 
1,100,000. 

We might add the proviso that 
any number above a million may be 
borrowed from 1954 or some later 
year. A very high volume in 1953 
may be good for business in that 
year but foreshadow a weakness of 
demand in later years. 


Home Building Stronger 


Residential construction will offer 
good support to the economy for 
most of 1953. It may not offer a 
rising support to the economy but 
it will not be a source pf weakness, 
unless possibly in the last quarter. 
And whether or not the last quar- 
ter will be weaker is quite proble- 
matical. 

The next type of investment to 
examine is nonresidential construc- 
tion. Industrial construction will 
be dropping, but on the other hand, 
commercial, utility and some other 
types of nonindustrial building will 
be rising. Construction controls 
have held commercial construction 
particularly to below normal levels 
for an economy as active as ours. 
Relaxation of these controls and 
the relaxation of Regulation X 
should prove a good stimulus here. 


October commercial contracts 
were 35 pct higher than those for 
October of the year before. Total 
nonresidential building contracts 
were one-eighth above those for a 
year ago. Total building contracts 
were up one-sixth from the levels 
for the same month in the previous 
year. Total construction contracts, 
including utilities and nonbuilding 
types of construction, were up 
25 pet. 

Construction as a whole should 
be as high or higher in 1953 than 
in 1952. This segment of the 
economy also seems to be offering 








HARDWARE AGE, JANUARY 8, 1953 


Housewares Merchandising Guide 





support, if not added stimulus, to 
a good business year. 

Investment in producers durable 
equipment also seems to be con- 
founding the experts. Surveys in- 
dicate that investment in this area 
will hold up at least in the first 
half of 1953. 


When the Recession? 


If business continues at high 
levels in the first half of 1953 and 
if, as has been happening continu- 
ously for a long time, the recession 
which has been repeatedly forecast 
is pushed back again a few more 


months, plans for additional busi- 
ness investment will be translated 
into contracts in the first half of 
1953 and the volume of purchases 
of producers durables may continue 
high throughout most of the year. 

This is an area in which we can 
not make as firm projections as we 
have made in some others. It is an 
area which promises to support the 
economy at approximately current 
levels for at least half of 1953. It 
does not promise to be a serious 
weakening factor in the latter half 
of the year but it may cause some 
weakness. 


(Continued on page 151) 





PERSONAL CONSUMPTION EXPENDITURES 


( Bilions of /9$/ Dollars ) 
By Querters 
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What's ahead in housewares in 1953? How can dealers 
boost their sales of housewares? HARDWARE AGE asked 
those, and other questions of a group of wholesale house- 
wares buyers. Their answers are very enlightening 


Many Problems 


Housewares are a most 
important factor in the 
modern hardware mer- 
chandising program. Since 
World War II, the statis- 
tics prove that women in 
our country do a large per- 
centage of buying at the 
retail level, so naturally the 
housewares lines are the 
incentive to attract this 
vast purchasing power into 
the hardware stores. 

Here, however, is the be- 
ginning of many problems 
confronting the buyer of 
housewares for wholesale 





Pe 
R. L. Baxter 


and retail outlets. 

(1) There are too many conflicting lines to make 
a sensible choice. Duplications occur not only 
within like industries but also with substitute or 
competitive materials. Take, for example, a can- 
nister set. Should the buyer choose stainless steel, 
plastic, glass, aluminum, or lithographed tin? 
Which is best? 

(2) Packaging is most important. Many manu- 
facturers have taken this into consideration and 
in the last few years packaging has been reduced 
to smaller quantities to enable the wholesaler to 
sell full cartons of merchandise and yet not over- 
stock a dealer. This also helps to prevent loss due 
to poor packing or damage in shipping. 

There is still much to be done in this respect 


and can be best accomplished by concerted effort 
on the part of both dealer and wholesaler to con- 
vince the manufacturer of the wisdom of such a 
practice and to persuade the fealer to buy in full 
packages. 

(3) Another factor, and one of the utmost im- 
portance to hardware wholesalers and retailers 
alike, is the sale of housewares through grocery 
channels. 

If a manufacturer expects to sell his products 
through hardware channels he should not attempt 
to sell groceries or grocery chains. Or, to put the 
same in reverse, if he is selling a grocery outlet 
he should not expect the hardware channel] to 
assist in marketing his wares. Here again is a 
place for action on the part of the entire hardware 
trade. 

(4) Those manufacturers who have taken full 
advantage of Fair Trade are doing everyone a 
distinct favor. We should encourage this practice 
with other manufacturers who, as yet, have not 
taken this important step. 

By encouraging the use of Fair Trade we assure 
ourselves of a reasonable profit, the consumer is 
going to get a quality product at a fair price and 
the cut-throat competition will be kept in another 
field. It all adds up for the good of everyone. 

The housewares buyer therefore must use good 
judgment in selecting the item best suited to his 
trade, best packaged, best marketed and promoted 
by the manufacturer and one (if possible) that is 
Fair Traded. 


by R. L. Baxter 


Rose, Kimball & Baxter, Inc. 
Elmira, N. Y. 
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A Good Year 


Never has business been 
so uncertain and, in our or- 
ganization, we believe this 
condition will continue to 
dominate our economy ; 
nevertheless, we do have 
confidence in the future. 
We believe 1953 will be a 
good business year, pro- 
vided we have the proper 
mental outlook and_ the 
“guts” to dare. 

You never hear a huck- 
ster yell “rotten apples”— 
he would sell very little 
were he to do so. Likewise, 
we do not believe in selling business activities 
“short.” Commercially, this country has weathered 
storms of considerable severity. It can do so again, 
should this be necessary. 

We have faith in 53. Certainly there should be 
no difficulty in meeting the figures of the first six 
months of 1952 and, unless a third World War 
develops in the meantime which would curtail 
production of many housewares items, we think 
there is a good possibility that the entire year can 
be rated as good. 

We do feel, however, that a certain amount of 
caution is desirable, but not to the extent that 
dealers’ stocks are so short that prospective cus- 
tomers are forced to shop elsewhere for their 
requirements. You just can’t do business if you 
don’t have the stock! It need not be excessive, but 
it should be large enough in quantity and suffi- 





C. B. Wolfertz 








A Business Outlook Panel 














ciently varied in design and color to satisfy the 
average customer. 

In our opinion, business can be good in ’53 for 
any merchant who is willing to visualize its possi- 
bilities and will devote the time and energy to 
reach his goal. 

by Charles B. Wolfertz 
C. F. Wolfertz & Co. 
Allentown, Pa. 


Watch the Women 


Housewares, well dis- 
played and in easy reach of 
the customer, is a sure way 
of increasing store traffic 
and profitable sales. 

Progressive hardware re- 
tailers are realizing more 
and more the value and po- 
tential in maintaining a 
good stock of housewares, 
supported by an aggressive 
merchandising program. 
Manufacturers are furnish- 
ing, in most cases free of 
charge, point-of-sale adver- 
tising and display material, 
the use of which will greatly stimulate the sale of 
housewares in any retail hardware store. 

In our distributing area we are glad to see hard- 
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Housewares Outlook 


a panel 








ware retailers expanding their houseware lines, 
displaying them better and doing a good advertis- 
ing and selling job. 

Women purchase probably 90 pct of all house- 
wares and women like to trade with a retailer who 
maintains a well-rounded, clean stock. The retail 
hardware dealer has a great future in the sale of 
housewares, provided he does a good job of mer- 
chandising, and he does not need to worry about 
unfair competition if he will put as much effort 
into the promotion and sale of housewares as do 
the so-called unfair competition retailers. 

The wholesaler and the manufacturer have a 
vital responsibility in assisting the retail hardware 
merchant in expanding the profitable business that 
can be obtained in housewares. 


by W. T. Ingram 
Schoellkopf Co. 


Dallas, Texas 


Meet Competition 


For the past few months, 
the manufacturers of na- 
tionally advertised brands 
of housewares have real- 
ized the importance of 
working with retail hard- 
ware dealers. With this in 
mind the majority of such 
manufacturers have pre- 
sented, through the whole- 
salers, promotions and 
deals at special prices, even 
on Fair Trade items. We 
think it is of vast impor- 
tance in order to meet com- 
petition and to stimulate 
sales for the coming year that each retail hardware 
dealer take advantage of the offerings that are 
being made. 

No doubt business for the year 1953 in most 
parts is going to be good, especially for the dealer 
that promotes and takes advantage of these oppor- 
tunities. The realization that, after all, housewares 
is one of the most profitable lines a retail hard- 
ware dealer handles should be a great incentive 
for him to build and promote this department in 
his business. 

Of great importance is tie-in advertising, win- 
dow and store displays on the part of the dealer, 
with national and local advertising done by the 
manufacturers. 





James J. Autrey 


by James J. Autrey 


Beck & Gregg Hardware Co. 
Atlanta, Ga. 


The outlook for house- 
wares business is good 
through the spring of 1953 
and, broadly speaking, sup- 
plies seem to be adequate 
to take care of the demand, 
and deliveries are from 
“prompt” to “good.” 

Many shortages are cre- 
ated through failure or re- 
fusal of dealers to book 
seasonal lines in advance of 
season, with resultant fail- 
ure on the part of manu- 
facturers and distributors 
to have ample stocks to 
take care of a rush seasonal demand. 

My favorite gripe is national manufacturers who 
put on a huge advertising or promotion campaign, 
which breaks before goods are available, and is 
further complicated by failure of manufacturers 
to supply adequate inventory to take care of their 
promotions. A two-page color ad in Life seems to 
be given precedence to building an inventory for 
the demand that might be created by the ad. 

Millions of home owners are waiting for some- 
one to sell them a power lawn mower, plastic gar- 
den hose, numerous items of electrical housewares, 
kitchen utensils and household cleaning materials. 


by L. R. Stevens 


Stratton & Terstegge Co. 
Louisville, Ky. 


Better Planning Needed 





L. R. Stevens 





Try Different Methods 


I see no reason why busi- 
ness should not be good 
through the first half of 
the coming year for those 
dealers who are willing to 
“put out.” I mean simply 
this: You’ve got to mer- 
chandise, or you don’t sell 
—at least not like you could 
sell. We all know there are 
many angles to merchandis- 
ing and Mr. Dealer can’t 
use them all at once but 
he should use one set of 
helps for a while and then 
switch to another. 

However small a business, there are always items 
to be promoted and by promoting I mean nothing 
more than the principles of good, sound business— 
to name a few, a clean store, attractive arrange- 
ment of merchandise, thorough knowledge of prod- 
uct, frequent change of display and, of utmost im- 
portance, courteous attention to customer wants and 
needs, meaning extreme willingness to go out of 
your way to satisfy. 





S. E. Clarkson 


by S. E. Clarkson 
Oklahoma Hardware Co., Inc. 


Oklahoma City, Okla. 
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Small Stores Need Aid 


Houseware manufactur- 
ers will pass up a lot of 
business in 1953 if they do 
not help the small deal- 
ers with their advertising. 
Most manufacturers set up 
their advertising budget to 
share or pay all of the cost 
of the newspaper advertis- 
ing on their products by the 
larger department stores. 

It is my opinion that the 
houseware manufacturers 
should set up a plan in 
their advertising budgets 
whereby they could share 
the cost of the newspaper advertising with the small- 
er dealers. They should put particular emphasis on 
the dealers in the smaller towns or cities. The metro- 
politan areas account for the majority of the sales 
of housewares, but I think that the sales of house- 
wares in the smaller cities could be built up to a 
much larger volume if the manufacturer will help 
these dealers more with their advertising. 





R. A. Holland 


by Raymond A. Holland 


Corpus Christi Hardware Co. 
Corpus Christi, Texas 


National Brands Important 


During the years follow- 
ing World War II we have 
all seen an expansion in the 
housewares field that has 
even amazed the most opti- 
mistic thinker. The rapid 
rise in this phase of the 
business has not just hap- 
pened. It is the result of a 
twofold movement: 

First: Housewives in the 
past few years have de- 
manded comfort, color and 
convenience in their homes; 

Second: Housewares 
manufacturers have been 
quick to realize this trend and have produced, for 
the most part, those items which the consumer wants 
and needs. 

The houseware manufacturer readily realized 
that the hardware dealer was going to be a sizable 
factor in the sale of his houseware products. 
Sensing this trend, he has marketed his product 
through the legitimate hardware wholesaler. In 
this manner he has made his goods available to 
the hardware dealer from the same reliable sources 
with whom he has always done business. 

What has all this meant to the hardware dealer? 
Today in most hardware stores, housewares play 
a very important role in the overall] operation. It 
has become big business with the hardware dealer. 


H. S. Funk 








The hardware dealer has used his houseware 
section or department to bring new life and color 
into his business. It has paid off to him as he can 
see by the rise in his sales of houseware products. 

I believe that the hardware dealer who goes 
along with the nationally advertised and nation- 
ally promoted lines of housewares is putting his 
efforts in the correct field. He should put his time 
and effort behind those manufacturers who are 
doing the most to help him sell his goods. If the 
dealer will cooperate with these manufacturers, 
I’m sure he will be more than satisfied with the 
results he obtains. 

Houseware today is “Big Business—Capitalize 
on it.” 


by H. Seeley Funk 
Albany Hardware & Iron Co. 
Albany, N. Y. 


For Fair Trade 


My position and what I 
am striving for at the pres- 
ent time in our operation is 
mainly this: Smaller unit 
packaging of all items; a 
stricter policing of the ac- 
counts sold by manufactur- 
ers and their representa- 
tives, and above all, a Fair 
Trade price at dealer and 
wholesaler levels. 

I also would like to have 
manufacturers of national 
advertised merchandise set 
retail prices prepaid to our 
warehouse. 

Advertising is also a major item. I feel manufac- 
turers are doing a fine job of trade and everyday 
magazines, but could step up television activities 
on more household lines. 





C. A. ta 





tz 


by Charles A. Lutz 

Dunham, Carrigan & Hayden 
Co. : 

San Francisco, Cal. 


Competition Keener 


People in general are optimistic for business this 
coming year, particularly in the housewares field. 
The industry has grown tremendously in the past 
decade through the combined efforts of manufac- 
turer, wholesaler and retailer. The manufacturer 
has gone out of his way to provide selling helps in 


(Continued on page 148) 
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DEMONSTRATE to SELL 


(iit Approach Helps 
Nell More Housewares 


Here are working plans for building a simple demonstration 
display fixture for use for promotions. It’s especially 
designed for electrical housewares, but can also be used 
for home workshop tools and in any other lines 
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No department of the hardware 
store offers greater opportunity for 
merchandising by demonstration 
than the housewares department. 

Demonstrations of _ electrical 
housewares have boosted sales sub- 
stantially for many hardware stores 
that have properly backed good 
demonstrations with timely and 
adequate advertising and effective 
window displays. 
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There are many occasions during 
the year, especially before such 
feast days as Easter, Thanksgiving, 
Christmas and New Year’s that 
provide wonderful opportunities for 
store demonstrations of electrical 
housewares. 

Since housewares, by their very 
nature, have no pronounced sales 
seasons, smart merchandisers use 
housewares promotions to bolster 















lagging store sales during slow per- 
iods. 

To give the hardware dealer a 
better display tool for making 
demonstrations of the same kind 
used so successfully by department 
and variety stores, HARDWARE AGE 
has designed the display fixture 
shown above. The fixture can easily 
be built at home or by a local car- 
penter. 
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The advantage of this unit, which 
js designed to conform with mod- 
em hardware store fixtures, is that 
it can be used at all times as a 
jisplayer for featured merchandise 
when not being used for demonstra- 
tions. 

The fixture alone or combined 
with another fixture as illustrated 
above, might well be designated a 







stration booth might be decorated 
for the Christmas selling season 
with holly branches entwining the 
corner posts. 

The overhead signs are intended 
to be changed for each merchandis- 
ing event or season. These can be 
hand lettered on frosted glass, illu- 
minated from the rear. 

Construction details for making 








Housewares 
Merchandising Guide 





3-in. lumber (See detail D, Fig. 2). 
These card tubes, faced with red 
and white glossy paper, can be pur- 
chased from most display materials 
jobbers. 
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Gift Center by any dealers who 
choose to build such a fixture from 
the detailed diagrams on the next 
page. 

The demonstration fixture has 
concealed electrical wiring, with an 
ample number of outlets, so that 
it can be used for a variety of elec- 
trical housewares. It can also be 
brightly lighted to attract attention 
and highlight displayed merchan- 
dise. 


Unit Is Versatile 


The unit can be used for the 
demonstration of home workshop 
tools and non-electrical merchan- 
dise as well as for electrical house- 
wares. 

The unit is intended for multiple 
uses throughout the store and is 
ideal for window demonstrations, 
or as a standard display fixture for 
stores that have full visual fronts. 

The fixture could readily be 
transported to trade shows and 
fairs for use either as a demonstra- 
tion stand or as a conventional dis- 
play unit. 

The sketch shows how the demon- 
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this fixture and suggested measure- 
ments are offered as a guide, in 
Fig. 2. These can be changed to fit 
local conditions and available floor 
space. 

The main measurement is the 
6 ft., 2 in. height from the floor to 
the bottom edge of the canopy and 
this should be maintained so that 
customers will not bump their heads 
as they inspect the goods on the 
counter top. 

The base section is built of 14-in. 
plywood, mounted on a 2 by 3 in. 
frame, as shown in the cut-away 
section in Fig. 2. 

Slotted moulding would be used 
around the bottom and sides of the 
shadow boxes in the canopy to ac- 
commodate either frosted glass or 
show cards that will tell the demon- 
stration story (See A, Fig. 2). 

Either incandescent or fluore- 
scent tube lighting can be used be- 
hind the frosted glass. 

The corner posts that support the 
canonv may he made very inexpen- 
sively by using heavy card tubes, 
3 in. in diameter, which can be 
braced inside with lengths of 1 by 


Round pieces of wood should be 
cut to fit inside tke tubes and these 
should then be fastened to 8 in. 
square sections of pine boards that 
are securely screwed to both ends. 

The canopy can be made from 
lengths of % in. plywood nailed to 
the four 8-in. squares as shown in 
Fig. 2. The sides should be fastened 
with angle irons. The shadow boxes 
can be built of 14-in. plywood, at- 
tached to the inside of the canopy, 
as shown. : 

Holes, 1 in. in diameter, should 
be drilled in the top of each shadow 
box to allow any heat generated by 
the lights to escape. 


Shadow Boxes 

The shadow boxes shown in the 
base of the unit can also have pieces 
of clear glass inserted in the (A) 
slotted mouldings, so that items of 
merchandise can be displayed be- 
hind them. 

These shadow boxes can be made 
to whatever size is considered best 
for the kind of merchandise to be 
displayed in them. 

Note how the large island unit 

(Continued on page 132) 
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15 Display Ideas 


Good display techniques do half the 

selling job. Experience has shown that good 

window and interior displays are vital in 

building heavy housewares volume. Here are 13 proven 
displays used by as many hardware stores. Study these to 
improve your store’s ways of exposing housewares 
















left... 

. . . impulse buying is sure 
to increase when smal! house- 
hold items are placed near 
the service counter as in 
Hardware House, El Paso, 
Texas. 


. . self service will increase 
in your store when you ex- 
pose small kitchen tools in 
this handy fashion. Imperial 
Hardware, Compton, Col. 
below .. 
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above... 

... gift values in housewares 
become evident to the cus:- 
tomer when displayed as 
neatly as in this display of 
the Charles Librett store, 
New Rochelle, N. Y. 


. right 
. color is one of the 
greatest factors in merchan- 


dising housewares. They pro- 
vide their color in this dis- 








inc 

cg. play by Strobeck's, Red 
tools in = 

Imperial 

n, Coll below . 


. . . action never fails to 
stop sidewalk traffic, espe- 
cially when the display has 
feminine appeal like this one 
used by Canton Hardware, 
Canton, Ohio. 

(Please turn page) 
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15 Display Ideas 


(Continued) 


BNONE ONO Se et wete wince eats 


Oe ae 
. «+ an irregular 
wall space wos 
shelved and used for 
this colorful display 
of plastic ware by 
H. P. Brown, Inc., 
Brooklyn, N. Y. 


. pillars can be 
converted from a 
handicap into a 
lively sales spot. 
This one's in the 
Lind Hardware & 
Supply Co., Chi- 
cago. 
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. simple but ef- 
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play made by Coast 


Hardware, Studio 
City, Cal. But it 
takes an idea to 
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above... 

segregate housewares. Even a dead 
corner can be brought to life by creating a 
set-up like this one in Farr's Hardware, 
Monahans, Texas. 


below... 

this window had a theme. Many housewares 
lines can be displayed in similar fashion, Horace 
Green & Son, Long Branch, Cal. 


above... 

mass display is the ticket 
when it comes to self-service sell 
ing of household sundries. Black 
& Co., Rockford, III. 


left .. 
true beauty of the 
merchandise is enhanced 


by the light background 
used on this rounded dis 
play. Nickel Hardware, 
Wausau, Wis. 


below... 

. merchandise sells itself when 
shown in a display fixture such as 
this one used by Cashmere Hard- 
ware, Cashmere, Wash. 
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WHO — More than 8,000 buyers of housewares will 
attend. WHAT — the National Housewares and Home 


Appliance Manufacturers Exhibit. 


WHEN — Jan. 15 


to 22. WHERE — at Navy Pier, Chicago. WHY — to 
see the new products and learn the promotional plans of 
more than 550 leading manufacturers of housewares 


More than 550 manufacturers of housewares 
will be showing their newest and most popular 
items at the 18th National Houseware Exhibit, 
on Navy Pier, Chicago, Jan. 15 to 22, which is 
expected to be the greatest exposition of its kind 
ever held under one roof. 

More than 8,000 buyers of housewares from 
this country, Canada and abroad, are expected 
to register between the time the show opens at 
9 a.m., Thursday, Jan. 15, and when it closes at 
12 noon, Thursday, Jan. 22. 

There will be more exhibit booths on Navy 
Pier this year, in a new area at the east end of 
the North and South Halls and in a space that 
conne¢ts the two halls at the extreme end. 
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This will make it more convenient for buyers 
who last year had to cross the street to the Drill 
Hall annex where overflow exhibits were housed. 
The annex will not be used this year. 

“There is every indication that this show will 
be a record-breaker in every respect,” reports 
A. W. Buddenberg, executive secretary, who 
stated that demand for space was greater than 
ever before. 

“Both buyer attendance and the amount of 
business written will undoubtedly top all previous 
marks. What is more important, however, is the 
fact that buyers will be meeting face to face with 
the factory heads of their sources of supply, 
making new contacts, getting new ideas and a 
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fresh perspective and, in general, bringing them- tration hall and near the entrance. 


selves and their businesses up to date in the ever The annual Housewares Show Party, sponsored 
present battle with obsolescence of products and by the National Housewares Manufacturers Asso- 
ideas.” ciation, will be held Tuesday, Jan. 20, in the ball- 

Two separate shuttle bus routes, operating on room of the Palmer House. The program calls 
a 15-minute frequency, will transport buyers and for cocktails, dinner, dancing and a floor show 
exhibitors between the Navy Pier and Loop featuring headliners of stage, screen and tele- 
hotels. vision. 

The restaurant, which had been located at the A review of much of the new merchandise that 
east end of the South Hall in previous shows, will be featured at the many exhibits at the 
instead will be set up at the west end of the Housewares Show is presented in this issue, be- 
South Hall in an area to the right of the regis- ginning on page 104. 





J National Housewares and Home Appliance Show Exhibitors 











Booth 
No. 
The following is a list of exhibitors at the 18th exhibit sponsored by the Birmingham Stove & Range 
National Housewares Manufacturers Association. The list was complete as St en es 832 
at press time. Every effort has been exercised to make it complete and accurate, Bi uc ts C 656 
but HARDWARE AGE assumes no responsibility for omissions or errors. More ere as Sys wees 
than 565 manufacturers, listed below, will have exhibits in approximately 880 Blair Mfg. Co..........+-+.+- 789 
booths in the North and South Exhibit halls of Chicago’s Navy Pier. Blisscraft of Hollywood..... 1012 
EE oS ig wining Sma ONtanie 453 
BE, Me Sn 65 ie esn se awxes 309 
A — Ss 4 ie EB Bic cicsc ccs cases 848 
: ~— Block & Sons, Inc., M....... 645 
ER a, 6" 880 BW Molded Plastics........ 976 Blossom Mfg. Co., Inc....... 163 
Abco Metal Products, Inc.... 445 Babcock & Preuss........... 411 Boker & Co., Inc., H......... 327 
mee Products C0... .ccccce. C-513 Bailey Mfg. Corp........... 989 Bonley Products Co.........1061 
Aladdin Industries, Inc...... 521 Ballonoff Metal Products Co.. 872 Boonton Molding Co......... 507 
Alladin Plastics, Inc....... C-1012 Bates Art Creations, Inc..... 704 Borg-Erickson Corp. ........ 245 
Allied Basket Co............ 1068 Beacon Plastics Corp........ 469 Bostwick Laboratories, Inc... 501 
All-Luminum Products ...C-1009 I WI oes ko oi evens 889 Bowes Industries, Inc....... 983 
Allura Products, Inc........ 167 Beck (o., Arthur. .... 6.5505 117 a 267 
Aluminum Cooking Utensil Co. 715 oe a a re 633 Briddell, Inc., Chas. D....... 864 
Aluminum Goods Mfg. Co.... 156 Bellaire Enamel Co.......... 674 Bridgeport Brass Co......... 1013 
Aluminum Specialty Co...... 785 Belmont Stamping & Enamel- Bromwell Wire Goods Co...C-457 
American Family Scale Co... 921 renee ees eee C-521 Brown, John Clark.......... 492 
American Plastic Products Co. 849 Benjamin & Medwin, Inc..... 849 ey ae SS a 413 
American Tack Co., Inc...... 995 
American Windshield & Spe- 
CC sa cyhbGxsnenmas 845 
OU, CES soccie se okak C-541 
Ames Shower Curtain Co., Inc. 480 
Amsterdam Broom Co....... 833 
Appliance Corp. of America.. 780 
Aristocrat Clock Co......... 688 
Arlington Mfg. Co., Inc...... 697 
2 a re 412 
Artcraft Wire Works....... 1010 
rs Artistic Wire Products Co., 
ill BE. sic oi cicod tee dantee ewww nies 1059 
d. mrteem 106... TRC... 666 50056 294 
Artwire Creations, Inc....... 830 
I] Arvin Industries, Inc........ 473 
s Asquith Associates, Inc...... 824 
D Associates Plastic Cos., Inc.. 512 
1 Atlantic Sponge & Chamois Buyers swarm the registration desk at Navy Pier. 
EOS. ics. ow anime aeewwaie C-449 
Atlantic Tubing & Rubber Co. 271 Benmatt Organization ...... 557 ~= Bryant Electric Co.......... 294 
| Atlas Tool & Mfg. Co....... C-517 Berkeley Industries ........ 977 Buckeye Aluminum Co....... 740 
Auerbach & Co., T. H........ 170 pe ee! 496 Burgess Vibrocrafters, Inc...1011 
Automatic Wire Goods Mfg. Derated BIS. CG.e.c. 5 0 s00s00 128 Burlington Basket Co........ 655 
DRE Godkevechonscscewe 478 Better Houseware Co...... C-1005 Burns Mfg. Co............-- 699 
(ere 380 Bilt Right Cabinet Co....... 921 (Continued on page 138) 
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Housewares 


Show 





PREVIEW 





Cm 
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oss : ‘ ‘ 
2k Here is your Preview of the key merchan- 
te) dise and selling displays that manufacturers 


y will especially feature at their exhibits at 


the Housewares Show on Navy Pier, Chi- 
cago, Jan. 15-22. Use this Preview for plan- 
ning your booth visits at the show. You can 


also save time in obtaining more informa- 
tion on these items by using the Quick 
Check Card on page 169. Just circle on 
the Quick Check Card the same number 
that appears below each item description. 


DAZEY No. 6 Point of Sale dis- 
play board holds six of fastest-sell- 
ing Dazey items. Board is free with 
purchase of merchandise retailing 
at $29.34. Natural wood. 18 in. 
high. Dazey Corp. 


For more data circle No. 59 on postcard, p. 169 


Me ae. DAZEY 
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REVERE Handy-Pans are made 
of stainless steel for use in the re- 
frigerator, oven and table. Made 
in pt., qt. and 2-qt. sizes. Nest com- 
pactly for storage. Rome Mfg. Co. 
Div., Revere Copper & Brass Co. 


For more data circle No. 60 on postcard, p. 169 





COOPER Look-Thru outdoor 
thermometer No. 52 has trans. 
lucent dial, silhouetting scale and 
pointer for easier reading. Alumi- 
num bracket. Retails for $1.50, 
Cooper Thermometer Co. 


For more data circle No. 58 on postcard, p. 169 





UNIVERSAL’s new hand mixer 
can be operated at full power at 
slow speeds. Has 5 different mixing 
speeds. 5 ft. cord; U. L. seal. To re- 
tail at $19.95. Landers, Frary & 
Clark. 


For more data circle No. 61 on postcard, p. 169 
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Washington Steel Products, Inc. 








PRO-TEX picture trays are lith- 
ographed on steel. Packaged in cel- 
lophane. 3 designs. 3 trays to set, 
to sell from 49¢ to 89¢ per set. 


Ballonoff Metal Products Co. 





BEACON Wax and Dirt Remov- 
er cleans floors without scrubbing. 
Use half-cup to pail of hot water. 
Not for painted, varnished floors. 
Half pt., 39¢; pt., 65¢; qt., $1.10. 
Beacon Co. 


For more data circle No. 64 on postcard, p. 169 


MIXER Shelf Hardware No. 
M-15 is designed for a small appli- 
ance storage shelf. Locks at work- 
ing height. Retails at about $12.50. 


for more data circle No. 62 on postcard, p. 169 


For more data circle No. 63 on postcard, p. 169 


RUBBERMAID No. 6032 Dish 
Drainer has cup and glass holders 
and movable silver cup. 174% x 13% 
in. Cup hangs inside or out. To sell 
for about $2.79. Wooster Rubber Co. 


For more data circle No. 65 on postcard, p. 169 


O-CEL-O’s new floor display bin 
is designed for mass display of 8 
sizes of sponges. Holds about 15 
doz. Printed in red, white, and grey. 
O-CEL-O Div., General Mills, Inc. 


For more data circle No. 68 on postcard, p. 169 





MASTER Painter Roller silent 
salesman unit holds a dozen com- 
plete sets of roller and aluminum 
tray. Space at top for refill covers 
and paint brushes. A. G. Jacobus’ 
Sons, Inc. 


For more data circle No. 66 on postcard, p. 169 





BORG Scale Self-Seller display 
and stock fixture is available with 
12 scale deal. Displays three scales, 
stocks six more. 54x15x13_ in. 
Borg-Erickson Corp. 


For more data circle No. 67 on postcard, p. 169 


VALLEY FORGE No. M-60 Self- 
service display unit with 60 knives 
featuring hollow ground, stainless 
steel blades in rosewood handles. 
Complete deal lists at $44.40. H. 
Boker & Co., Inc. 


For more data circle No. 69 on postcard, p. 169 











ARVIN Electric Heater Model 
5630 has 1650 watt capacity, de- 
livers 5600 BTU’s. Has furnace- 
type thermostatic control. Suggest- 
ed to sell at $34.95. Gray with ma- 
roon plastic trim. Arvin Industries. 


For more data circle No. 70 on postcard, p. 169 





HARDWARE AGE, JANUARY 8, 1953 











2 rw es 








RIVAL CAN-O-MAT in stowa- 
way flannel bag now comes in color- 
ful package with pullstring opener. 
Model AK345, all chrome, with 
magnet, retails for $7.95. Rival 
Mfg. Co. 


For more data circle No. 71 on postcard, p. 169 


REDDY LOC adjustable window 
screen in heights and widths to fit 
all standard windows. Natural fin- 
ish, paraffin-dipped. Corners glued 
and nailed. Fastener locks in any 
position. F. £. Schumacher Co. 
For more data circle No. 74 on postcard, p. 169 


WISS Model C Pinking Shea, 
with meshing teeth. Hot drop. 
forged fine cutlery steel. Cut 
sheerest silk to multiple thickney 
of heavier fabrics. Overall length 
5% in. J. Wiss & Sons Co. 


For more data circle No. 77 on postcard, p, 1¢y 
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PYREX tempered Bakingware 
in Color comes in lime green, fla- 
mingo red; milk-white inside. Can 
be taken from refrigerator to oven 
to table. Set of five dishes for 
$5.65. Corning Glass Works. 


For more data circle No. 72 on postcard, p. 169 








DUO-AIRE Fan is a_ blower, 
hassock-type circulator or window 
fan. Can be used horizontally or 
vertically. Has 2 speeds, 4 blades, 
1500 R.P.M. 18 in. high. Rose am- 
ber enamel. Knapp-Monarch Co. 
For more data circle No. 73 on postcard, p. 169 
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SKOTCH Party Bucket No. 202 
is 2-gal. cooler. Holds 150 cubes 
in fiberglas insulated interior. 
Plaid vinyl plastic finish on coated 
steel. List $5.95. Hamilton Metal 
Products Co. 


For more data circle No. 75 on postcard, p. 169 


DULANE’s new de luxe Fryryte 
has illuminated dial. Light goes 
out when oils reach right heat. 
Has extra large basket. Holds up 
to 6 pts. of oil. To sell at $36.95. 
Dulane, Inc. 

For more data circle No. 78 on postcard, p. 169 








HOOVER Tank Cleaner has suc- 
tion regulator in handle of hose. 
Specially designed for long-tufted 
floor coverings, draperies. Uses 
disposable paper bags. 141% lbs. To 
sell for $78.95. Hoover Co. 


For more data circle No. 76 on postcard, p. 169 


’ 





WEAR-EVER’s new Homemak- 
ers Set has basic utensils, plus 2 
Margaret Mitchell cook books, 
cleanser pads. Individually packed 
in carton, to sell at $19.95. Alumi- 
num Cooking Utensil Co. 


For more data circle No. 79 on postcard, p. 169 
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PEARL - WICK Hold -a- Brush 
jamper has cabinet in back for 
deaning accessories. Aluminum 
rip pan. 21 x 21 x 25. White 
dies with front panels matching 
tops in 6 colors. Pearl-Wick Corp. 
for more data circle No. 80 on postcard, p. 169 

















NU-TONE Heat-A-Lite combines 
ceiling heater, light and ventilating 
fan. 1800 watt heating unit. In- 
stalled in ceiling for maximum ef- 
ficiency. White and chrome or all 
chrome. NuTone, Inc. 

Por more data circle No. 81 on postcard, p 169 








FLAME-TAMER is _ ssteel _air- 
cushion that makes a pot a double- 
boiler. Can be used under glass or 
earthenware. Retails at $1.98. Box- 
ed in 6-unit self-service counter dis- 
play. Damar Products. 

For more data circle No. 82 on postcard, p. 169 





HANDYBREEZE 12-in. Safe- 
T-Guard Fan No. 3392 is rede- 
signed for safety of children and 
pets. Gray finish, blue fan blade. 
Adjusts for oscillation, tilt. Two- 
speeds. Chicago Electric Mfg. Co. 
For more data circle No. 83 on postcard, p. 169 


_— 


MOORE Cold-Pack porcelain can- 
ner is of heavy guage steel. 20-qt. 
capacity. Blue-white stipple or 
Glasstex gray or aqua. Suggested 
retail $2.49. Moore Enameling & 
Mfg. Co. 


For more data Circle No. 84 on postcard, p. 169 








BRIDGEPORT Aer-A-Sol Good- 
Aire air refresher is now available 
in both 6 and 12 oz. sizes, to sell 
at $.98 and $1.89. Container was re- 
designed for easier operation. 
Bridgeport Brass Co. 


For more data circle No. 85 on postcard, p. 169 









AKRO-FOAM sponge neoprene 
kitchen floor mat has floor-gripping 
design. Oil, grease resistant. In 5 
2-color combinations. 18 by 30 and 
18 by 38 in. ovals. To retail for 
approx. $2.49, $3.19. Buxbaum Co. 


For more data circle No. 86 on postcard, p. 169 






GRISWOLD’s new square frying 
pan is made of pre-seasoned cast 
iron. 914 in. sq., it gives 12 sq. in. 
more frying surface than round 
pan. Lists at $1.95. 4 to carton. 
Griswold Mfg. Co. 


For more data circle No. 87 on postcard, p. 169 








ANCHOR HOCKING pre-pack- 
aged gift glassware sets can be 
sold at retail at prices ranging from 
$1 to less than $5. Catalog tells 
how to increase sales. Anchor 
Hocking Glass Corp.* 


For more data circle No. 88 on postcard, p. 169 
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Merchandising Opportunities in 1953 


There are innumerable occasions throughout the year—some local 
observances such as Apple Week, Cherry Week, or Home Coming 
Week at the High School, and many national holidays—which should 


be used as the occasions for special promotional events. 


Now’s the time to rough out a year’s schedule for advertising, dis- 
plays and special promotions. Your store’s merchandising program 


will be most effective if these activities are coordinated. 


This is a partial list of holidays and special weeks that might be 
of most interest to hardware stores: 


JANUARY 


General Clearance 
1 New Year's Day 
2-31 March of Dimes 
17-23 National Thrift Week 
19 Robert E. Lee’s Birthday 
20 Inauguration Day 
25-Feb. 1 National Youth Week 


FEBRUARY 


8-14 American Heart Week 
12 Lincoln's Birthday 
7-13 Boy Scout Week 
9-15 National Table Tennis Week 
12-22 Americanism Week 
12-22 National Defense Week 
14 St. Valentine’s Day 
14-22 Jaycee Week 
15-22 Brotherhood Week 
17 Mardi Gras (Shrove Tuesday) 
22 Washington's Birthday 


MARCH 


1-31 American Red Cross 
Fund Drive 
7-15 National 4-H Club Week 
12 The Girl Scout Birthday 
15-21 Camp Fire Girls Birthday 
15-21 National Wildlife 
Restoration Week 
17 St. Patrick’s Day 
21 First Day of Spring 
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APRIL 
National Hobby Month 
1-7 National Arts & Craft Week 
5 Easter Sunday 
6 Army Day 
1l-May 17 National Sports Festival 
8-15 National Collectors Week 
13-19 National Boy’s Club Week 
16-23 National Gardening Week 
17-25 irha Hardware Week 
20-25 American Camp Week 
24-30 National Sports Week 
26-May 7 National Baby Week 


‘ 


MAY 
National Water Systems Month 
8 V-E Day 
3-9 Be Kind to Animals Week 
3-9 National Cutlery Week 
10 Mother’s Day 
10 I Am an American Day 
16 Armed Forces Day 
22-30 Buddy Poppy Week 
30 Memorial Day 


JUNE 


Graduations-June Brides 
14 Flag Day 
21 Father's Day 
21 First Day of Summer 


JULY 
4 Independence Day 
10-18 National Iced Tea Time 
19-25 National Farm Safety Week 


AUGUST 
14 V-J Day 


SEPTEMBER 


Return to School 
7 Labor Day 
20-26 National Dog Week 


OCTOBER 


Community Chest Month 
4-11 Fire Prevention Week 
12 Columbus Day 
24 United Nations Day 
25-31 Girl Scout Week 
31 Hallowe’en 


NOVEMBER 


7 November 4-H 
Achievement Day 
1l Armistice Day 
7-14 American Education Week 
26 Thanksgiving Day 


DECEMBER 
25 Christmas 
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6 good reasons why your 
best brush seller has 
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bristles 














ime 
'y Week 
Only paint brushes with 100% Du Pont 
nylon bristles offer this combination of fea- 
tures that help make your selling job easier. LONG, FINE TIPS. Each properly sanded fila- 
Nylons are made in all types and sizes by need ha nylon = rete ico slightly 
= curled tip that means excellent paint pick-up and 
leading brush manufacturers. So brush up ret 
sales in your store—start telling your cus- Ee a — 
« Nylon bristles won't cu 
tomers about these features today. through paint film. They flow the paint uniformly 
.lay down a smooth, even coat. 
h 


IDEAL FOR NEARLY ALL FINISHES. Du Pont 
nylon can be used for all types of finishes except 
shellac and those creosotes containing tar acids. 





EASY TO CLEAN. Nylon brushes are easily 
cleaned with any commercial cleaner. 


BRISTLES WON'T BREAK OFF. Nylon is tough 
and durable. Bristles won’t break off to mar work. 


DU PONT NYLON BRISTLES 


GU POND 


*f6 us. wat orf 


LONG-LASTING. Nylon outlasts other type bris- 
tles 3 to 5 times. And nylon resists moths, vermin 
and fungi. 








BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Open Display Spurs 
Nelf-Selliné of Housewares 





Housewares 
Merchandising Guide 








Display space for housewares lines was doubled 
for California store by use of more efficient fixtures. 


Constant improvement of display 
facilities plays a major role in keep- 
ing housewares volume at bette. 
than 50 pct of the total business at 
Potter’s Hardware, Los Angeles. 

Potter’s located at 10935 Wey- 
burn Ave., in the Westwood Village 
community, has worked steadily to 
increase women customers and the 
recent installation of two large 
housewares sections—one for kitch- 
en tools and the other for kitchen 
soft goods and paper goods—has in- 
creased feminine trade. 

The two new sevtions, utilizing 
space-saving metal fixtures, have 
been placed in areas that would 


eeene Bees + 
wee me EF 


ack 


‘ip » 
Nv 


normally be overlooked. These are 
placed on either side of the large 
stairway which leads to the balcony 
office and display area. Thus, the 
new fixtures not only give modern 
display but also result in a gain in 
the use of store space. 


Gondola Displays 


Each of the two sections are 
made up of 18-ft rows of gondolas, 
each measuring six feet in length. 
In the kitchen tool section, the units 
are separated so as to give more 
end display. 

One of the reasons why J. A. 


TME 


24 “yee 
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Six turns on housewares is the result. 


Potter, Jr., owner, selected the new 
fixtures was that they double the 
display area he formerly had for 
these two lines. 

The shelves are ivory-enameled, 
perforated, thin gauge metal. They 
are supported by metal brackets and 
have glass dividers. 

Whereas in his former kitchen 
tools set-up, Mr. Potter could dis- 
play only 150 items, he now can 
show twice as many and have them 
out for customers to see, handle 
and evaluate. 

The woman customer coming into 
Potter’s with a particular type of 
kitchen tool in mind may ask for 


Walter F. 
Sweeney replen- 
ishes stock on one 
of the kitchen 
tools display fix- 
ture which ac- 
commodate 300 
items. 
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ask for 
¢ Simple adjustment for coarse or fine ice 


® Self-feeding cutters keep fingers safe 
* Multi-cube hopper 

* Sturdy, aluminum cast body 

© Cup turns-on or off with a twist 

* Stuinless steel cutters | 

* Scratch-resistant enamet finish 


* Shatter-proof polystyrene cup 


® Fits on standard Swing-A-Way wall bracket 


E | 
SWING-A-WAY MFG. CO. | Swing:A-WAY ST. LOUIS, MO. 
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at the CHICAGO 
HOUSEWARES SHOW 
B JANUARY 15 to 22 





BURNS has the complete 
line... steak sets, kitch- 
en sets, open stock... 


soon O9Y 


at the Chicago Show 


BURNS Mfg. Co. Syracuse, N.Y. 
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it but the tendency now is for her to 
buy it on impulse. 

“Our new fixtures are aimed at 
self-selection by the customer,” says 
Mr. Potter. “This is not necessarily 
self-service for our sales people are 
always ready to explain, demon- 
strate and help the customer in 
making comparisons between sim- 
ilar items. 

“However, if a customer likes to 
browse among the kitchen items we 
allow her to do so without inter- 
ruption and the result is that we 
now have many more impulse sales 
than we used to have.” 

The shelves are adjustable in 
height. Most of the units have four 
shelves but one unit in the kitchen 
tools section has five shelves because 
of the small size of many items and 
the large number of them to be 
displayed. 

The top shelf is 13 inches across 
both sides of the fixture. Each shelf 
below is divided in the center so 
that the customer sees different dis- 
plays on each side. 

The shelves are graduated in 
width with the narrowest on the 
top. Below the top shelf, the shelves 
measure on each side, 10, 138% and 
15% inches. Being adjustable, a 
fifth shelf is occasionally used for 
shallower displays. 

One reason these new fixtures 
stock more items where they are 
visible is that there is no built up, 
hollow space beneath the shelves. 





Space is utilized for display practi- 


Three gondola fixtures form an 18 ft. row for open 
display of paper and soft goods. Shelves are grad- 
uated in width for maximum visibility. 









cally down to the floor and all the 
items in stock are shown. 

Also shown in the housewares de- 
partment are three lines of stain- 
less steel open stock tableware. 


On the kitchen tools side of the 
stairway, the customer sees in shelf 
arrangement a display of clocks, 
and also a large assortment of wax 
products and cleaning accessories. 
Cooking utensils are displayed on 
wall shelves on the opposite side, 
adjacent to the displays of paper 
and soft goods. 

The new arrangement has 
doubled Mr. Potter’s business in 
kitchen tools and has given him a 
six-time turnover in kitchen tools 
and paper and soft goods but it has 
also increased the feminine trade. 





HARDWARE HUMOR 
By Hardware Age 








"The wife wants a mixer and | need 
an electric drill." 
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Complete Service Sells TV 


Mid-west dealer starts with selling an antenna, 
then builds up to a receiver sale. 

Complete installation and repair service 
facilities build profitable trade 


Complete television installation 
and repair service are keys to the 
good volume in video sets at Ace 
Hardware in Monticello, Iowa. A 
special showroom for television sets 
is another sales aid. 

George Nieters, manager, and 
Herbert Kuntz, service manager, 
first sell the customer the right 
type of antenna for the district. 
High antennas are a must in Monti- 
cello and the surrounding territory, 
and it is not unusual for people to 
buy a suitable antenna and then 
purchase their receiver. A 20-ft 
antenna is recommended at a cost 
ranging from $50 to $75. 


Stress Goods and Service Prospects are assured of comfort while watching a demonstration. 
Pottery, clocks and other small items placed atop the receivers 


Whenever prospects talk to the ais ati ts dae. 


staff about a TV antenna Messrs 
Nieters and Kuntz go to some 
trouble to show and explain to them 
the completeness of the firm’s in- 
stallation and repair service. 

As an inducement to buy both 
the antenna and the receiver, an- 
tenna customers are offered a slight 
discount on it if they will buy their 
video set from the store. A high 
percentage of customers buying an 
antenna installation purchase their 
sets from the firm, service and the 
discount being strong sales points. 

The store’s service department 
keeps down its overhead and makes 
profits by doing service and repair 
work for five other TV dealers in 
the area. This provides the depart- 
ment with a steady flow of work. 
Repair service is also offered on 
small appliances and on fan and ‘ 
heater motors. Herbert Kuntz, in the store's service shop with complete equipment 

Tube replacements will run from for repairing TV and appliances, is working on a video receiver. 


114 HARDWARE AGE, JANUARY 8, 1953 





Se Mage COM Ed. Lf WE Le 


yt modem sone 










Like the sparkle of a rie 


diamond, refracted lights 
from these jewel-like 
glass knobs add life to any room 
from colonial to contemporary. 


See the new Schlage Capri design 
at your Schlage dealer's. 





SCHLAGE: 


SCHLAGE LOCK COMPANY 


2201 Bayshore Boulevard, San Francisco 


Schlage Lock Company of Canada, Ltd, Vancouver 


The Great New Name 
in Housewares 


Or NEI DYN 








<a 
‘S* Guaranteed by” 
Good Housekeeping } 


07" 45 apyraristd 
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CAL-DAK TRAY 


High Profit! Fast Turnover! 


Cat-Dak tray tables pull in customers! 
Dealers testify they’re a sell-on-sight 
item. Price, construction and dozens of 
convenient uses combine to make 
Cat-Dak tray tables a must for build- 
ing profits. Sturdy and steady tubular 
steel frame topped with a beautiful 
full-color, clip-on tray...choice of 8 
floral and scroll patterns. Fits comfort- 
ably over the knees...folds flat for 
easy storage. Your customers will want 
several handy, inexpensive CaLt-Dak 
tray tables for TV dining, buffets, bed- 
side stands, patio, etc. 

Only Cal-Dak Makes 
the “Cal-Dak Tray” 


Fair Trade 
Price $2.95 
A Growing Line of 
Fine Housewares 



























Cal-Dak Cal-Dak 


Side Tables Laundry Carts 
$1.95 $3.95 - $4.95 
Cal-Dak 
ome 
Hand 
Truck 
$3.95 
Better Nationally 
Ord : Advertised 





a Cat-Dak specializes in products that make 
living easier for your customer and selling 
easier for you. Join the ever-increasing 
number of stores that are adding this profit- 
able, fast-selling line. 


Wrife for Full-Color Catalog Sheets on Complete Line 


Colton, Californi 
CAL-DAK ihiccgo Heights, illinois 
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$5 to $15 for the units used for 
sound reproduction and from $36 to 
$38 for the picture tube. The high- 
est repair charge on a TV set at 
the store was $47. 

“Our service department is a big 
asset,” explains Mr. Nieters. 
“People like to buy radios and TV 
sets where they can get service. 
One set owner tells another about 
our store and service, and thus we 
get many new TV customers. Some 


| owners trade-in their sets after a 


year or so. In some instances we 
buy these sets, but sometimes try 
to sell them for the customer as a 
separate transaction.” 

The 28x68 ft corner store has a 
TV corner in the front-of-the-store 


Prospects for TV antennae and sets find much to interest them 
in this electrical sundries display near the video section. 





in which several sets are always 
connected for demonstration. Best 
selling units are those priced from 
$190 to $275. The service depart- 
ment is located on a side street 
where there is ample parking and 
where it is easy to unload or pickup 
receivers. 

Close to the TV section is a step- 
up unit in which electrical sundries 
and motors are shown. This sectio: 
is the means of many impulse sales 
to farmers at the TV department. 

The firm’s use of newspaper ad- 
vertising and distribution of 2,000 
Ace catalogs twice a year, plus 
seasonal mailings of 4-page circu- 
lars, helps tell the store’s story 
throughout a wide farming area. 





Free Rides 


The retail division of Weed & 
Co. in Buffalo, N. Y., joined with 
other downtown stores in sponsor- 
ing a unique program of subsidized 
public transportation aimed at get- 
ting shoppers downtown during 


| the Christmas buying season. The 


idea attracted much store traffic for 
participating merchants. 

The program was set up jointly 
by the cooperating merchants and 
the Niagara Frontier Transit Sys- 
tem and provided free bus rides to 
their homes for anyone going down- 
town to shop during a 10-day pre- 
Christmas period. 

Any person going downtown by 


Pulled Traffic 


bus and making a purchase of $1.95 
or more in a cooperating store was 
entitled to receive a token to pay 
the bus fare back home. Tickets 
exchangeable for free tokens were 
given away on the buses when a 
passenger boarded to shop. The 
tickets were turned in at the store 
where purchases were made, and 
a bus token given for fare home. 

Official signs were displayed in 
Weed & Co. and other stores giv- 
ing tokens. Heavy promotional ac- 
tivity was employed to acquaint the 
shopping public with the offer, 
using the theme: Your Home Free 
When You Shop Downtown. 
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LUX TIME 


4 good line fo carry 














GIFT 
PACKAGE 





COUNTER 
DISPLAY CARTON 


“The famous CED Minute Minder” 


In its colorful gift box and self-selling counter display, the portable 
Lux Minute Minder is attracting more buyers than ever before. 























































Sapart. And small wonder! For it’s the perfect little servant for timing 

Street scores of chores in home, office or workshop. Just set it and forget it— 

ng and it rings when time is up! No winding required. 

Pickup Fully guaranteed. Wonderful for gifts! White 

cite plastic case, red numerals, single “ding”. 

= ca No. 2428 Portable Lux Minute Minder Retail $3.98 

ectior. “LONG-RING” MINUTE MINDER For those who want a 

2 gales long ring alarm-type signal. White plastic case, 

tment. slanted face, red numerals. No. 1928 Retail $4.95 

er ad- 

2,000 

plus 

circu- 

— Jeweled X / 

to bwelled WUXETTE 
Just 27% inches high, Luxette is made in 
America by American craftsmen, with the 
same fine jewels used in the finest labora- 
tory equipment. The beautiful all-metal 
cases with unbreakable crystals contain a 

1.95 slim 2-jewel movement with single key 

was wind and center alarm set. 3 high-fashion 

Day colors: Maroon, Powder Blue, Chartreuse! 

ets No. 511 Beautifully styled metal dial $5.95* 

2re No. 521 With Luminous metal dial $6.95* 

a 

he 

re 

1d *Add Federal Tax to Retail Price | U 4 

- CLOCKS 


eye (UX CLOCK MANUFACTURING CO., INC. 


WATERBURY 20, CONNECTICUT 


Makers of alarm and novelty clocks and the world-famous Minute-Minder 
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To be addressed as Mr. Box- 
holder is not very flattering to any- 
body getting mail on a rural route. 
Chances are any letter so addressed 
will not receive very close attention. 
This was one of the reasons that 
led Noah Gastineau of Gastineau 
Bros. Hardware in West Carrollton, 
Ohio, to put in a mechanical system 
for his direct mail promotions. 
Another reason was to shorten 
the time spent on getting the mail- 
ings on their way to customers and 
prospects. West Carrollton has no 
newspaper, so the store is forced to 


Mechanical Equipment 
Solves Direct Mail Problem 


Direct mailings—personally addressed—are 


now turned out at the rate of 1,000 pieces 
an hour by one girl. Equipment also speeds 





depend entirely on direct mail for 
advertising purposes. 

Since the equipment was installed 
early in 1952, one girl can achieve 
an output of about 1,000 pieces an 
hour, reports Mr. Gastineau. By 
hand, the girl’s output would be 100 
pieces an hour. An additional bene- 
fit is that the equipment turns out 
cleaner, more accurate, and more 
professional-looking work. 

Store employees have come to look 
upon the equipment as not only the 
answer to their problem of handling 
promotional mailings, but as a 





One of the machines that enables the Gastineau Bros. Hardware to 
turn out direct mail pieces at the rate of 1,000 an hour. Above 
is the stencil cutting machine. 





bookkeeping operations 
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necessary part of the bookkeeping 
set-up. Statements to customers, 
accounts receivable and payable, and 
other office routine work can be 
handled. 

“Any piece of mail from our of- 
five to customers now gets a better 
reception in the home,” observes 
Mr. Gastineau. “It looks more busi- 
ness-like. The customer thinks more 
of it, and consequently is more in- 
clined to read it. The equipment 
also eliminates numerous errors, 
and saves many hours monthly for 
our office staff.” 


Occupy Small Space 


The three pieces of mailing equip- 
ment take up little more space than 
an average-sized office desk. It con- 
sists, first, of a unit, operated like 
a typewriter, which inscribes the 
name and address of the customer 
on a small metal stencil. 

This stencil is then attached to a 
metal plate, the size of a small in- 
dex card, and the plate is then filed 
in one of 30 drawers of a compact 
cabinet, only 3% ft high and but 18 
by 24 in. 

When the office girl wants to get 
out some mailings, she goes to the 
file, takes the plates and snaps them 
in a typewriter-like machine which 
automatically addresses the letters 
or advertising circulars. 

Colored tabs are attached to the 
metal plates in the file. These tell, 
by a color index, what kind of ap- 
pliance the customer already has. 

If the tab shows that the cus- 
tomer already has an electric range, 
then the card is pulled out for mail- 
ing on a range promotion, thus 


































OU MALLING ABOUT/ 


ES MORE MATCHING ITEMS 
MORE NATIONAL ADVERTISING 
MORE FREE SALES AIDS 


These extras, added to the established popular- 
ity of Nationally advertised Lustro-Ware with 
today’s housewife, make it more profitable 












































































are 
than ever before for you to feature a complete 
res ' . We 
Lustro-Ware counter. You'll discover it’s a 
ds leader for daily dollar volume, turnover and 
month-end profits. 
Plan now to include Lustro-Ware plastic house- 
wares as a part of your Spring merchandising. 
See your supplier today about the array of 
matching items . . . all Good Housekeeping 
approved. Also ask for the free display and 
sales aids needed to identify your store as 
Lustro-Ware headquarters. Above all don’t 
okkeeping overlook these new items. 
ustomers, 
vable, and WAXED PAPER and PAPER TOWEL DISPENSER 
c can b Keeps content clean and 
e pre sanitary. Easy to load — 
* easy to use! Holds any 
n Our of- standard roll, including foils. 
a better Strong construction, easy to 
observes mount or remove. Packaged. 
ore busi- 
ks more NEW Roll Top BREAD BOX 
nore In- Compact two loaf size < 
11 pment (14"x11%4"x7%4") with 
errors, smooth a roll-up 
hl cover. Sanitary, can’t 
y for rust out. Modern de- 
sign matches canisters. nett 
} Cm < Alt 4 ’ 
iit \ See the new hatch of Lustro-Ware at RECIPE FILE CABINET 
e than _the National Housewares Show by q It's a beauty, so easy to clean, can’t 
It eon- i January 15-22. Booths 964-66-68. chip, peel or dent. Every woman will 
d like want one, it matches her Lustro-Ware 
ensemble. Uses standard 3x5 cards. 
Ss the , 
tomer For catalog and other information write 
it ’ i COLUMBUS PLASTIC PRODUCTS, INC., Columbus, Ohio 
Oa 
ll in- 
filed 
ipact 
it 18 
get 
the 
m4 <a ORs REFUND om 
wn P Guasaniecd by * 
ers Good Housekeeping 
Sor as — . 
the 
ell, 
1p- 
AS. 
s- 
re IN 8 LEADING MAGAZINES 
‘1. This ensemble is the choice of house- 
wives, brides and career girls for 
IS ; lasting beauty, utility and budget value. 
HARDWARE AGE, JANUARY 8, 1953 























STANLEY 
ROLLER CATCH 

































Your customers will 
immediately spot the 
convenience of 
this Stanley No. 
23 Roller Catch 
(for house doors 
that don’t require 
locks). It auto- 
matically holds doors 

securely closed . . . eliminates rattl- 
ing . .. operates quietly and 
smoothly with a push-pull action. 
Easy to install, too, just drill a 7/,” 
hole 234” deep in door. Comes com- 
plete with screws— one dozen ina 
box. Be sure to have this fast- 
moving item in stock ... displayed 
prominently for best results. We’ll 
be pleased to send you a Roller 
Catch Counter Display if requested 
on business letterhead. The Stanley 
Works, New Britain, Connecticut. 





[STANLEY ] 


Reg. U. S. Pat. Off. 


HARDWARE + TOOLS + ELECTRIC TOOLS 
STEEL STRAPPING * STEEL 
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REMEMBER . . . THREE HINGES TO A DOOR 


With this machine, all the addressing is done, giving the store's 
direct mailings, a warmer, more personal touch rather than the 
stilted Mr. Boxholder approach. 


eliminating much wasted work and 
mailing costs. 

Because of the ease of getting out 
direct mail now, Gastineau’s can 
handle two mailings a month of sea- 
son promotional literature and spe- 
cial announcements. It makes the 
firm feel that it really is keeping in 
touch with customers and prospects 
in its trading area. 

The Gastineau firm serves a 
heavily populated section, within a 
15-mile radius of West Carrollton, 


—— 


which is located 8 miles south of 
Dayton, Ohio. In bottled gas alone, 
the store has 700 customers, being 
one of the state’s largest distribu- 
tors. 

In addition, Gastineau’s other ap- 
pliance and heating business to- 
gether with general hardware, 
makes it necessary for the firm 
regularly to keep in mail contact 
with 2,000 customers. 

Noah Gastineau and his brother, 

(Continued on page 228) 





Another approach to good customer relations is this table at 
which people can stop for a social cup of coffee and cookies— 
and incidentally get a demonstration of a coffee maker. 


HARDWARE AGE, JANUARY 8, 1953 















Don't be cc 
finds your f 
better than 
the industry 
up-to-the-r 
your custo! 
There's the 
that are t 
five-year 
your assu 


quality a 





Eye 
gre 
wir 
to | 
she 
fai 


Wi 












Model 163 


16” Oscillator 
3 Speeds 








‘When weather picks 
your fan prospects... 











BE SURE YOU’VE GOT 







Model 56 
12” Floor Fan 
3 Speeds 









Don't be caught short when hot, humid weather again 
finds your fan prospects. Sell the all-new Fasco line... 
sag better than ever with pace-setting features unequalled in 


Dre's the industry. Smooth, permanent performance ... 
the 


Model 165 


up-to-the-minute styling ... sure, quiet power 16” Pedestal Oscillator 
3 Speeds 


























your customers want. Stock the fast-selling Fasco line now. 


There’s the popular 10 and 12-inch standard models 























south of 
zas alone, that are tops in value. And, remember the exclusive Fasco 
Ts, being i 
distriby. five-year guarantee on deluxe models... j 
your assurance that Fasco still leads the field in a, 
other ap- 12” Oscillator 
ness to- quality and matchless dependability. 3 Speeds 
irdware, 
he firm 
contact 
th STOCK UP NOW... SELL THE 
ro 2) 
i FAN LINE THAT HAS EVERYTHING 
P @ New 5-Year Guarantee 
Write today Unconditional guarantee against defects on all 
for your models illustrated. 
@ New Improved Motor Efficiencies 
FREE Absolutely no radio, TV interference. 
Prien @ Oscillating Mechanjsms Totally Enclosed 
oes J FAN DISPLAYS All gears and works permanently protected. 
@ New Modern Styling in Cool Blue-Grey Finish 
Improved guard and distinctive plastic nameplate. 
Eye appealing heavy-duty cards in bright golden yellow and blue- @ All Aluminum Blades 3 
green. Both are equally attractive on store floor, counter, or as a Design and pitch balanced to mator out-put for . 
window display. Easel-backed oscillating fan display is designed maximum alr delivery. 
to accent 10”, 12”, or 16” fans. Colorful ribbon on floor fan display @ Priced Lower Than Competing Models i 
shows air flow. And the punch line—"Guaranteed for 5 Years”— Yet better profit margins for you. s 
fairly screams for attention. ®@ Complete Range of Models 
Customer satisfaction guaranteed. 
Write today for new catalog sheets and price lists! 
SEE THESE AND ALL FASCO PRODUCTS 
AT THE HOUSEWARES SHOW « BOOTHS 229-231 
INDUSTRIES, INC. 
1513 AUGUSTA STREET ROCHESTER 2, NEW YORK 
3 
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The Economic Waste 
In Small Orders 


Citing studies of profitable and unprofitable 
orders, the author urges minimizing the num- 
ber of small, unprofitable orders bought and 
sold. Emphasizes that fewer and larger 
orders will be beneficial to dealers. 


by Fred Merish 


Small orders have long been an 
obvious cause of high distribution 
costs and unprofitable sales in all 
fields where goods are channeled 
from the manufacturer to the 
wholesaler to the retailer. 

Wholesalers and manufacturers 
have been troubled with the small 
order problem for years, but many 
of them have done little about it on 
the assumption that it is a loss 
factor in distribution over which 
they have no control, something 
akin to a loss on inventory value 
when the market drops. 


Cause High Costs 


One reason for this complacency 
among manufacturers and distribu- 
tors is that they lacked the facts. 
It takes a lot of costing routine to 
find the dividing line between the 
profitable and the unprofitable or- 
der. It requires the breakdown of 
order-handling procedures into 
functions, the costing of each func- 
tion, then the totaling of all func- 
tional costs involved in order-han- 
dling to get the cost of handling 
each order. If selling expense is 
involved, this must also be computed 
per order. 

In the past year or two, certain 
manufacturers and_ distributors 
have been grappling with the prob- 
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lem and they have compiled some 
startling figures on the cost of small 
orders. The main factor that moti- 
vated these studies was the in- 
creased cost of paperwork and sell- 
ing expense connected with the dis- 
tribution of goods. Like factory 
workers, the wages paid bookkeep- 
ers, stock clerks, truck drivers and 
salesmen have gone up tremen- 
dously in the past decade, hence, the 
cost of handling and selling the in- 
dividual order has increased greatly. 

The results of these surveys as- 
tounded the researchers and after 
correctives were applied, costs de- 
creased, profits increased. 

We offer some interesting and 
provocative case histories developed 
by this research. Whether the items 
distributed are spark plugs, electri- 
cal goods, hammers or grinding 
wheels, the distribution problem and 
its solution follow an identical pat- 
tern. 

The case studies detailed here of- 
fer dependable yardsticks to guide 
you in making similar investiga- 
tions and applying correctives. 

In one case study, most of the 
orders received from 57.5 pct of the 
customers comprising 2.7 pct of 
the dollar sales, were unprofitable. 
The unprofitable business was 
dropped and sales effort concen- 
trated on the remaining profitable 


volume. Salesmen were relieved of 50 
pet of the calls formerly made, en- 
abling them to increase volume on 
profitable orders, earn more money 
and reduce traveling expense. This 
research disclosed that 97.3 pct of 
dollar sales were drawn from 42.5 
pet of customers; the 2.7 pct of dol- 
lar sales received from 57.5 pct of 
the customers was profitable. 

It cost this organization $2.88 to 
pack, ship, bill and collect for any 
order, regardless of size, and the 
gross dollar margin earned on most 
orders received from 57.5 pct of the 
customers was less than that. 


Made Cost Analysis 


Another company made a cost 
analysis to determine the minimum 
size order which could be handled at 
a profit and found that 50 pct of its 
orders were unprofitable. The cost 
of handling each order was $3.38 if 
it came by mail. If taken by a 
salesman the cost was $5.63. This 
included office processing costs of 
$3.38 with an additional $2.25 for 
the salesman’s salary or commis- 
sion and his traveling and other ex- 
penses. The margin was 28 pct of 
sales. Fifty per cent of all orders 
from salesmen were for $20 or less, 
$10 or less on mail orders, and so 
the cost of handling and selling ex- 
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Here’s How and Why: 


AUTOWASH COSTS LESS...No. 840 with 81” 
handle at $3.49 retail and No. 840L with 36” handle 
at $3.98 retail is a price advantage that means 
faster turnover, greater volume, more profits! 














BETTER PROFIT MARGIN... you make a longer 
profit on Autowash—average 60% mark-up. It 
pays to push this unusually attractive item. 












MORE QUALITY FEATURES...in design, mate- 
rials and workmanship Autowash is the better 
buy among fountain brushes. 















Special . « » your purchase of Autowash brushes 
entitles you to the Autowash display stand with- 
out additional cost. Sent postpaid on receipt of 
the card packed with every shipping carton. 




























FOR EASY WINDOW WASHING 


Autowash simplifies the task of washing outside 
windows, storms and screens. And it does the 
job in a fraction of the time it took before. 


FOR EASY HOUSE WASHING 


Househoiders find Autowash wonderful for scrub- 
bing walls, porches, terraces and other dusty, 
grimy surfaces. Stiff-bristle refills available. 
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FINEST FOUNTAIN 
BRUSH MADE 


Autowash is outstanding for 
quality and workmanship. 
The brush plate is heavily 
filled with soft, resilient, care- 
fully selected blended natural 
horsehair that flares out to a 
4Y," diameter. The fountain 
head is polished die-cast 
aluminum, practically inde- 
structible, girdled with a 
bright colored, heavy, genu- 
ine rubber gasket bumper to 
protect the automobile finish 
against scratching. 

When the Autowash brush 
becomes worn, it can be 
replaced by unscrewing the 
brush plate and installing a 
refill at a nomifal cost. This 
replacement feature also per- 
mits use of a stiffer brush for 
house washing, etc. 

The long and short Auto- 
wash brush handles are inter- 
changeable, and are made of 
brightly finished aluminum 
for lightness and strength. 
Hose connections are solid 
brass and leak-proof. 


ORDER FROM 
YOUR JOBBER: 


or write Dept. H for further 
information 












A Sure Seller! 


New, Improved 10-N 


GARDEN GROWER 





it will pay you to feature this highly 
useful, versatile tool in your Spring Gar- 
den showing. Every home gardener is 
a prospect. 

10 inch revolving reel with saw-tooth 
carbon steel blades. Double-edge weld- 
ing knife, adjustable for depth. 5-prong 
detachable cultivator. Shovel attach- 
ment. Lawn mower handle, adjustable 
for height. Attractively finished. 


OTHER POPULAR NORCROSS PRODUCTS 
* Cultivators (1, 3, 4, 5 prong) * Weeders 
* Asparagus Knife * Full Line of Forks 


C. S. NORCROSS & SONS CO. 


BUSHNELL, ILLINOIS 


Ask Your Independent , 
Jobber. 4 


Quality Garden Tools 


ceeded the margin earned on this 
business. 

In another company it was found 
that 25 pet of its dollar volume came 
from orders under $10 and that it 
lost 44 pet on sales from this busi- 
ness. A small order loss survey 
made not long ago showed that dis- 
tributors broke even or lost money 
on 30.1 pet of the dollar sales vol- 
ume. 

A Product Evaluation Study, 
made by the Central States Mill 
Supply Association in cooperation 
with manufacturers of grinding 
wheels, cutting tools and threaded 
products, disclosed that it cost from 





$1.61 to $3.20 to handle an order. 
It was found that the purchasers of 
smal] orders were penalized as wel] 
as the sellers. The cost of placing 
a purchase order ran from $1.27 to 
$1.75. More than 40 pct of the or. 
ders were for $5 or less and, using 
the smaller figure, $1.27, it cost 
the purchaser 25 pct of the value 
of a small order for the paperwork. 
The seller on the same order paid 
out at least $1.61, or a total of $2.88 
to handle a $5 order. 

Buyers and sellers who had han- 
dling and selling costs in the high- 
est brackets, $3.20 and $1.75, would 
record an outlay of $4.95 on a $5 











Fig. | 
Functional Costing Table 
Functional Number Unit 
Functions cost of units cost 





Personal calls 
Phone solicitation 
Handling mail-orders 


Order handling 


Entering orders 
Selecting stock 
Assembling stock 


Storage 
Boxing and Packing 


Delivery 


Loading on carriers 
Routing orders 
Traffic routine 
Freight 

Express 

Truck 


Bookkeeping 


Extending credit 
Invoicing 

Posting charges 
Monthly statements 
Calcu'ating payroll 
Sales analysis 
Collection expense 


Bad debts 


Financing 


(a) Carrying accounts 


(b) Bad debt losses 


General overhead 








1891 


once 
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Don't let the BIG ONE 
get away! 


“Sorry, we don’t have it right now.” 

Your customer’s disappointed. You lose goodwill, 
a sale and a profit. Don’t let it happen to you. 
You know . .. every smart merchandiser knows... 

adequate stock and mass display are your best bets for 

bigger net profit. So get ready now to give your customers what 

the *y want. Cash in on the coffee maker business that’s yours 

for the taking. Your first step is easy. 








Remember 19.2% of the yearly retail sales of small 
appliances are made in January, February and March. 
Your customers will be asking for Silex Coffeemakers. 
Make sure you can supply them. Replenish your depleted 
stocks NOW. As an added incentive, Silex offers you a 
Restocking Deal that can’t miss ringing up more profits 
for YOU. Choose the assortment that best suits your 
needs. Then act fast... act promptly . . . while this offer 
As any fisherman knows, the more —_—Jasts. Order through your distributor or write us. Today! 
you restock, the more you take out! 


Restocking Assortment #1 Dealer Margin 44.8% 


LIST PRICE TOTAL 
12 Silex Manhattan Coffeemakers 3.75 45.00 
6 Silex Coffee Misers 3.50 21.00 
6 Silex Aiken Coffeemakers 5.95 35.70 
List Price 101.70 

Free Merchandise 
6 Silex Lower Bowls (LW-8) 1.50 9.00 
Total List Price 110.70 
Dealer Cost 61.02 
$ Margin 49.68 


_ Restocking Assortment *2 Dealer Margin 44, 8% 


a LIST PRICE TOTAL 
6 Silex Manhattan Coffeemakers 3.75 22.50 
3 Silex Coffee Misers (CM4B) 3.50 10.50 
3 Aiken Coffeemakers 5.95 17.85 
List Price 50.85 
Free Merchandise 
3 Silex Lower Bowls (LW-8) 1.50 4.50 
Total List Price 55.35 
Dealer Cost 30.51 
$ Margin 24.84 
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Fie PWEK Gyocy 


HARTFORD 2, CONNECTICUT ~- In Canada: The Silex Co., Ltd., St. John’s, P. Q. 
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Only two square feet of space — but 
it gives you fast turnover at a nice 


3714% profit. 














Modernize your brush department 





with this new mass display that 





shows brushes, not furniture. 








Put it in a good traffic spot, and 





watch your household brush turn- 
over — and profits — start to climb. 

Rent-free with Kellogg Assortment 
No. 2944— consisting of sixteen tested, 
sure-fire sellers that pack 37144% 


profit for you. 





Order today from your wholesaler — 
or write us for details. 


Kellogg @ Brushes 





Kellogg Brush Mfg. Co., Westfield, Mass. 
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order. These hidden losses are tak. 
ing a big bite out of the profits of 
wholesalers and manufacturers jp 
this industry. They indicate the 
tremendous waste that runs through 
the entire field of distribution, g 
waste that can be stopped only by 
minimizing the number of small 
unprofitable orders bought and sold. 

The toll that the small order ley- 
ies upon manufacturers, wholesal- 
ers and retailers in this country 
runs into millions of dollars yearly. 
It is estimated that more than 40 
pet of the dollar volume of all dis- 
tributors and manufacturers covers 
orders of $10 or less. 


Condition Not New 


This condition is not a product of 
our inflationary cycle or war econ- 
omy. It has existed for a long time. 
In the first distribution cost study 
made by the Bureau of Foreign and 
Domestic Commerce in 1927, it was 
found that a large proportion of the 
sales of a certain hardware whole- 
saler was handled at loss. 

The wholesaler then stopped sell- 
ing about 50 pct of his customers 
and at the same time dropped about 
30 pet of the number of items car- 
ried in stock. In spite of an apprec- 
iable decline in sales volume, in the 
first year after this policy was put 
into effect, the following results 
were obtained: The operating ex- 
penses were reduced significantly 
(4 pet below the average expense 
ratio for the trade as a whole) 
prices to customers were lowered, 
and dollar net profits were three 
times greater than previous average 
annual earnings. Research discloses 
that the picture hasn’t changed to- 
day. In fact, the situation is far 
more serious now and all wholesal- 
ers should attempt a practical solu- 
tion in order to maintain reasonable 
profits. 

The speed of modern transporta- 
tion is partly responsible for the 
small order. Years ago salesmen 
called only once or twice a year in 
some of the more remote areas. 
Wholesalers and retailers bought 
heavily then because they knew they 
could not get re-orders in a hurry. 
Today, with motor truck, fast 
freight and plane to rush goods to 
purchasers, they have become con- 
ditioned to speedy deliveries, some- 
times two or three deliveries by 
truck from suppliers in a week. 

As a result, many retailers or 
contractor-dealers assume that it is 
unwise to tie up cash in big pur- 
chases when they can buy from 
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hand-to-mouth and satisfy their 
trade demands just as well. But the 
research done on the small order 
problem shows this to be a fallacy, 
that the retailer, and also the whole- 
galer, often loses more than the 
profit on a small order through the 
paperwork and handling expense 
to process it. 

A number of manufacturers and 
distributors now refuse to take 
credit orders for $10 or less even 
from well-rated accounts, justifying 
this action by emphasizing the econ- 
omies this provides both seller and 
buyer as shown by various research 
studies. 

Broken package sales are often 
loss orders for suppliers. One whole- 
saler changed his pricing policy to 
cut distribution losses on handling 
broken package lots, putting into ef- 
fect a 40¢ service charge for each 
broken package. The carton prices 
affected by this service charge will 
run from 45¢ to nearly $3 a carton 
and will make the average increase 
about 25 pet, which is an incentive 
to the buyer to purchase in larger 
quantities. It also cuts the cost of 
his handling the purchase in his 
own organization. 


Hits Two Ways 


The loss on unprofitable orders 
hits two ways. The seller loses. The 
buyer loses. Like the supplier .who 
buys in small quantities at a loss 
many industrial firms buy supplies 
in hand-to-mouth fashion. 

Often the paperwork involved in 
ordering and the subsequent han- 
dling expense exceeds the value of 
an order. It was found that many 
purchasing agents have a habit of 
sending in orders from 50¢ to $5, 
which cost from $1.50 to $2.50 to 
handle and record before and after 
the goods are received. In some 
cases, these orders were duvlicated 
weekly. So, manufacturers, as well 
as wholesalers and retailers in this 
industry will do well to make some 
cost studies on this phase of distri- 
bution. 

The wholesaler and manufacturer 
should use a functional costing table 
(See Fig. 1) to determine whether 
an order is profitable, breaking 
down the operations to the function, 
determining the cost of each func- 
tion, then dividing this total by the 
number of units handling to get the 
unit cost of each function. The 
functional costing table shown on 
p. 124 details the unit of measure- 
ment, which will vary according to 
the organization. 

This cost sheet could be used, 
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; : No. 20 CP, capacity 
Your customers like out-of-season food luxuries 99 qts. Rack holds 
at in-season economy prices? Show them modern ggvyen 1 qt. jars. 
easy-to-use Belmont Canners with cold-pack 
method that delivers all the rich goodness of fresh- Noe. 24 CP, capacity 


gathered food plus that wonderful home-preserved 24 ats. Spider rack 
flavor. holds seven 1 qt. or 


five 2 gal. jars. 


* Lots of eye appeal... snow-flecked deep blue 
brightened with touches of red! 


* Smooth extra-durable porcelain on rugged metal 
base... made for years of satisfactory service. 


* Electro-tinned rack designed to handle jars easily. 


Take out the rack and it doubles for large quantity 
¥* cooking—perfect for big parties. 


¥ Easy-to-clean flat bottom and sides . . . no corru- 





| gations. 
* Unmatched quality at a fast-turnover, long-profit 
| ice. 
er eee Write TODAY for 
¥ Scientifically packed in special cartons to insure information and 
damage-free delivery. prices... ask for 


your copy of the new 
Belmont catalog. 


Top Quality, Popular Priced 





ENAMELWARE 





Made by Selmout Stamping & Enameling Co., 100 Belmont St., New Philadelphia, Ohio 


@e@2@2¢ 6 © @ @ & @ @ Division of The Ridge Tool Company, Elyria, Ohio © 09 OOS S8S 8 
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with adjusting listings, to fit the 
business, by a wholesaler or manu- 
facturer. It shows the many func- 
tions required to process an order 
sent to a wholesaler or retailer and 
why small orders are loss-orders. 
Do not assume, as too many busi- 
nessmen do, that if the cost of han- 
dling an order is $5, that there is a 
profit on all orders over $5. 

The borderline between the profit- 
able and unprofitable order depends 
upon the margin earned. 

Before management can make a 
profit on a small order, the margin 
or gross profit must exceed the han- 
dling and selling cost, including all 
the paperwork attendant thereto. In 
simplified form, this is how to figure 
it. 





Order received totals $5.00 
Margin earned on 

ae 1.50—30 pct 
Cost of goods sold .. $3.50 
Cost of handling and 

i 2.45 
Total cost of order $5.95 
Received for order 5.00 
Loss on order.. .95¢ 


Orders of this type are being 
filled at a loss by many suppliers un- 
beknown to them because they do 
not cost their sales. 


Can Reduce Costs 


Management can redu:e ¢o-ts and 
increase profits by abandoning its 
outmoded policy of complete cover- 
age in the application of marketing 
effort. A policy of directing or con- 
fining marketing efforts insofar as 
feasible to profitable customers, or- 
der sizes, sales territories and com- 
modity lines is called selective sell- 
ing, as opposed to a complete-cover- 
are policy. 

In the formulation and execution 
of a policy of selective selling, dis- 
tribution-cost analysis is a valuable 
tool. 

Cost studies of internal distribu- 
tive functions, such as storage, or- 
der assembly, order routine, receiv- 
ing and shipping, have shown that 
there are large areas for improve- 
ment. The one-story streamlined 
warehouse in the wholesale field is 
one example of how efficiency can 
be improved and distribution costs 
reduced. Orders are handled on the 
assembly line principle, mechanical 
tabulating equipment prepares in- 
voices, makes sales analyses and rec- 
ords the perpetual inventory. 

Through the cooperation of han- 
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P. A. HAILS... 
BRING A. M. SALES 





To encourage morning buy- 
ing ... merchants in a mid- 
western town installed a pub- 
lic address system along their 
“Main Street.” 


Names taken from the city 
directory were broadcast pe- 
riodically. These persons re- 
ceived merchandise awards 
provided they called at any one 
of the participating stores 
within a few minutes after 
their names were heard. 

Morning shopping increased 

. and helped thin out the 
usual swarms of afternoon 
shoppers. 


SAVE THIS... 
FOR A RAINY DAY 


If you had 200 umbrellas, and 
every rainy day you loaned one 
to any person who might walk in 
and ask for one (leaving only a 
name and address) how many 
would you have left after six 
months? 

A woman’s apparel shop in 
Cincinnati, which has featured 





These ideas have proved profitable to retailers in various fields. 
With a little ingenuity they can be adapted and put to work 
for you too. 


~ alli Soils 





such lending as part of the 
store’s service, offers an interest- 
ing answer. 

After six months, the umbrella 
inventory showed: Umbrellas on 
hand, 197; Storm casualties, 1; 
Lost, strayed or stolen, 2; new 
accounts opened, many. 


BAKER'S DOZEN 


The time-honored custom of 
the “Bakers Dozen” ... giving 
13 items when a customer buys 
12...is being expanded by alert 
retailers to keep customers com- 
ing back and increase sales vol- 
ume. 

For example: A Michigan shoe 
store has set up a shoe club; any 
family may join and when 12 
pairs of shoes are bought, the 
next pair is free. 


OK. LETS HAVE 
ONE ON THE 
HOUSE! 






A sporting goods store gives 
away an extra golf ball or fishing 
plug when a dozen of the same 
article have been purchased. 

The items do not have to be 
bought at one time . . . simple 
records can be kept of each sale 
over a period of months. 

Look around! What do you 
sell that can be offered in this 
way? 
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Don’t overlook a “good thing” 


dling and selling departments, map. 


mum units of sales that will be 
handled, reducing the frequency of 
sales calls on certain customers. t 
may establish incentives to sales. 
men and customers to eliminate up- 
profitable sales, by such methods 
often turning unprofitable business 
into a source of profit. 

After a three-year test, one 
wholesaler increased the average 
annual size of an account from $708 
to $1,376, the average order from 
$85.66 to $118.51, the average in- 
voice from $67.98 to $91.78. Some 
manufacturers, wholesalers and re- 
tailers, after cost analysis, have 
substituted more profitable custo- 
mers and commodities for those 
which were a source of loss, other 











Model 161—Low, com- 
pact, streamlined. Magni- 





managements have just eliminated 
the unprofitable sales. 


Affects Public Opinion 


Not only will distribution-cost 
analysis be beneficial to manufac- 
turer, wholesaler and retailer, but 
the effect on public opinion will be 
salutary. Distribution costs are 
high, say some economists and those 
who criticize the free enterprise 
system. Eliminating or minimizing 
the unprofitable order will bring 
goods to the consumer at rock-bot- 
tom prices with no loss to the sellers 
and help perpetuate an economy 























fying lens, 260 Ibs. capac- 
ity. Choice of colors. 
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If you’re interested in lines that count, you 
can’t afford to overlook the Health-o-Meter 
Bath Scale line. America’s first bath scale, 
America’s best known and most popular 
bath scale, Health-o-Meter is solidly backed 


a 


~ a 


ae 


that has no equal anywhere. 

We have not tried to chart the 
means by which the reader can ap- 
praise the profitability of small or- 
ders. There are too many variables 
in operation between different or- 
ganizations to standardize proced- 
ure. We merely outline what has 
been done in this connection, the 
advantageous results achieved, the 











by consistent national advertising in lead- 
ing consumer magazines. 

Yes, you can count on Health-o-Meter to 
do a real job for you. Precision-built for 
unfailing accuracy, and styled with charm 


current dangers inherent in the 
continuance of a laissez faire atti- 
tude on the small order and counsel 
the manufacturer, wholesaler and 
retailer in this industry to carry on 
from there in cooperative study and 











and distinction, every Health-o-Meter you 
sell means another satisfied customer—an- 
other customer well served. 





Nationally Advertised 


de Good Housekeeping 
e Ladies’ Home Journal 
and 
e Better Homes and Gardens 


action to correct a condition of long 
duration. 

Through his salesmen, the whole- 
saler should also induce the contrac- 
tor-dealer to appraise his buying 
habits and if he buys in small quan- 
tities repeatedly, he should be shown 
that he will do well to budget his 
purchases so that he will give fewer 
orders, but larger ones. It will cost 
him less, the wholesaler will benefit, 
so will the manufacturer, and an 
economic waste in distribution will 
be minimized to the benefit of all 
business and the betterment of our 











CONTINENTAL SCALE CORPORATION + 5701 South Claremont Avenue, Chicago 36, Illinois 


130 





HARDWARE AGE, JANUARY 8, 1953 


free enterprise system. 
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Books for the 


Hardwareman’s Library 


—— 






“Winchester, the Gun that Won 
the West”—Here, in 500 easy-to- 
read and profusely illustrated 
pages, is the complete and authen- 
tic story of the gun which was de- 
scribed by the Confederates as “that 
damned Yankee rifle that can be 
loaded on Sunday and fired all 
week.” 

A real collector’s item, this book 
tells of the development of guns 
and ammunition and describes the 
place of Winchester Repeating 
Arms Co. in the financial picture of 
a growing country. Perfect for the 
gun bug and the historian, the 
photographs in the book are alone 
worth the-cost of the book. A must 
for the sportsman’s library. The 
book also contains an interesting 
chapter on the Winchester-Sim- 
mons merger, 500 p., $10. Sports- 
man’s Press, 1115 Seventeenth St., 
NW, Washington 6, D. C. 


* * * 


Credit Manual of Commercial 
Laws—The 45th annual edition of 
this useful volume is now available. 
It gives the latest amendments and 
new laws of interest to business- 
men. The new manual includes the 
new Fair Trade laws, the amend- 
ments to the National Bankruptcy 





Law, as well as revisions in state 
laws pertaining to sales, credits, 
collections, assignments, judg- 
ments, notes, liens and other credit 
problems that arise in business. 
What to do and what not to do from 
the time the order is received un- 
til the account is paid is thoroughly 
covered in the pages of this very 
useful book. National Assn. of 
Credit Men, 229 Fourth Ave., New 
York 3. $10. 818 pages. 


* * * 


Collection Letters and Ideas—A 
practical treatment of every day 
collection problems is given in this 
book. Actual letters are given cov- 
ering many aspects of collection 
efforts. Effect of color on collec- 
tion notices, the unearned discount 
problem, stunt letters and their pit- 
falls, etc., are covered. Letters are 
broken down to cover various 
phases of collection from the mem- 
orandum stage through to the coer- 
cive stage. Universal Business Ser- 
vice, 201 Howard Street, Green- 
wood, Miss. $2. 72 pp. 


HARDWARE AGE, JANUARY 8, 1953 





| 









Cix months ago... 


Come see us at the Housewares Show . .. we've « brand new 
sales program te match our whopping production schedule 





, 
4 Lyccnlon wan 
. _..the Melmac Dinnerware EVERYBODY wants! 





aduet od BUUNTUN © 
Cumtom Moder for over Uhirty years 


now! 


This od appeored July 1952 


35 cynics travelled 35,000 man-miles 


The 35 cynics were our own Boontonware sales-representatives 


We said seeing is believing and brought them in 
from East, West, North and South to our plant. 
Here’s what they saw— (accomplished in a 
short six months... . despite demand increasing every day): 
A plant re-vamped and expanded. 
New presses, new equipment of all kinds, new production techniques... 
all geared and producing today to meet your requirements 
at a delivery rate you have a right to expect. 
They went away convinced. 
Let them tell you all about it and make your plans now 


for those fat 1953 Boontonware sales. 


conlon ware’ 


MELMAC® dinnerware at its finest! 


the Melmac Dinnerware EVERYBODY wants! 





BOONTON MOLDING COMPANY, Boonton, New Jersey 


SEE YOU AT THE SHOW-BOOTHS 507-9-11 























HOW DO YOU 
PRONOUNCE 


Guy? 


SOME FOLKS THINK oF 
DOLLAR ByiLLs...AND 
ALL CALL US 


phex 


OTHERS THINK OF CATALOGS 
AND aN, IW TURN, 


SOME SAY £23 "BUSH’ 
SOME SAY Soren 


BUT IT REALLY 
DOESN'T MATTER... 
RHYME IT WITH “DUKE” 
AND You'’LL SAY Buch 
THE RIGHy WAY EVER AFTER. 


Honest folks— it doesn’t mat- 
ter what you call us— just as 
long as you keep right on 
calling us when you want the 
best in packaged and un- 
packaged Home Wheelbar- 
rows, Heavy Duty Commercial 
Wheelbarrows, Lawn Spread- 
ers and Water Ballast Lawn 
Rollers. 


carrying the load 
since 1868 





Short Glass ei Build _ Sales 


—— se 





When Meaning Furniture & Hardware Co. in mae Mich., in- 
stalled short glass shelving, at varied levels, in its gift department, 
sales began to be higher than when long, single shelves were used. 
Good gift volume is done in this section with both local residents and 


tourists. 


Gift wrapping service is a feature of the department, extra 


charges being made for fancy wrappings. 





Gift Approach Helps Sell More Housewares 


(Continued from page 97) 


in back of the demonstration booth 
in Fig. 1 is equipped with a center 
panel of pegboard, one of the most 
versatile and convenient display 
props ever invented. 

Special metal hooks and small 
shelf supports can be purchased 
from most display materials jobbers 
and can be inserted in the peg- 
board to hold all manner of kitchen 
tools or other housewares. 

The two-step risers, which sup- 
port the pegboard can easily be 
built from pine lumber. The two end 
risers should be notched to support 
the panel. 

A full line of housewares of the 
kind suitable to be given as gifts, 
can be displayed on the table top 
or risers. 

If the budget will allow it, it is 
a good idea to cover the entire top 
of the island unit with plate glass 
mirrors so that all the chrome 
finished housewares will be re- 
flected, which multiplies the optical 
effect of mass display many times 
over. 

Another good display effect can 
be achieved by using ordinary 4- 
in. plate glass on the table top, over 
a royal blue paper. The glass is easy 
to wipe off and solves a maintenance 
problem, while at the same time 
enhancing the appearance of the 


merchandise that is on display. 

When a 30-in. high display fix- 
ture is used for displaying this type 
of merchandise, the center pegboard 
panel should be 24 in. in height and 
then the total fixture height of 54 
in. will not be above the average 
eye level. 

Picture this unit covered with 
chrome finished housewares, and the 
demonstration booth in use, and one 
can imagine how much increased 
business it can stimulate. 

A circular platform to use on top 
of the pegboard panel can be cut 
from %-in. plywood. Two notched 
supports will hold it on top the 
panel. (See detail E, Fig. 2). 

In order to get some action into 
the display a small electric turn- 
table can be placed on top this smal: 
round platform. This turntable can 
be used to slowly rotate a “Gift 
Center” plywood sign, attached to 
the top of the turntable with meta! 
angle irons. 

Motion is a valuable addition to 
any display and this Gift Center 
sign will attract attention. 

This, together with the lighted 
signs and shadow boxes, and an 
attractive young lady in a bright 
apron, would certainly increase 
sales greatly in your houseware3 
department. 
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\.. Y the time 
4 ¥, the effort 


DEMONSTRATOR 
PLAN 


You know yourself that nothing sells like a real demon- 
stration! Nothing makes a man want a Foley like 
guiding it over a strip of lawn... long enough to 
compare its operating ease with the back-breaking work 
of his old “push job”. 


Rush the coupon below for , 
full details. Our distributor 
salesman will tell you all 
about the Demonstrator Plan. 
You’ll feel you can’t grab it 
fast enough. 


Book 
FREE FREE a Mail This Coupon Today 
DEALER MATS LAWN-CARE s. FOLEY MANUFACTURING COMPANY 

: eS] 3300 Sth Street Northeast 
Newspaper ads that will ee Dept. HA 
stop the reader with the BOOKLET Soe Minneapolis 18, Minnesota 
good mPa and a A come. ee Please rush me details on your Foley-Guar- 
ing sales message abou prepar y an a 
the Feley-Guarantecd sutheriiy on this Ky anteed Power Mower Demonstrator Plan. 
Mower—and steer him to subject. Covers in detail 
your store. every phase of creating and 


ERE ES ee SE SS A ee re ed 
...and Other Free Pow- maintaining a beautiful 
erful Selling Helps. lawn you'll be proud of! Address. 


Manufacturers of FOLEY Kitchen Utensils, City Stat 
Saw Sharpening and Lawn Mower Sharpening Equipment. 
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Housewares Show PREVIEW 


(Continued from page 107) 








EKCOWARE starter set of 6 
pieces includes 7-in. skillet, and 1- 
and 2 qt. sauce pans. Copper bot- 
toms on stainless steel. In colorful 
gift carton. To retail for $14.95. 
Ekco Products Co. 


For more data circle No. 89 on postcard, p. 169 








WESTINGHOUSE Grill-N-Waf-. 


fler toasts, fries, grills and bakes 
waffles. Has automatic signal light. 
Expansion hinge permits top to 
rest at vertical or fold back. West- 
inghouse Electric Corp. 


For more data circle No. 90 on postcard, p. 169 








MARY PROCTOR Zadalon Pad 
& Cover Set is boxed in display 
carton. Scorch resistant; for steam 
or dry ironing. Fits standard 
tables. Washable, non-shrink. Proc- 
tor Electric Co. 


For more data circle No. 91 on postcard, p. 169 





VINYL Kushion Koated dish- 
drainer is made of steel wire and 
coated with vinyl. Has plastic re- 
ceptacle with perforated bottom for 
silverware. To retail for about 
$2.49. Artwire Creations, Inc. 

For more data circle No. 92 on postcard, p. 169 





TITAN Picnic Grill No. 201 is 
packaged in an attractive carrying 
case. Has detachable legs, a 19-in. 
diameter bed and draft check. Of 
22-gauge steel, copper-bearing steel 
wire in grid. Titan Mfg. Co. 


For more data circle No. 93 on postcard, p. 169 








RUBBER-COATED sliding glass 
rack holds 8 glasses, 6 to 12 ounces. 
Mounts on underside of any stand- 
ard wood or steel cabinet shelf. Sug- 
gested to retail for $1.98. Gray Co. 


For more data circle No. 94 on postcard, p. 169 
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GARDEX Merchandising Rack 
is designed as self-service depart- 
ment for any part of store. Mea- 
sures 34 by 48 in. Priced at $19.50 
to dealer when bought with mini- 
mum assortment. Gardez, Inc. 

For more data circle No. 95 on postcard, p. 169 





MARSHALLAN No. 812 Metal 
Utility table has a built-in 3-way 
electrical outlet. Heavy gauge steel. 
In 3 colors in baked enamel. 16 by 
22 x 30 in. To sell for about’$6.95. 
Marshallan Mfg. Co. 


For more data circle No. 96 on postcard, p. 169 





FOLEY ball-bearing _rolling pin 
has steel bearings, steel center, rod, 
selected -hard maple rollers, var- 
nished contour handles. Retails at 
$1.98. Foley Mfg. Co. 


For more data circle No. 97 on postcard, p. 169 





(Continued on page 136) 
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Firestone /2Gw 







44 COULDN’T ASK FOR A SNAPPIER SALES LEADER THAN THIS 


EYE-PLEASING, YEAR-’ROUND SCREENING. IT HAS — 




















PM Ne sae cIRESTONE Velon 


New and old home-owners alike want this weather-resistant Screening 
SALES APPEAL: that won't rust, stain or bulge and never needs painting. 





12 M ta Screening woven of FIRESTONE Velon costs a little more than galvanized, 
r etal RIGHT PRICE: less than most other types of Screening. And there's a sweet mark-up 
in 7 for you. : 
uge steel. 
el. 16 by NATIONAL ADVERTISING: Our colorful advs. in leading Home magazines will direct customers to 
° your store. 
ut’ $6.95. 
feard, p. 169 rr O 
F he) / ; ( % ‘ 
| , THE TEAM ; e> 
e i 
; THAT TURNS 7 


: fo 








fe : SALES TRICK 


so little 
lay takes 0 
x The Velen i whole messsage 


sas peep re busy else- 
“4 en cross even Wh ; 
f all in the store \t stores . 
eer) ~ | 
i dispenses the 6 most popular scree 
4 al | ing widths 
- With your 
Screening, 


purchase of 6 rolls : 
the Velon Display Rac 
$9.95—less than a 





nl 

ng pin : & f i ae . order Screening woven of FIRESTONE 
d-on screen to convince Velon. Available in all standard 
er, rod, j- F Use the Stan tical customers thal widths in forest green, bronze brown 
3, var- the most — ciResTONE Velon and aluminum gray. Mesh 18 x 14. 
ails at Screening paige its shape under Filament diameter .015”. Call your 
wont break - Wholesaler right away. If he doesn't 

en heavy presse handle Velon, write or wire us. 


Plastic llloven Products (ZEW Iie,» cemoe sme 


PATERSON 3, N. J. 
MAKERS OF SCREENING WOVEN OF Firestone Jean: 
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here’s why 


it pays 
to stock 


Stock STAR Blades and 
you're stocking a line 
sold only through rec- 
ognized Distributors. 


Stock STAR and you’re 
stocking a line which 
is nationally adver- 
tised, year after year. 


Stock STAR and you’re 
stocking a line with 
proved, established 
quality. 


Yes, when you sell STAR Blades, you’re 
selling the line that’s profitable, the line 
that makes repeat sales easy because 
STAR Blades cut right. @ 1829 


LEMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hack 

Saw Blades, Frames, Metal Cutting Band 
Saw Blades and Clemson Lawn Machines. 




















VINYLEEN Plastic Quilted 
Cushion has filler of 60% molded 
shredded latex foam rubber, 40% 
cotton felt. Washable. Four colors. 
To sell at $1.98. Weiss & Klau Co. 


For more data circle No. 98 on postcard, p. 169 








PARAGON “de-frost-it-80” is 
designed to convert any home elec- 
tric refrigerator to fully automatic 
nightly defrosting. Is plugged di- 
rectly into receptable. List price 
$8.95. Paragon Electric Co. 


For more data circle No. 99 on postcard, p. 169 








CADIE wire rack display holds 
2 doz. Cadie chlorophyll dog clean- 
ing cloths, each in plastic pouch. 
Rack free with minimum order of 
2 doz. Cloth to sell for 49¢. Cadic 
Chemical Products, Inc. 
For more data circle No. 100 on postcard, p. 169 





BAR-B-Q BIBS are printed jp 
yellow and red. Cellulose materia] 
with plastic backing and ties, 18 
by 18 in. In cellophane packages of 
five, to sell for $1. Central States 
Paper & Bag Co. 


For more data circle No. 101 on postcard, p. 169 








REFLECTO Colonial Ranch 
Style Mail Box, made of cast 
aluminum, has Swedish hammered 
iron finish. Hinged cover, 10x13x3 
in. Brass straps for magazines, 
Reflecto Letters, Inc. 

For more data circle No. 102 on postcard, p. 169 





SPRED GLOSS latex base in- 
terior enamel dries to luster finish. 
Like Spred Satin it was perfected 
for use on bathroom, kitchen walls 
and interior woodwork. Glidden Co. 
For more data circle No. 103 on postcard, p. 169 








(Continued on page 138) 
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NEW junset FACTORY 


To Speed Delivery of 
Sunset Fishing Lines...Everywhere 


















Ranch 
of cast 
hammered 
"9 10x13x3 
1agazines, 





steard, p. 169 

















Se in- THERE’S A SUNSET LINE FOR EVERY FISHING NEED—AND FAST SERVICE WHEREVER YOU ARE 
finish. 
fected - 
walls SUNSET LINE & TWINE COMPANY takes pleasure in . 
om Co. announcing the opening in January of a completely equipped . ® 
, p. 169 modern factory, centrally located in Florence, Alabama, to - 
speed service on Sunset fishing lines to the Southwest and all * 
points east of the Mississippi. - 
4 The same high quality and variety of lines that Sunset has 
» produced in California will be manufactured in the new 
southern mill. 
Overnight deliveries to most southern cities... rapid service to 
the Midwest and East. 


‘Remember that Sunset is the only manufacturer of fishing 
lines that can serve you from two mills. Call on Sunset for 
quick deliveries from whichever plant is nearest you. 


SUNSET LINE & TWINE COMPANY 


85 Jefferson Street, Petaluma, California | 
Petaluma, California and Florence, Alabama 
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Plant the CANVAS KID Lawn 
Companions in Your Sales 


Garden, Then Watch the 
Big Profits They'll Sprout 


STOCK NATIONALLY-ADVERTISED Canvas Kid 
GRASS CATCHERS AND GROUND SOAKERS NOW! 


Take advantage of the powerful advertising scheduled in five leading consumer 
publications for these two popular lawn and garden items. You'll be helped by 
eight insertions throughout the selling season in House and Garden, 
House Beautiful, House Beautiful’s Practical Gardener, Horticulture 
and Garden Gossip. Don’t miss the big opportunity this campaign offers. 
It’s sure to pre-sell your customers, and will step up your volume and profits. 


JOBBERS: Write today for Canvas Kid Grass Catcher—Ground 


Soaker catalog pages and brochure explaining big 
4 sales promotion campaign for 1953. 
DEALERS: 


Order your Canvas Kid Grass Catchers 
and Ground Soakers early. And be 
sure to ask your Jobber Salesman 
about the new Canvas Kid 
Ground Soaker Display 
Carton, which con- 
tains a one-dozen 
assortment of the 
most popular sizes. 





































CANVAS PRODUCTS COMPANY . 2115 Locust St., St. Louis 3, Mo. 
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{J OLTET, ILLINOIS 





STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8” O.D., 
gauges No. 28 to 3/8’, stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After All/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 








Your emergency re- 
quirements are our 
special concern. 


201 CONNELL AVE. 




















AUTOCRAT all-metal ironing 
table. Legs fold within line of 
board. Folds flat for 2 in. storage 
space. Hangs by handle. 32 in. high 
by 15 in. wide by 54 in. long. Hoy. 
ard B. Rich, Inc. 


For more data circle No. 104 on postcard, p, 169 


DURA-BROOM has _electrene 
bristles which it is claimed will not 
break, crack, or pull out and haye 
magnetic pick-up. Metal housing 
anodized in four color. To sell at 
$2.39. Modglin Co. 


For more data circle No. 105 on postcard, p. 169 


















Housewares Show 
Exhibitors 


(Continued from page 103) 


Booth No. 
Burpee Can Sealer Co........ 411 





















Burroughs Mfg. Corp....... C-520 — 
Busch, S. J., Div. John Hull Memo 
be eo a re 336 
a aes 876 Blanket 
for wa 
C Sell DI 
Cadie Chemical Products, Inc. 533 Comple 
Carlee, TH. cicisccdeesc C-1024 — 
Camtield Mig. Co....i.cccss 437 
Camillus Cutlery Co......... 568 
Capitol Products Co., Inc.... 961 
Cardimal China Co.......... 1060 
CAPS BIS. CO...s cc aswes C-445 
Carlstein, Martin, & Asso- 
Oe, ee ee ere eee 780 
Carroll Shellac & Varnish Co. 309 
Casco Products Corp........ 299 
Case & Sons Cutlery Co., W. R. 279 
Century Plastic Products, Inc. 988 
Chain Store Age... ..66.0e0 856 
Chapman Wire Novelty Co... 309 
i 873 
Chicago Electric Mfg. Co.... 145 
Chicago Metallic Mfg. Co.... 685 
Cincinnati Galvanizing Co... 172 
Cote Gs 2s Be oid bode cose 795 


Clean Home Products, Inc..C-1008 
Club Aluminum Products Co. 666 








Colebrookdale Iron Co....... 693 
Columbia Paint Co.......... 833 
Columbian Enameling & 

Stamping Co., Inc......... 810 
Columbus Plastic Products 

Ss cickucek Ob nariaeie ene 964 
Comfort Lines, Inc.......... 1025 
Continental Can Co., Inc..... 153 
Continental Scale Corp...... 225 
Cooper Thermometer Co..... 844 
Copser Brite, Inc... .......- 570 
Ge re 1063 
Corauas Mfc. Co.........- 782 
Corning Glass Works....... 649 
CPG MS Se 9 Tes ov o's 624 
Cougnian Co... G. N....... 22. 234 
Cromwell Silver Co.......... 919 
HARDWARE AGE, JANUARY 8, 1953 
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Show 
" / 
re 103) J 
Booth No, 
erra. 411 : 
ee C-520 Spring rains and flooded base- 
. Hull Memeo te Dealers ments make sales zoom for Deming 
Snes = Blanket your market Cellar Drainers. The two models 
for water systems! illustrated meet all home needs 
Sell DEMING—the and many commercial and 
, Inc. 533 Complete line! industrial demands. 
.. -C-1024 ‘ “ 
eae ar Designed Right... 
peece 0 ° ° 
Bese aa Built Right eee 
ee : e 
CM Priced Right... 
Sso- 
. 780 Like the complete line of Deming top-quality water systems, 
| Co. 309 Deming Cellar Drainers blanket your market. 
299 
rR. 279 Fig. 4613 Cellar Drainer is designed to meet the big demand 
Inc. 988 for an inexpensive but thoroughly dependable unit. Available 4 
poe in one model for sump setting of 2 feet. . 
. . 
873 Fig. 4604 Cellar Drainer has heavy duty motor and is available ’ 
145 in five units with sump settings for 2, 3, 4, 6 and 8 feet. : 
-. 685 : , . ‘ s 
... 172 High quality, rust-proof construction is used in all Deming Cellar 
795 Drainers. They are built to sell and STAY SOLD! " 
C- ae Ask your Deming Distributor or write us for complete details. . 
.-- 698 7 
833 THE DEMING COMPANY < 
517 BROADWAY - SALEM, OHIO 5 
. 810 
»- 964 
. .1025 - 
. 153 ; 
.. 225 = 
. 844 ~ — 
am yee 
1063 ee ntl 
. 782 = : 
. 649 ~ * p ale : 
. 624 a a 
, 234 
, 919 cs 
1953 
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Booth No. 

D 
Dapol Plastics, Inc.......... 529 
2 oe | 678 
Davies Molding Co., Harry... 324 
ee $65 
a a 756 


Dennis Mitchell Industries.C-504 
Department Store Economist. 771 
Deshler Broom Factory....C-444 


Detecto Scales, Inc.......... 814 
Diamond Silversmiths, Ltd... 108 
Dominion Electric Corp...... 238 
a SR RR eg ae 255 
De 291 
Douglas & Co., David........ 873 
io UL ee aa 352 
Du-Alt Mere. C0... 6605333 863 
IGOR TE Gioia ns 3 Siwscaws 312 
DUNNE TAC. io isc eset aaioun C-460 
Du Pont de Nemours & Co. 
gS a earn eee 1038 
DUtHe CORB: 2.6. nodes 457 
ee 742 
Durst Mie. Co... Ine:.....5.+% 905 


E 


Eastern Frame & Mirror Corp. 773 
Eastern Metal Products Co. 


»_ ER POE Re Oe TP 1035 
Easy Day Mfg. Co........... 773 
Eclipse Metal Mfg. Co...... C-313 
eee ae See 438 
A i 944 
Ekco Products Corp......... 103 
Electric Steam Radiator 

eet eee Pee pee C-312 


Elm Jay Metal Products Co..C-453 
Embee Metal Products Co.... 309 


Embree Mig. Co:........ 419 
Emco Porcelain Enamel Co. 

| a Eee eee ae C-1040 
Emerson Electric Mfg. Co.... 950 
Empire Brushes, Inc......... 957 
Emson Products Corp....... 575 
Englishtown Cutlery, Ltd.... 396 
Enterprise Aluminum Co..... 819 
Enterprise Mfg. Co. of Pa... 350 
Exunger (o., GS. M.........0 910 
Evans International ........ 411 
ee ae 860 


Everhot Products, Tropic-Aire, 
Inc., McGraw Electric Co... 186 
E-Z-Do Decorative Cabinet 


Ne BS verso asd Sie eset osais 778 
b 

Falco Products Co.......... 460 
Farber, 1962:6.. Wiscciccccccs 729 
Farber & Shlevin, Inc....... C-320 
Fasco Industries, Inc........ 229 
Federal Enameling & Stamp- 

Ee SR ee ee ee 237 
Vederal Tool Corp... ......0:+.« 794 
Feemster Co., W. R....66066 489 
Ferry-Morse Seed Co........ 421 


Booth No, 


Finders Mfg. Co......... .. 360 
Fisher Plastics Co., Earl.... 309 


Fletcher Enamel Co...... +. ae 
gol ee 2 ae 721 
Forgee Metal Products Inc..C-982 
Forman Family, Inc......... 764 
Fresh’nd-Aire Co., Div. of 
ET SS. sc adie sites od 624 
G 
G-H Specialty Co........... 298 
G & S Metal Products Co... ..1066 
Garetyn Ge. His. <i-606000 945 
Garden House Products..... 873 
RON FIN, es oie sn wee ore. C-505 
A Se ee 708 
General Electric Co., Small 
Appliance DIV... .0.00.000. 720 
General Floorcraft, Inc.....C-316 
General Slicing Machine Co. 
Tre rrr reer 828 
General Textile Co.......... 519 


General Wood Products Co... 714 
Geuder, Paeschke & Frey Co. 392 
Gilbralter Household Products, 


ale ede arty earner 777 
a ae (ee 484 
Citta, Tig. COmBs.6:5.<:5)5.0 0:0 0:0: 449 
Gits Molding Corp.......... 530 
a err C-1028 
Gold Bond Seat Co.......... 780 
Golden Star Polish Mfg. Co. 

BN iis Viet Sess ace seeds 614 
Goshen Churn & Ladder Inc.. 956 
Gostane Ces. O26 606 3.0.0:00:0 310 
Gotham Industries, Inc.....C-528 
Oe gE ee 1042 
Great States Corp........... 168 
Greenspan & Co., R......... C-313 
Griffith Laboratories ....... 401 
Griswold Mfg. Co.......c 403 
Gustin-Kramer Co. ......... 1028 


H 


H & P House Furnishing Co. 


SRS.. «ccna nvatsssi<« 464 
Haddon Products, Inc....... 517 
TAH CHMEE COs 6 isk 6 ee ccew 345 
Hamburg Broom Works..... 97 
Hamilton Beach Co., Div. 

Beewe Bere... 66.5... v0 60s 157 
Hamilton Glass Co.......... 404 
Hamilton Mfg. Corp......... 367 
Hamilton Metal Products Co. 868 
Hancock Mig. Inic....... .6<+.«%«- 1024 
Handy-Andy Specialty Co., 

Eee Ss ee 705 
Handy Things Mfg. Co....... 248 
Hanson Scale Co........... 132 
TRAMOWARE AGE o oicc ci ciccsc 769 
Harle Specialty Co.......... 773 
Harvell Mfg. Corp........... 980 
Harvey. Bite. U0... <6.6scess C-977 
Heller & Sons, Morris...... 467 


Heller Hostess Ware, Inc.... 344 
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Only TORO helps you sell “on time”! 

















| 345 No other power mower manufacturer Standard mowers are given a special discount for 
. 970 gives eligible dealers a powerful selling use as demonstrators. You show ’em and sell ’em! 
tool like this! It’s ‘“Toro Time’’. . . the Look in the classified section of your phone book 
» 157 first and only finance plan in the power _for the name of your nearby 
: ee mower industry. Toro-Whirlwind distribu- 
868 Streamlined contract forms simplify tor. Call him today for 
1024 your job (if you don’t already have a complete information on 
plan of your own). Toro mails you full ‘America’s Most Complete 
705 cash for accepted contracts in less than Line of Power Mowers’’... 
a four days, and handles collections, too _ plus the new Leaf Mulcher 
769 ... there’s no extra paper work for you. Attachment and Snow 
773 “FREE HOME TRIAL” DEAL! Hound to boost your sales 
~ A life-size Sam Snead display figure, Year-round! 
po uth window banners and ad mats are ready 
oe to help you promote ‘Free Home Trial.” TORO MANUFACTURING CORPORATION 
2936 Snelling Ave., Minneapolis 6, Minn. 
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YOU'LL MAKE A SALE 


WHEN YOU CAN SAY. 


‘Sure, 


WE'VE GOT 
KESTER 
SOLDER” 


Your customers know Kester Solder. They’ve seen it 





advertised for years, and they know Kester Solder’s 
reputation for top quality and matchless 
performance. Confidence in a product builds 
sales . . . that’s why it’s good business for you 


to stock the best— Kester Solder. 


THIS IS OUR ACID-CORE SOLDER 





FREE! 16-page booklet 
“Soldering Simplified,” 
tells how to solder every- 
thing. Write for your 


supply today! 


KESTER 
SOLDER 





The ideal Flux-Core Solder for 
general work about the home, on 
the farm, in the small or large shop 
—anywhere. Made from new 
metals only. On 1 Ib. and 5 Ib. 
spools... the economical sizes. 

? 


THIS IS OUR PLASTIC ROSIN-CORE SOLDER 


Finest for all electrical, radio and TV 
work. No corrosive after-effects . . . no 
electrical leakage. Same as used by 
original equipment manufacturers. 
On 1 Ib. and 5 Ib. spools. 





KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39 
Newark 5, New Jersey @ Brantford, Canada 


— 


Sell KESTER and you sell the BEST] 
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Booth No. 


Herculean Appliance Corp... 448 
Herman’s Novelty Mfg. Co... 328 


Hertzberg & Son, Inc., H..... 661 
Heyman Glass Co., Inc....... 854 
Hillside Metalware Co....... 1020 
NE Ee on nse 40 nee ses C-456 
Hopson & Hottie Coe.......... 693 
Hollywood Kitchen Sales & 
eae 922 
ce ee 873 
Homak Mfg. Co., Inc......... 606 
OO “ee 164 
Hostess Stretcher Corp...... 381 
Housewares Sales Corp...... 714 
Housewares Review ........ 137 


Howard Dustless Duster Co.. 858 
Hull Cutlers Corp., John.... 332 
Peemier Me. CO... 20s sess 915 


Imperial Knife Associates, 


2 | 
Industrial Synthetics Corp... 520 
Inland Steel Products Co..... 778 
International Appliance Corp. 681 
PRON TGRe. coc. cee Vena ovis 1070 
Fieve Were CO. occ ccsacieses 753 

J 
Jackson Mig. Co......cc0x C-1033 
Jacobus Sons, Inc., A. G..... 3438 
Jerywil, H. P., Products... .C-313 
Jiffy Enterprises, Inc....... 567 
Johnson Seed Co., J. Oliver. C-448 
Johnston Corp., Gaston...... 1044 

K 
ee te 829 
Kalamazoo Vegetable Parch- 

PES, og cme sxrean eees 686 
Kalo Metal Craftsman, Inc... 974 
Kamenstein Inc., M.......... 682 
ee ee 680 
Kaplan & Sons, Inc., Joseph A. 709 
Kemer Mig: Go., H..V¥.. 2.35 765 
Kellogg Brush Mfg. Co...... 364 
Kenner Products Co......... 579 
MEOMIOY CORD.. 60.0330 00s crreces 600 
Keystone Silver Inc........ C-973 
Kidde Mfg. Co., Inc......... 806 
OG, re ee 909 
IO TA, SNe os wehle ds 884 
Kitchen Aid Div., Hobart 

TN hes icanse aig dior sps'onsde 197 
Kleinert Rubber Co., I. B..... 284 
Knape & Vogt Mfg. Co....... 169 
Knapp-Monarch Co. ........ 648 


Knickerbocker Metal Guild Co. 417 
Knickerbocker Rubber Co.... 494 


OER BREE. CO... Be. Bec cc.cce 921 
Bora Mire. Co., INC... 0.600% 936 
gt. ee ie 616 
Mreamer, fnc., A... .. 2.6.50 221 
Kromex Industries, Inc...... 201 
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Campbell offers you a complete line to supply 

your customers’ every need. Campbell 
manufactures chain for practically every purpose. 
Each type of chain is engineered and designed 


for maximum efficiency and life on the job. 


Campbell Chain is nationally advertised— 
nationally recognized for its superior quality. 
Campbell gives you complete merchandising 


to help you get more chain business. 


There 02 no weak link in the Campbell line 


CAMPBELL CHAIN Gonsany 


Ta at ee a Pe a Le 


MAIN OFFICE—YORK, PA. * 


Chain for every need—INDUSTRIAL, MARINE, FARM, AUTOMOTIVE 


FOR EVERY NEED &© 








CAMPBELL__<> 


PORCH SWING CHAIN - No. 201 


Quantity 














\ 
CAMPBELL <> 


INCO — <> | 
OUANTiTy TIE-OUT CHAIN 
rm Size 


CAMPBELL <==>_ 


HALTER CHAINS -Welded 












PEt iriidie 











Finisy 
. T 
AMPBE;, ra 


AIN 
York Pa COMPany 














FAMOUS IMPORTED SWEDISH HARDWARE 


America's No.1 


Bowsaw... 
“BUSHMAN” 


\F 
>». 
iN 






From coast to coast, Hardware Dealers 
know the quality of America’s leading 
bow saw—the one and only “Gensco 
Bushman.” They like the wide range 
of saw types and sizes—the merchan- 
dising and point of sale displays back- 
ing their selling efforts. If you don’t 
stock Bushman Bow Saws now, you 
should —to please every customer and 
sell more saws. Write for literature and 
prices. 


FREE POINT OF SALE MERCHANDISER 


This display free with purchase of only 
8 saws and 6 replacement blades. Three 
colors, made of wood and duron. Order 
this starter today. 















Swedish 
Wood Chisels 


11 sizes of the world’s 
finest Swedish wood 
chisels with durable 
Tenite II handles. 
Blades are protected 
with strip-off plastic. 
Free display with only 
16 chisels. Write for 
literature. 


Swedish Mora 
Hunting Knives 






Swedish 
Builders’ Hardware 


Famous Gensco 
Stenman Swedish 
Butts, Straps, Tees, 
Hasps, Bolts and 
other standard type 
builders’ hardware. : 
Write for catalog. 








Swedish 


Wood Screws wa 


Swedish, Gensco-Crown- 
Brand slotted wood screws 
in flat, round and oval head 
styles. Made in bright steel 


Inlaid Swedish steel blades, 
curly birch handles, plated 
brass bolsters, guards and 
butts. Top grain leather 
sheaths with metal reinforc- 






ing. Free display with seven and brass. 
knife assort- Write for 
ment. Write for prices. 







catalog sheet. 





TOOL DIVISION 
INC. 


Illinois 


GENSCO 


GENERAL STEEL WAREHOUSE CO., 


1802 North Kostner Avenue «+ Chicago 39, 
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Booth No. 


L 


La Belle Silver Co., Inc...... 407 
Laitner Brush Co........... 508 
| Landers, Frary & Clark..... 207 
| Law Binwer 'Cé.............. 524 
| caren Ce. F. He. de ecesss. 228 
Bo 539 
Leiner & Co., Geo. S......... 665 
a a 321 
Leipzig & Lippe, Inc....... C-313 
Le John Mig. Co.......... C-1004 


Lennox Metal Mfg. Co., Inc... 504 
Levitz, Harry 
ae eee 789 
Lewis Steel Products Corp... 354 
Lifetime Cutlery Corp... ..C-1029 
Lincoln Metal Products Corp. 420 


Lincoln Plastics Corp....... 969 
Lisk Savory Corp........... 200 
0Gn, SNe. DOR Be.c.s.ccsss 693 
Loven @ Ce., IW@,,. Fo. sc cscs 441 
Loroline Products Inc....... 925 
TOU GO. oniedca gicview dei 927 
EGG Mee. CO...66660sh 40 C-1032 











M 








SS re 116 
mengie Polish Co.. ... 2.2056 833 
Majestic Silver Co........... 992 
Mandeville & King Co....... 826 
Manning Bowman Div., 
McGraw Electric Co....... 186 
Mardigiat COPD. «occ sccnc 423 
Markt & Hammacher Co.....1062 
Marlun Mfg. Co., Inc........ 837 
Marshall Metal Products.... 780 
Marshallan Mfg. Co......... 340 
Martin Stove & Range Co.... 693 
Marvin Mfg. Co., W. B....... 1009 
Mastercrafters Clock Co....C-976 
je ee ae 937 
Master Metal Products, Inc.. 144 
meaatur Mite. Co... .« s's.00255 901 
Mayer Co., Inc., William F... 317 
McKee Glass Div............ 735 
Mell Hoffman Mfg. Co., Inc... 996 
Merit Creations, Inc......... 535 
Merit Enterprises ......... C-536 
Metalcraft Mfg. Corp....... 841 
Metal Industries, Inc., Div. 
Columbian Enameling & 
MEE, GOD, 6.9 ot 000.0 6 Fore 808 
CO re 926 
Metal Ware Corp.......0++. 468 
Ps a | 411 


Meyer of California, Fred. ..1021 
Mever & Sons, Inc., W. F.... 825 
Mevercord Co. 
Midwest Mower Corp........ 1050 


Mumaute Mop Co........5.0666% 115 
Modern Carpet Sweeper Co.., 
| Serres 121 


Modelin Co.. Inc........<. C-1025 
Moore Enameling & Mfg. Co. 124 
Mott & Co., Aaron A......... 833 
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youli Mfg. C 
yunising Pay 
yunising WO 

Inc. 
vurphy-Phoe 
vly-Ko Chem 
wystic Foam 


Nassau Spor 
National Bru 
National Cal 
National Die 
National Fe 
chine Co. 
National Pre 
National Pr 
National Sc 
National Sil 
Naxon Utili 
Nelson Mac! 
Nesco, Inc. 
New Engla 
New York § 

ee 
Nicro Stee 

Div. of C 
Norben, Int 
Northern E 
Northrup, I 
Nosco Plas 
NuTone, It 


0-Cedar C 
0-Cel-O, I 
Orman Co. 
Ostberg S 
Oster Mfg 
Ox Fibre 
Oxford M 

Inc. .- 


Paper Spt 
Para Mfg 
Paragon | 
Parker-G 
Parker M 
Parker M 
Parrish C 
Patent N 
Peal Mfg 
Pearl Wi 
Peerless 
Pennsylv 
Penron, 
Peoria 
Perleide 
Pfaltzgr: 
Phoenix 
Plas-Kit 
Plas-Tex 
Plastic ° 
Plastics 
Plastray 


HARDW 











- 116 
-+. 833 
-- 992 
- 826 


- 186 
-. 423 
- -1062 
- 837 
-- 780 
. 3840 
-. 693 
- 1009 
C-976 
- 937 
- 144 


. 317 

. 735 
996 
535 

-536 
841 


808 
926 
468 
411 
021 
325 
152 
150 
15 


21 
25 


33 











Booth No. 

Mouli Mfg. Corp............ 1004 

Munising Paper Co.......... Yd3 

wunising Wood Products Co. 

BR “aianata anaes i laan ae eae a 885 
Murphy-Phoenix Co. ....... 308 
My-Ko Chemical Corp....... 1033 
wystic Foam Corp........-. 244 

N 

Nassau Sponge Cv......... C-532 
National Brush Co.......... 4ud 
National Can Corp.......... 8zU 
National Die Casting Co..... 689 
National Food Slicin; Ma- 

eS? ee eee 833 
National Pressure Cooker Co. 261 
National Products, In:...... 981 
National Screen Co......... 852 
National Silver Co.......... 125 
Naxon Utilities Corp........ 377 
Nelson Machine & Mfg. Co... 309 
RR i Sct ok hag aig wie a 669 
New England Mop Co....... 780 
New York Standard Mfg. Co., 

BONG cineca mean oceans 857 
Nicro Steel Products Co., 

Div. of Cory Corp.......+5 624 
NE ES caw cose 6 os 1054 

Northern Electric Co........ 1000 
Northrup, King & Co....... C-1036 
OGRO PIBBIOE 6 6csccscceve 1034 
SG Se ee oe 660 

O 
ce ee ee 914 
re. Me se ccavedinle ese 456 
Orman Co., Inc., Leonard.... 518 
Detpere Heed Go.. civics ose 924 
Oster Mie. Co., John........+ 946 


Ox Fibre Brush Co., Inc..... 481 
Oxford Metal Spinning Co., 


De Sas ensw canna eee 388 
p 

Paper Specialty Co........ C-1041 
Pers Ste; Ca, Intis.s c.sce 745 
Paragon Electric Co......... 1005 
PAYKOTAGBINGES 6..cccsccceen 1017 
co ge 888 
Parker Metal Decorating Co.. 768 
Parrish Co., J. Shepherd..... 133 
Patent Novelty Co........... 135 
(oo a: 309 
Pearl Wick Corp..........0. 746 
Peerless Mfg. Corp.......... 393 
Pennsylvania Engineering Co. 318 
PONE SME) chicas scm 833 
Peoria Metal Specialty Co... 741 
Pericide Mig. Co... ...<..08 1006 
Pfaltzgraff Pottery Co....... 879 
Phoenix Table Mat Co....... 374 
ee 917 
Pe 485 
Plastic Metal Mfg. Co....... 493 
Piasties Mig. Co........si00- 1065 
Peamtray Garp. ... cc vscccace 954 
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Sell the Spiral 


Screw Driver 
that's enclosed... 
for long life, safety 


boost hand tool department 
profits with this Greenlee 
high-quality tool 


Here's the Spiral Screw Driver that immediately 
takes the customer's eye. It’s easy for him 

to see how well he’s protected . . . fingers can’t 
get pinched when working with this fine 
tool. And since it is enclosed it stays dirt and 
grit free for long years of good service. A glance 
at the Greenwee Enclosed Spring Return 
Spiral Screw Driver also tells that it is of high 
quality through and through. All parts are 
made to stand up under hard use. . . inside and 
outside sleeves and nose of stainless steel; 
drive nuts of phosphor bronze, other parts of 
high strength aluminum and steel. Hard- 
Wear handle of attractive, durable green 
plastic. Made in small and medium sizes. . . 
individually packed with three sizes of 

bits in handsome package. Get complete 
details on this sales-maker now. 


fole] Rite) Bat \as) 13, | 


—_ 


STOCKED BY LEADING WHOLESALERS 























































TERegpaegaug 











GREENLEE TOOL CO., 1801 HERBERT AVE., ROCKFORD, ILLINOIS 





145 








nO) = 


STEEL TAPES 
give you MORE 
for your money! 


ee 





HANDIER! Longer lived! 
Better looking! .. . You get 
everything with Roe Steel 
Tapes! They’re extremely easy 
to read... and stay legible. 
Black markings are etched 
into the steel which is then 
nickelplated to give a lus- 
trous background. An added 
transparent plastic coating 
assures maximum durability. 





A— Steel tape 

B — White nickel 

C— Black etched markings 
D — Plastic overcoat 


Shown here is Roe Steel Tape 
#202A with leatherette metal- 
band case. Other models fea- 
ture cases in handsewn 
leather, and in metal-banded 
leather. All have a reinforced 
rust resistant liner, flush-fold- 
ing handle, press button cen- 
ter and roller mouthpiece. 
Available with 25, 50, 75 or 
100-foot tapes; feet in inches 
and eighths, or in tenths and 
hundredths . . . also, with 
unique retractable hook for 
long one-man measurements. 

Get Roe Steel Tapes from 
your hardware dealer — or — 
send us his name and address, 


——— 


WUSTUS ROE & SONS. Inc 


Makers of fine steel tapes since 1876 
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Booth No. 
MUN SINGS oieisscicre oo islovceieie 408 
Plaut & Lederman.......... 782 
a Se err 309 
Pollard Co., Frank L....... C-465 
Poloron Products, Inc....... 275 
Pomerantz & Co., Julie...... 1048 
Popeil Brothers, Inc......... 551 
Porter Carpet Sweeper Co... 268 
Porver Corp., J. ©... 2. .sc00s 1058 
Postley, Inc., John E......... 900 
Premier Mis. Co... . 2.06.00 285 
Pressing Supply Co.......... 881 
Proctor Electric Co......... 690 
WiOGrTeseus COs... soc so 913 
Quaker Stretcher Co......... 897 
a 1029 
Quality Molding Co....... C-1016 
Queen Mfg. Co., Inc......... 204 
Quitiner Mie. Co.........:. 893 


R 


Ransburg Co., Inc., Harper J. 333 


Ranson Brush Co, .......... 497 
Rayco Products, Inc. ...... y21 
Redmon Sons & Co., W. C. .. 136 
Reflecto Letters, Inc. ...... 325 
Regal Ware, Inc. .......... 212 
CO a a 428 
Renuzit Home Products Co. . 416 
Replogle Globes; Inc. ...... 516 
Republic Molding Corp. .... 424 
Republic Stamping & Enam- 
0 SSR Sea ae 112 
Metaiing Daily .....0scc cscs 290 
Revere Copper & Brass Inc. 640 
Reyman Mfg. Co., Inc. ...... 984 
Rich, Inc., Howard B. ....C-326 
Pichpilt: Mite. Co... ccess 1052 
Ritzenthaler, ’ohn ........ 358 
VSL OES. CO... g050005%00 148 
Robbins & Myers, Inc., Fan 
hc Sia i srgotoe ord, esa 561 
Robeson Cutlery’ Co., Inc. ... 779 
Robeson Rochester Corp. ... 577 
Robinson Knife Co. ........ 965 
Robinson Sponge Co., Inc. ... 846 
Rochester Can Co., Inc. .... 836 
Rogers Plastic Corp. ...... C-461 
Rona Plastic Corp. ...... C-1020 
Rotary Clothes Dryer Co., 
Be rar hasten nisns ic Sie so Sixca aise her 
Rotiss-O-Mat Corp. ........ 565 
Roval Chrome Housewares, 
alec SS ee 389 
Rubon Woodfinishing & Prod- 
a, SS ee 253 
Ruby Products Co. ........ 444 
ae 780 
Russakov Co. of America ... 189 
Salmanson & Co., Inc. ...... 349 


Salton Mfg. Co., Inc. ....C-1017 
Sanitary Receiver Co., Inc. .. 119 


Booth No, 


NE a re 610 
Savarese, Vincent A. ...... 873 
Schiller and Asmus, Inc. .... 87% 
Schlueter Mfg. Co. ........ 696 
Schroeder & ‘lremayne, Inc. . 559 
Schumacher Co., F. E. ...... 491 
ON een ee 185 
Sessions Clock Co. ........ 840 
Seth ‘thomas Clock Div. of 
General Time Corp. ....C-516 
Seymour Tool & Engineering 
Co. Inc., Housewares Di- 
OR ere err 532 
Shelton Tack Co. ...<s.+... Ome 


Sheridan Silver Co., Inc. .. 960 


Sherwin-Williams Co. ...... 100 
Shine Boy Mfg. Co. ........ 1064 
SE a dic sioniesa es owdeiew 4 191 
Silver-Chamberlin Co. ...... 136 
Sinclair Industries, Inc. .. C-509 
Skalny Basket Co., L. ...... 972 
Skot Metal Products Inc. .. 940 
Smith Paper Co., H. P. ....1008 
Son-Chief Electrics, Inc. ... 815 
Southern Galvanizing Co. ..1019 
Specialty Steel & Wire Prod- 
ers ear 997 
Sperti Faraday, Inc. ...... 249 
Stainless Ware Co. of Ameri- 

MG cibansinaisan oases =e 886 
Standard Container Co. ....1022 
Stanley-Oliver Mfg. Co. .... 884 
Steam Electric Mfg. Co. C-540 
RUN I cal Th, 8's oh os ors 271 
Stern-prown, MC. ......5+-. 700 
RG, AE. so 5 ae owisdmd een 693 
Sunbeam Corp. .....<0s0+ C-828 
ea > 414 
Superior Electric Products 

SIRS. hrs wld Corse owe ns 273 
Superior Plastics, Inc. C-529 
Sutton Corp., 0: A. .60i.05% 772 


Swing-A-Way Mfg. Co. .... 181 


t 


Taplin. Mig. Co. <...0002+- 6+ 573 
Taylor Instrument Co. ..... 177 
Telechron Dept., General 
ee ry ere 801 
Tek Tew Mere. Cee o..60 esse. 434 
TRURONM TOD. 5s 0.25 005 C-1021 
Terie Mins Ces. 4240055 256 
Thompson Corp., George S. .. 892 
Thuranuer Co., Inc., G. M... 208 
Tipp Novelty Co. ...66009 859 
Titan Bee, Os, IMG.. s ice 00. 513 
Toastmaster Products Div. 
McGraw Electric Co. 186 
co a rae re re 372 


Toledo Guild Products, Inc....1016 


Towle mre. Co., TC. . 66.0% 411 
Transparent Specialties 
NEY aes Wiakeate as celle nie Ba C-533 
Trio Novelty Mfg. Co. ...... 927 
Tri-State Plastic Molding Co. 
Mts SSSR seh wES ded emt C-969 
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THE RIDGE TOOL CO.) 
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~ Over 70,000,000 ads since the war! 


~ ———- 





PUBLIC 
WORKS 


Cama 


* 


More than 13 Million More 


FRIGSAID Ads in 1953! 


For many years RIGID advertising has led 
the field, built up for you the outstanding 
FRiIG&ib popularity. Again in 1953 over 13 
million ads, mostly in color, are scheduled in 
71 publications read by all your good custom- 
ers ... More than ever before, this is the year 
for you to boost your pipe tool volume and 
turnover and your profits by standardizing on 
RIZAID, the fastest selling pipe tools on 
the market. 


> 
ees ORLD OIL 


nnn F 


Phaeton etie 
PE TROLEUM Bm 
i 


OM otwerw + 
oe | 


this Housing ever 
Breaks or Distorts we 


will replace it Free 





This label on 
every genuine 
RIGAID Pipe 
Wrench 


guarantees your 
customers against 
wrench housing 
trouble and 
expense—that's 
why it's the world’s 
most popular 
wrench ! 


iD Pipe Tools 


Are Pre-Sold to Your Customers—Your Fastest Turnover Line 


ES Engineer ee 


Every tool in the complete 
RIEZAID line of 47 pipe tools 
and machines is setting new 
sales records these days .. . 
wrenches, cutters, threaders, 
vises, nipple chucks, sizing tools, 
reamers, pipe and screw extrac- 
tors, power drives and pipe and 
bolt threading machines. You 
can’t match them’ for design, 
performance and long service— 
nor advertising support that 
makes them the line that sells 
itself. Write for your copy of 
the new RIAID catalog, due 
out soon! 




















Complete RIRAID 


Pipe Tool Line Sells Itself 


| ELYRIA, OHIO, U.S.A. 





TERE aa 








"This Demonstration 


SOLD ME’ 


» . . says Max Sparks of 





Sparks & Jordan Co., Tampa, Fla. 





it sells his 
customers, too! 


Mr. Sparks says: “We had several 
kinds of paint removers on our shelves, 
so I wasn’t looking for another one. 
But the Klean-Strip “Try-It- Yourself” 
Display was so convincing that I 
placed one on my counter. Now I’m 
selling more paint remover than ever. 
I think Klean-Strip is the fastest-act- 
ing remover on the market. Customers 
also like its ‘no afterwash’ and ‘non- 
inflammable’ features.” 


Order a ‘‘Try-It-Yourself’’ Pack 
from your jobber and let your cus- 
tomers sell themselves. This pack 
comes complete with display, painted 
test panels, brush and 12 pints of 
Klean-Strip. (Dealer Cost: $6.36; re- 
sells for $10.20.) National advertising 
in The Saturday Evening Post, Popu- 
lar Science and Popular Mechanics 
helps you sell Klean-Strip Remover. 


For literature and free sample, write 
THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis 6, Tenn. 


KLEAN-SIRIP 


‘‘Peels Off Paint’’ 
HEAVY-BODIED KLEAN-STRIP ALSO AVAILABLE 
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Booth No. 


Tuco Work Shops, Inc. ...... 971 
Turner & Seymour Mfg. Co. . 300 
Tu-Way Products Co. ...... 270 
Twin Trees Gardens, Inc..... 873 
U 
U. S. Housewares, Ine. .... 680 
Ff aa are 789 
Um Oe, Iie ........5. 951 
Union Steel Products Co. 176 
United Aircraft Products, 
TS ee 443 
United Basket Co. ........ 321 
United States Electric Mfg. 
Ee. 
U. S. Stamping Co. ........ 141 
United Wire Goods Mfg. Co. 
BS aie a ak la ta 768 
Utica Cutlery Co. ........ C-968 
V 
Valley Forge Creations ..C-537 
Verity Southall, Ltd. ...... 873 
Vermillion Co., Inc., W. R. C-1037 
Victor Products Corp. ...... 933 
voremey Tre, GB. occ ccccccs 452 
Victory Plastics Co. ...... 528 
Village Blacksmith Co. 834 
Li 461 
4 _. See 173 


Vollman & Sons, Ince., S. ..C-972 


., . “SS area 180 
gg ee ee eee 620 
Wagner Mfg. Co. .......... 636 
Wagner Mfg. Co., E. R. .... 220 


Wallace Brothers, Div. of 
R. Wallace & Sons Mfg. Co. 196 
Wallkill Machine Works, Inc. 576 


Bovuth No. 
Waring Products Corp. .... 427 
pg el 260 
Washington Forge, Inc. .... 472 
Washington Steel Products, 
RE IS ae C-525 
Watkins Co., Wm. B. ...... 714 
Webster Basket Co. ........ 693 
oS ee 935 
Weinman Brothers, Inc. .... 973 
WOME HAM GOs ose sacs as 930 
Weten GO. We We. <ccees ss C-1013 
Welmaid Products, Inc. .... 701 
West Bend Aluminum Co. .. 675 
Westclox, Div. of General 
OE CORD, oie ols 0d oises's C-512 
Western Home Products, Inc. 569 
Western Stoneware Co. .... 693 


Westinghouse Electric Corp. 272 
Westmark, G. M. B. H. : 
Wheeling Corrugating Co. .. 216 
White Studios 
Wilshire Mfg. Co. 
Wilson Specialties Co., Inc. . 962 
Wisconsin Aluminum Foun- 


3 ot | so S85 
Wisconsin Housewares Co. .. 527 
Wiss & Sons Co., J. ...... 1056 
Wolff Products Co. .......... 800 
Wooster Rubber Co. ........ 809 
Worcester Felt Pad Corp .... 744 


Worldbest Industries, Inc. .. 710 


Y 


Teme Ge. ds Te cas ives can 1036 
ee a oe 435 
Zeen Chemical Co. ........ 323 
Zenith Metal Co. .......... 985 
OS 8 a ere ee 252 





How Wholesalers Appraise Housewares in 1953 
/ (Continued from page 95) 


the packaging of merchandise and 
advertising in all forms. 

The wholesaler has spent more 
time on education and promotion 
through sales circulars and meet- 
ings. A majority of the retailers 
have spent a great deal of money 
remodeling their stores, improving 
service and in increasing the attrac- 
tiveness of displays. 

All of this combined effort will 
stand them in good stead in 1953. 
The sales volume will be there, but 
competition will be keen. It will 
keep us all on our toes. Our asso- 


| ciates in the merchandising field, 


whether it be durable or soft lines, 
will be chipping away at the con- 
sumer’s dollar. This in turn will 
make the ultimate purchaser a good, 
careful buyer. 

The offering of new merchandise 


in a retail store, wholesaler’s sample 
room or manufacturer’s catalog 
creates interest in our customers. 
All of us have heard from the cus- 
tomer, “Oh, this is new!” In a ma- 
jority of cases presence of a new 
item has resulted in a sale. Too 
many of us are prone to let the 
new, different, unusual items slip 
by and handle only what looks safe. 
Many times what is “safe” today is 
dead tomorrow. 

Yes, 1953 will be a good year for 
the aggressive businessman. Par- 
ticularly for one who is ready for 
the careful buyer. 


by A. G. McNaught 
Northern Wholesale Hardware 


Co, 
Portland, Ore. 
(Continued on page 150) 
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If you sell 
more rollers 


YOu 
sel! more 
aint/ 


The New Thomas DEALER'S HELPER 
Makes Rollers and Pans Easy to buy 
. . « Brings Your Customers Back for 
More Rollers and More Paint. 


itt 


4 


y 


Here’s how to boost profits 


Order your Thomas DEALER’S HELPER now from your 
Jobber. It’s furnished free with any order of Thomas 
painters’ tools with retail value of $100.00. 

Stock your DEALER’S HELPER with Thomas “Profit 
Packages,” covers and rollers. Place it on your floor, and 
watch your customers buy. 

Ask your Jobber, too, about the many other Dealer sales 
helps Thomas offers. They’ll sell more rollers, more paint 
for you. 


© ee ee a, ee 


iu 


wut 


», 





Thomas Products Co., 8490 Lyndon Ave., Detroit 21, Mich. 


YES! Send me your NEW CATALOG 


i 






Do You 
Have the 






New Thomas 






Catalog? 






Use coupon below to get the 
newest, most colorful and easy- 
to-use catalog in the industry. 
Shows extra-profitable line of 
painting and decorating needs. 





HOMAS 


PRODUCTS COMPANY 
8490 LYNDON AVE. - DETROIT 21, MICH. 
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THE GREATEST SERVICE ORGANIZATION 
OF ITS KIND IN THE WORLD... 


Near every owner there is a Briggs & Stratton service organ- 
ization — factory trained and supervised —ready to tune up, 
repair, or even rebuild his Briggs & Stratton engines with 
original Briggs & Stratton parts. 


Dealers may well remind Briggs & Stratton owners, that 
if their engines are not busy during these winter months, now 
is the ideal time to have them 


serviced — to insure continued 
peak performance for busy per- 
iods ahead. 


Only Briggs & Stratton main- 
tains such complete world-wide 
authorized service facilities, a big 
“plus” that owners get only when 
they specify Briggs & Stratton 
engines on the gasoline powered 
equipment they buy and use. 


Briggs & Stratton Corporation, 
Milwaukee 1, Wisconsin, U. S. A. 





¢ 


Int the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 
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| | Future Orders 


The responsibility for distribu. 
tion of hardware falls in three cata- 
gories: Manufacturer, distributor 
| and dealer. Each has an importan‘ 
| function to perform and a co-opera- 
tive effort of carrying merchandise 
| must be accomplished by each. No 
one or two individually can success- 
| fully carry the burden. 
| 





W. C. BACON 


The manufacturer must have 
adequate stock to supply to the 
wholesaler on short notice. The 
wholesaler is expected to have com- 
plete stocks at all times to supply 
the dealer’s needs. The dealer in 
turn must carry a_ reasonable 
amount of merchandise in his store. 

The easiest and most effective 
method of guaranteeing merchan- 
dise in season, or when it is needed, 
is for the dealer to anticipate his 
requirements and place future or- 
ders with the distributor. The dis- 





order with the manufacturer. In 
this way a relative pattern as to the 
requirements for an individual ter- 
ritory can be determined. 

Having future orders on which 
to base purchasing and manufac- 
turing requirements is a sure way 
to prevent occasional shortages 
Without future orders, the distrib- 
utor is at a loss as to how many ti 
buy; the manufacturer doesn’ 
know how much to make. 

We urge all dealers to re-estab 
lish the method of placing comple 
future orders on all seasonal re 
quirements so that he has adequate 
stock when the season opens. 


by W. C. Bacon 
Buhl Sons Co. 


| 
| tributor then in turn places his 
| 
| 








Detroit, Mich. 
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Will Consumers Spend 
More Money in 1953? 


(Continued from page 91) 


Changes in the net income of 
farmers will affect farm purchases 
somewhat but may result in added 
demand in other parts of the 
economy. This, too, could be im- 
portant over the long run, but not 
particularly significant by itself 
for changing business prospects 
for 1953. 

We now come to the biggest 
single category of expenditures— 
those for personal consumption. As 
a rule, consumer outlays depend 
upon consumer income after taxes, 
the distribution of prices among 
various categories in which con- 
sumer purchases are made, the 
stockpile in the hands of consumers, 
and finally judgments as to the 
probable trends in both income and 
price. The situation for each of 
these factors appears to be rela- 
tively satisfactory for 1953. 

The prospects are that disposable 
income will rise through at least 
the first half of 1953. It may reach 
a figure between $240 and $245 bil- 
lion in terms of annual rates. If 
savings run about 7% pct of this, 
consumer expenditures may reach 
a level of about $225 billion; $28 or 
$29 billion of this may be for dur- 
able goods, possibly $75 billion for 
services and $121 to $122 billion 
for nondurable goods. 

If savings are higher or lower 
than this expenditures would be 
affected. One-half pct each way 
would affect sales by a billion dol- 
lars. 


Home Building Heavy 


A continued high volume of 
residential construction and con- 
tinued high incomes appear to in- 
sure a relatively large volume of 
sales in household appliances. 

The extension of the coaxial cable, 
the erection of new television sta- 
tions and increased competition in 
the television market would seem 
to promise a good year for this 
commodity. 

Clothes dryers and dish washers 
are being pushed with increased 
vigor. The higher proportion of 
larger and better equipment in new 
houses being put on the market 
helps support a high level of de- 
mand for other items of household 
equipment. 

Automobile sales will be up. The 
data suggest that a small backlog 
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This 3-WAY deal 
helps you 


sell the best bolts 





save time in ordering 


catalog 0. | 





reduce 
handling costs 


Only Buffalo Bolt gives you this combination of quality bolts, 
a concise and complete catalog, and clearly labeled sturdy cor- 
rugated board Handy-Pack containers. What's more, prices are 
no higher than for ordinary bolts in ordinary cartons. That’s 
why it makes sense to order, stock and sell Circle © bolts. 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 


North Tonawanda, N. Y. 
Sales Offices in Principal Cities 








PRODUCERS OF CIRCLE @® PRODUCTS—BOLTS @ NUTS e@ RIVETS AND SPECIAL FASTENERS 
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EPEC Cee eee 





Serving 
INDUSTRY 
since 1887 


WASHERS ana 
STAMPINGS 


Standard and Special Washers, 
of every description, from every 
kind of material, any desired 
finish . . . designed for every 
purpose... utilizing more than 
22.000 Sets of Dies. 


Let us Quote on Your Needs. 


WROUGHT WASHER mre. 










TO, 
S < 

= Cc 
— Ce 
ed 
Se 
* 


oe] 






THE WORLD’S LARGEST PRODUCER OF WASHERS 
2218 SOUTH BAY STREET « 


MILWAUKEE 7, WISCONSIN 








and Reynolds Aluminum Co‘s 
tremendous Advertising 
makes it easy to sell 





ALCO 







+ GUARANTEED not 
to bind, stick or 
warp 





CORRUGATED 
soTTOM 














2. beautiful, natural 








finish 
3. water and rust-proof, 
requires no paint fr Se See a ees ana a9 1 
| FAWSCO Manufacturing Division HA-153 | 
4. complete with working Cuyahoga Falls, Ohio 
signal flag I Send me prices on all-aluminum mail boxes. 
5. corrugated bottom... I 
lock catch Name .... 
‘ | Address | 
I scsveiccens : <cuaiie 
MAIL THIS COUPON TODAY Please print name and address plainly. 
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of demand developed during 1959 
and the freeing of additional sup. 
plies of steel and other materials 
indicate that this will be translated 
into a larger volume of sales in 
1958 than in 1952. The manufac. 
turers have made it clear that they 
intend to push sales vigorously, 
Better trade-in allowances may be 
offered and some prices may be cut 
a little, but whatever method js 
found necessary to push sales wil] 
be tried. 

All this suggests a good market 
for durable goods as long as other 
factors do not interfere to reduce 
consumer durable income. 


Market Looks Better 


The market for nondurable goods 
is looking a little better than it did 
some months ago. The forecast 
made here does not suggest as large 
a rise proportionately for nondur- 
ables as it does for durables, but 
it does suggest that sales of non- 
durable goods will not prove a 
greater handicap to the economy 
than they are now proving. 

The most volatile segment of the 
economy—the section of the econ- 
omy that could make trouble, as it 
did in 1929—is inventories. Busi- 
ness inventory accumulation aver- 
aged, in terms of annual rates, over 
$13 billion in the first half of 1951, 
less than $7%% billion in the second 
half of 1951, less than one-half bil- 
lion dollars in the first half of 1952. 
The rate of the fourth quarter of 
1952, despite the rebuilding of 
stocks depleted by the steel strike, 
appears to have been below $4 bil- 
lion. 

Should this $4 billion disappear 
entirely, it would represent a de- 
cline in the gross national prod- 
uct of a little over one _ pet. 
Government expenditures will prob- 
ably rise by $2 billion in the first 
quarter of 1953. They may rise by 
twice this amount by the second 
quarter. 

A combination of security ex- 
penditures and inventory accumu- 
lation will be, as has been the case 
since the middle of 1951, not quite 
neutral but rather slightly positive. 

The first thing to fear from the 
inventory portion of the gross na- 
tional product would be liquidation. 
The steel strike has reduced the 
possibilities of serious liquidation, 
in many areas of the economy. In 
practically all the areas there would 
seem to be no reason for liquidation 


|} unless either security or consumer 


(Continued on page 189) 
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GRIPTEX 


yew RUG LIFE-GUAR 
e 


My 





bn) 
















SKID-PROOFS RUC 
PROLONGS RUG!!! 
» Keeps Rugs Flo! 


Se ee 


WITH YOUR ORDER FOR ONLY 5 PINTS AND 3 QUARTS OF GRIPTEX 


FREE! 


6 





ane 
gee SOc \ ORDER 









were ost DEAL 130 reTAll 
gatibll 4g || Buy 5 Pints of Griptex......$1.44 ea. 
seep. , 3 Quarts of Griptex.......$2.44 ea. 
saws 5 ro? Get 1 Pint of Griptex Se aciatarnicie FREE 
plus FREE Griptex 


Sell-on-Sight Merchandiser 


YOUR TOTAL COST $8.71 
YOUR SELLING PRICE $15.96 == 


YOU MAKE OVER § 3% PROFIT! 


SELF SERVICE DISPLAYS! TERRIFIC PROFITS! FAST SALES FOR YOU! 


ADHESIVE PRODUCTS CORPORATION 
1660 Boone Avenue, New York 60, N. Y. 
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SPECIAL INTRODUCTORY OFFER! 


t-te 


NEW RUG LIFE-GUARD 


GRIPTEX GRIPTEX ‘ 


GRIPT GripTex 


OFFER 
LIMITED! 


ORDER EXTRA PROFIT 
DEAL 130 NOW THRU 
YOUR JOBBER! 


remmamemrss © SKID-PROOFS RUGS! * PROLONGS RUG LIFE! * KEEPS RUGS FLAT! 


New Griptex ends dangerous rug accidents . . . eliminates 
slipping by forming a strong, permanent, flexible rubber 
coating on backs of rugs. Makes ‘em literally hug the floor. 
No more frayed rug edges because Griptex tightly grips 
each individual tuft and keeps it neatly in place forever. 
Never mars floors. Easy to apply in minutes. Economical to 
use. Laboratory tested for better results. 







Colorful! 
Practical for 
Counters and 

Windows! 





Step-Type 
Self-Service 
Design Sells 

On Sight 


§ 4 









Displays 3 

Qts. and 6 Pts. 

of Griptex Rug 
Life-Guard 


























THOUSANDS AND THOUSANDS OF LINES OF PUBLICITY 
BACK YOU UP! Use this display to cash in on the 
terrific applause that leading magazines and news 
syndicates all over the nation are giving this sen- 
sational rug life-guard! 
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Faithful 











You can stock and sell 
American and “Old Faith- 
ful” markers with the com- 
plete assurance that they 
are the BEST MARKERS 
made—each has the 
backing of over a cen- 
tury of research and 
manufacturing 
“know-how”, 


4 
4 






AMERICAN 
5000 SERIES 


AMERICAN 
1035 SERIES 


Write today for 
FREE 16 page In- 
dustrial Marking 
Guide to Dept. 
HA-37. 









WHEN IDENTIFICATION COUNTS 
COUNT OW OLD FAITHFUL! 
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NEWS and Views 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Retailers Can Ask For 
Ceiling Price Relief 


Adjustments for retailers driven 
into an over-all loss position by 
price inequities are _ available 
through use of a method described 
in General Overriding Regulation 
40, which became effective Dec. 6. 

This order is designed to help 
businessmen whose prices or mark- 
ups were frozen at low levels under 
the General Ceiling Price Regula- 
tion or Ceiling Price Regulation 7. 
These retailers have been forced to 
sell at prices not in line with those 
of competitors. 

In applying for an adjustment 
under GOR 40, the retailer must 
show OPS that his over-all loss is 
at least partly the result of squeezes 
brought on by ceiling price curbs. 
There must be proof that a net op- 
erating loss occurred during the 
most recent representative  six- 
month period. As proof, the appli- 
cant should include detailed profit 
and loss statements, a schedule of 
proposed markups, and an indica- 
tion of the sales volume affected. 

Only a retailer who does at least 
75 pet of annual dollar volume of 
business in items covered by Ap- 
pendix A to CPR 161 (refrigera- 
tors, stoves, and similar durable 
goods), and Appendix B to CPR 7 
(articles such as apparel, luggage, 
and housewares, and certain furs) 
can qualify under GOR 40. 

The new regulation makes no 
provision for losses resulting from 
uneconomical operations, illegal 
wage payments, or seasonal, tem- 
porary, or non-recurring factors. 


ike May Reinstate 
2-A-Day Mail Service 


Resumption of two-a-day deliver- 
ies of mail to homes is to be ordered 
by President - elect Eisenhower’s 
new administration, in the opinion 
of William Doherty, president of 
the National Association of Letter 
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Carriers. 





Mr. Doherty also predicts that 
Post Office windows will be “open 
for business” more hours than they 
are at present. 

Arthur E. Summerfield, desig- 
nated by Mr. Eisenhower to serve 
as Postmaster General, has not in- 
dicated his views on improvements 
in the postal service. 


Pot and Pan Producers 
Granted Ceiling Rise 


Manufacturers are allowed to 
raise their actual selling prices for 
sheet aluminum and cast aluminum 
cooking utensils by 7 and 8% pet, 
respectively, on the basis of a new 
pricing order, General Overriding 
Reg. 41. 

The adjustment is applied to the 
highest selling prices used by man- 
ufacturers since last July 1. OPS 
says GOR 41 was made retroactive 
to include “most transactions” in 
aluminum cooking ware for the cur- 
rent sales season. 

Retail ceiling prices for alu- 
minum pots and pans will rise by 
the amount of the merchant’s cus- 
tomary markup applied to his high- 
er invoice cost as a result of the 
manufacturer’s adjustment, OPS 
says. The agency is not prepared 
to say whether distributors will 
raise selling prices accordingly. 


OPS Extends Time 
On Uniform Ceilings 


An indefinite extension of time 
has been granted by the OPS for 
certain special orders, issued under 
Section 43 of Ceiling Price Regula- 
tion 7, establishing uniform resell- 
ers’ ceiling prices for manufactur- 
ers or wholesalers of brand-name 
articles. The action apnvlies only to 
those special orders which have not 
expired or been revoked. 

Effective December 1, under CPR 
7, Supplementary Regulation 4, 
Amendment 6, the action affects 
manufacturers or wholesalers of 
branded articles covered by CPR 7 
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ERIE © PENNSYLVANIA 


REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 1355 Market Street 4524 East 60th Street 2611 Garrison Bivd. 
Chicago 26, IIlinois San Francisco 3, Calif. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Chorles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgio Jackson 6, Mississippi Denver 6, Colorado 
THE B. $. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS ~=—-W..y. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Porkwoy 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Mossachusetts Dallas 5, Texis Kansos City, Missouri St. Louis 9, Missouri 
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Looking for the GAS HEATER 


LINE shat SELLS? choose 





8 Fully vented Heaters |5,000 BTU to 85,000 BTU 
22 Unvented Heaters |0,000 BTU to 50,000 BTU 





360 V-170 


There is a correct size and style for every need. 
All AGA approved for natural, liquefied or manu- 
factured gasses—and all are equipped with automatic 
safety pilot. 


WRITE YOUR JOBBER OR DIRECT FOR FREE COMPLETE CATALOG 


MARTIN STAMPING & STOVE CO., Huntsville, Ala. 


Over 45 years 
stove experience 















NEW GIANT SIZE! 


LIFETIME” (5220GEUIEY 


_ PLAS-TEX 








caret Of ~*~” rm 
OG Guaresioed by» 
se Housekeeping 


Ameucas Quality. Slastic 
Housewares Line 


Now your customers can stop 
fumbling through untidy 
kitchen drawers. Plas-Tex 
Gadgetray brings order to that 
tangle of pancake turners, 
spatulas, eggbeaters, and other 
over-size kitchen gadgets. The 
new Gadgetray is big enough 
to hold them all yet exactly the 
right size (12” x 1534”) for the 
average kitchen drawer. 

retail 1.95 
CHECK THESE SELLING FEATURES 
e Flexible, “squeeze bottle” plastic 






OTHER FLEXIBLE 
PLAS-TEX POLYETHYLENE ITE iS: 





(polyethylene). 

WASTEBASKETS. 15-qt. and 8-qt. sizes. Red, 

Yellow, Natural, Green, Pink, Blue, Coral, r — eeatiaeemaeedteeea 

Chartreuse, Teal Blue, Grey, Forest Green; ¢ Easily washable—no sharp cor- 

Burgundy. ners to hold dirt. 

MIXING BOWL SET. 4-qt.—Coral, 212-qt.— ¢ Noiseless — reduces kitchen 

Grey, 142-qt. — Chartreuse. clatter. 

pmo ome BOWL SET. Red, Yellow lids. ¢ Colors — Red, Yellow, Natural. 

rys wis. NATIONALLY ADVERTISED IN Ladies’ 

pty Ba ee Home Journal and Good abhor Hoo mad 

. Green, Yellow, Blue. 
: : THE PLAS-TEX CORPORATION 

Send for new 1953 full-color catalog sheets 2525 Military Ave., Los Angeles 64, Cal. 
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~ Washing ton 
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who established uniform resellers’ 
ceilings in accordance with special 
orders issued under Section 43 of 
CPR 7. SR 4 to CPR 7 provides 
that these Section 43 special orders 
are to be deemed revoked upon the 
authorization of uniform ceilings 
under SR 4 or are automatically re- 
voked on certain specified dates, 
whichever occurs earlier. Certain 
of these special orders which re- 
main unrevoked at this time are 
covered by the indefinite extension 
of the automatic revocation dates. 

The new action was taken, OPS 
said, to relieve the holders of such 
unexpired Section 43 orders from 
the burden of preparing and filing 
applications under SR 4 at this 
time where the applications cover 
commodities under active consider- 
ation for exemption or suspension 
from price controls. 





25 Pct Rise Sought 
In Parcel Post Rate 


A formal petition for an increase 
in parcel post rates is due for filing 
with the Interstate Commerce Com- 
mission early in January. Under 
proposals discussed in late De- 
cember, the increased rates to be 
sought would average about 30 to 
35 pct over current rates. 

Mail order houses and other 
large users of the service have reg- 
istered protests against the pro- 
posed increase. A meeting between 
Post Office officials, trade associa- 
tion spokesmen, mail order house 
representatives, and other users 
was held in Washington late in 
December. 

Latest increase in rates went 
into effect in October, 1951, little 
more than a year ago. This was 
estimated to increase rates between 
$65,000,000 and $70,000,000. Then, 
in January, 1952, the size and 
weight limits were reduced for the 
purpose of further erasing postal 
handling losses. 

But the latest figures available 
indicate that the Post Office is still 
dropping money on its parcel post 
business at a rate of close to $140,- 
000.000 a year. It is asking the 
ICC to grant a new administrative 
increase in fourth class rates to 
wipe out the loss. 


(Resume reading on page 11) 
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Model L— 
16” and 18” 







PRESENTS YOUR 


5 POINT PROFIT PLAN 
“xt —- FOR 53 


A Model for Every Purse and 
Purpose — Power or Hand... Reel, 
Rotary or Sickle. From 16” hand through 
the leading 20’ Rocket and new Rotary 
to the 32’’ Speedway — Eclipse offers 
the right model for every grass cutting 
requirement. 








ae" 
i a, 








Speedway 
Rolloway 25” 32" 








Tornado 


800—36 Parkhound 21” 


Complete Promo- 
tion Kit—packed with 
selling aids that make 
it easier to bring in 
prospects and send them 
out as satisfied buyers. 


Dominant National 
Advertising — in top 
consumer publications — 
reaches millions of pros- 
pects with a sales story no 
one else can tell. 


Exclusive and Out- 
standing Features 
— found in no other,brand 
give you a big sales ad- 
vantage in point for point 
comparison, 











a 


4 VA 


THE ECLIPSE 
LAWN MOWER CO. 


Division of 
Buffalo-Eclipse Corporation 


5401 Railroad Street 
Prophetstown, Illinois 


Service and Parts — for every model 
through Authorized Service and Parts 
Distributors or direct from Factory. 





Rotary(Power or Hand 


Propelled Models) Rocket 20” 







marks of theEclipse Lawn MowerCo, 





@ Write for the full story of Eclipse Lawn Mowers and the Eclipse Franchise. 
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SHELBY NO. 666 


AIR CHECK DOOR CLOSER 


Colorful, 
attention- 
getting 
display 
boxes. 





SHELBY SPRING AND CHAIN 
CRASH 
STOPS 


Small space 
counter display 
for fast 
turnover, 





In Spring, Summer, Fall, Winter, sell 
these two musts for screen and storm 
doors. 

Shelby AIR CHECK, largest made, 
closes and checks doors smoothly 
and surely. Shelby CRASH STOPS 
give positive protection from wind 
damage. Both are Bang and Crash 
eliminators—money savers. 

They're easy to install—easy to sell 
—customers always satisfied. Push 
them the year ‘round. Order from 
your jobber. 


THE SHELBY SPRING HINGE CO, 


SHELBY, OHIO 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Hardware Manufacturers 
Assn. meeting in joint convention 
with the Southern Wholesale Hard- 
ware Assn., April 19-23 at the 
Hotel Adolphus, Dallas, Tex. Con- 
vention does not include merchan- 
dise exhibit. Arthur L. Faubel is 
secretary of the manufacturers’ 
association with headquarters at 
342 Madison Ave., New York 17, 
N. Y. T. W. McAllister is managing 
director of the wholesalers’ associa- 
tion with headquarters at 814 Met- 
calf Bldg., Orlando, Fla. 





American Toy Fair, March 9-18, at 
| permanent show rooms, 200 Fifth 
| <Ave., 1107 Broadway and vicinity. 
| Temporary exhibits at Hotels Mc- 
Alpin and New Yorker. Sponsored 
by Toy Manufacturers of the 
U.S.A., Inc., 200 Fifth Ave., New 
York City. H. D. Clark, secretary. 


Bicycle Industry, Jan 18-23 at the 
Boca Raton Clyb and Hotel, Boca 
Raton, Fla. Sponsored by Bicycle 
Institute of America, 122 E. 42nd 
St., New York City 17. 


Garden Merchandise & Supply Show 
(National) Feb. 3-6 at the 71st 
Reg. Armory, 31st St. & Park Ave., 
New York City. Sponsored by the 
National Garden Supply Marketing 
Bureau, George E. Perry, director, 
1901 St. Paul St., Baltimore 18, Md. 





} 
} 
Hardware Week (irha) April 17-25, 
sponsored by the National Retail 
Hardware Association, 965 N. Penn- 
sylvania St., Indianapolis 4, Ind. 
| Managing director, Russell R. 
| Mueller. 


Industrial Supply convention, April 
12-15 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions at 
Dinner Key Auditorium. Sponsored 


jointly by the American Supply & 


Machinery Manufacturers’ Associa- 
tion, 814 Clark Bldg., Pittsburgh 22, 
Pa. R. Kennedy Hanson, general 
manager; The National Industrial 
Distributors’ Assn., 1900 Arch St., 
Philadelphia 3. H. H. Rinehart, ex- 
ecutive secretary and the Southern 
Distributors’ Assn., 712 Volunteer 
Bldg., Atlanta. E. L. Pugh, secre- 
tary-treasurer. 


Materials Handling Show, May 18-22, 
at Convention Hall, Philadelphia, 
Pa. Sponsored by the American Ma- 
terial Handling Institute. 


Motor Boat Shows, National Motor 
Boat Show, Jan. 9-17 at Grand Cen- 
tral Palace, New York City; Feb. 
6-15 at International Amphitheater, 
Chicago, and Sports, Travel & Boat 
Show, March 6-15 at Civic Audi- 
torium, San Francisco, Cal. 


National Housewares and Home Ap- 
pliance exhibit, Jan. 15-22, at Navy 
Pier, Chicago. Sponsored by Na- 
tional Houseware Manufacturers’ 
Assn., 1140 Merchandise Mart, Chi- 
cago, A. W. Buddenberg, executive 
secretary. 


National Retail Hardware Assn., Con- 
gress, July 13-16 at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel Managing director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis 4, Ind. 


National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. Marvin Shutt, sec- 
retary. 


Southern Wholesale Hardware Assn., 
meeting in joint convention with 
the American Hardware Manufac- 
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GILTON 


CHROME METAL 
PRODUCTS OF 
DISTINCTION 


GILTON 


MANUFACTURING CORPORATION 


145 58th ST., BROOKLYN 20, N. Y. 
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turers Assn., April 19-23 at the 
Hotel Adolphus, Dallas, Tex. Con- 
yention does not include merchan- 
dise exhibit. T. W. McAllister is 
bag managing director of the whole- 
salers’ association with headquar- 
ters at 814 Metcalf Bldg., Orlando, 
Fla. Arthur L. Faubel is secretary 
of the manufacturers’ association 











Ace Stores annual convention and ex- 
hibit, Feb. 2-4, 1953, at the Conrad 
Hilton Hotel, Chicago. Sponsored 
by Ace Hardwares Corp., 2355 S. 
Blue Island Ave., Chicago 8. 


American Hardware Supply Co., Mer- 
chandise Fair and _ Stockholders’ 
Meeting, Jan. 26-27, at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh, Pa. Wm. M. 
Stout, executive vice-president and 
general manager. 


Coast-to-Coast Stores annual meeting 
and merchandise exhibit, Feb. 8-11, 
at Minneapolis, Minn. Sponsored 
by Coast-to-Coast Stores Central 
Organization, Inc., 29 Main St., 
S. E., Minneapolis 14. 





Cotter & Co. Spring show and annual 
stockholders’ meeting, Feb. 9-10, 
19538, at company headquarters, 365 
E. Illinois St., Chicago 11. 


Decatur & Hopkins Spring Open 
House and Dealer Value Days, Feb. 
22-23. Sponsored by Decatur & 
Hopkins Co., at its salesroom and 
warehouse, 93 Berkeley St., Boston, 
Mass. 


Franklin Hardware and Supply Co., 
annual convention Feb. 3 at com- 
pany headquarters, 918-28 N. Dela- 
ware Ave., Philadelphia 23, Pa. 
F. Leon Herron, presidert and gen- 
eral manager. 


Gift Show, 36th annual California 
Gift Show, Jan. 18-23, at the Mer- 
chandise Mart, Brack Shops, indi- 
vidual showrooms, and the Alex- 
andria and Biltmore Hotels, Los 
Angeles, Calif. Sponsored by Los 
Angeles Trade Fair, Inc., 1151 S. 
Broadway, Los Angeles. 


Gift Show, 26th Western China, Glass, 
Gift, Jewelry, Toy, Stationery & 
Housewares Show, to be held con- 
currently with western Winter 
Market, Feb. 1-4, at the Civic Au- 


Alabama Retail Hardware Assn., con- 
vention and exhibit, April 19-21, at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
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with headquarters at 342 Madison 
Ave., New York 17, N. Y. 


Sports Show, National Winter Sports 
Show, May 24-27 at the Hotel New 
Yorker, New York City. Manager, 
J. Andrew Squires, 23 E. 26th St., 
New York 10, N. Y. 


Regional Events 


ditorium, Palace, St. Francis, and 
Sir Francis Drake Hotels, and 
Western Merchandise Mart, San 
Francisco. 


Lamp and Picture Show, 7th annual 
California Lamp and Picture Show, 
Jan. 25-29, at the Biltmore Hotel 
and individual showrooms in Los 
Angeles, Calif. Sponsored by Los 
Angeles Trade Fair, Inc., 1151 S. 
Broadway, Los Angeles. 


Marshall-Wells Stores congresses: at 
Duluth, Minn., Feb. 9-11; at Port- 
land, Ore., Feb. 16-18; at Seattle, 
Wash., Feb. 23-24; at Spokane, 
Wash., Feb. 238-24; at Billings, 
Mont., Feb. 2-3. Sponsored by the 
Marshall-Wells Co., Duluth 1, Minn. 


New England Iron & Hardware 
Assn., 60th annual banquet, Jan. 
14, at the Sheraton Plaza Hotel, 
Boston, Mass. Secretary, Henry J. 
Lamb, 294 Washington St., Bos- 
ton 8. 


Northern Wholesale Hardware Co. | 


convention and merchandise exhibit, 
Feb. 15-17, at Portland, Ore. Spon- 
sored by Northern Wholesale Hard- 
ware Co., 805 N. W. Glisan St., 
Portland 9, Ore. 


Rehm Hardware Co. annual conven- 
tion and exhibit, Jan. 27-28, at com- 
pany quarters, Blue Island Ave. and 
15th St., Chicago 8. J. B. Moore, 
vice-president and secretary. 


Texas Wholesale Hardware Associa- 
tion and annual joint meeting with 
the Texas Hardware Boosters Club, 
June 11-13, at the Plaza Hotel, San 
Antonio. Secretary, Nat M. John- 
son, P. O. Box 386, La Feria, Tex. 


Wisco Hardware annual Merchandis- 
ing School and Sales Show, Jan. 
26-28, at companv headquarters. 
Sponsored by the Wisco Hardware 
Co., 15 So. Brearly St., Madison, 
Wis. 


State Events 


1006-7 Frank Nelson Bldg., Bir- 
mingham 3. 
Arkansas Retail Hardware Assn., 





Keep after 
this brand 
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famous to 
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good reasons! 





They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation’ is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick ““Diamond- 
Arrow” and “Diamond-Dart” casters 
and rubber cushion 
glides. First in cus- 
tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 
eons STEWART 


Bassick = 
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Representative 
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exciting story 
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Instant 
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*Vigoro is the trade-mark 
for Swift & Company's 
complete, balanced plant food 





SWIFT & COMPANY 
PLANT FOOD DIVISION 
U. S. YARDS, 
CHICAGO 9, ILL. 
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convention and exhibit, Feb. 22-23, 
at the Robinson Auditorium, Little 
Rock. Hotel headquarters, La- 
Fayette Hotel. Secretary, J. Wayne 
Tisdale, 908 Rector Bldg., Little 
Rock. 


California Retail Hardware Assn., 
convention and exhibit, Feb. 9-11, at 
the Fairmont Hotel, San Francisco. 
Secretary, Kreuger B. Jacobsen 
1355 Market St., Suite 262, San 
Francisco 3. 


Carolinas, Hardware Assn. of, conven- 
tion, June 9-10, at Myrtle Beach, 
S. C. Secretary, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte, N. C. 


Connecticut Hardware Assn., conven- 
tion, Jan. 21, at Stratfield Hotel, 
Bridgeport. Secretary, Ned Rus- 
sell, Southport, Conn. 


Florida Retail Hardware Assn. joint 
convention and exhibit with Georgia 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Georgia Retail Hardware Assn., joint 
convention and exhibit with Florida 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 24-26, at 
Chicago. Convention headquarters, 
Sheraton Hotel; exhibit, Navy Pier. 
Secretary, William F. Ewert, 1194 
Merchandise Mart Plaza, Chicago 
54, 


Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan. 27-29, at 
the Murat Temple, Indianapolis. 
Secretary, G. F. Sheely, 964 No. 
Pennsylvania St., Indianapolis 4. 


Intermountain Assn., convention, Jan. 
25-27, at the Hotel Utah, Salt Lake 
City, Utah. Secretary, Leon L. 
Weeks, 211 Continental Bank Bldg., 
Boise, Idaho. 


Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 10-13, at Des 
Moines. Meeting, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., Fair- 
grounds. Des Moines. Secretary, 
Philip R. Jacobsen, Mason City. 


Kentucky Retail Hardware Assn., con- 
vention and exhibit, Feb. 10-12, at 
the Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 50€1-2 Republic 
Building, Louisville 2. 


Louisiana Retail Hardware Assn. in 
joint convention with Mississippi 


Retail Hardware Assn., May 3.5 
at the Buena Vista Hotel, Biloxi, 
Miss. Secretary, David O. Mans. 
field, 226 S. State St., Jackson 
Miss. 


Michigan Retail Hardware Assn., con- 
vention, Feb. 17-19, at Detroit. 
Meetings, Hotel Statler. Exhibit, 
Masonic Temple. Secretary, Harold 
W. Schmacher, 1916 Olds Tower 
Bldg., Lansing 8. 


Minnesota Retail Hardware Assn,, 
convention, Jan. 20-22, at the Curtis 
Hotel, Minneapolis. Exhibit, Audi- 
torium. Secretary, C. J. Christopher, 
2110 Nicollet Ave., Minneapolis 4, 


Mississippi Retail Hardware Assn., in 
joint convention with the Louisiana 
Retail Hardware Assn., May 3-5 
at the Buena Vista Hotel, Biloxi, 
Miss. Secretary, David O. Mans- 
field, 226 S. State St., Jackson, Miss. 


Missouri Retail Hardware Assn., con- 
vention and exhibit, March 3-5, at 
the Jefferson Hotel, St. Louis. Sec- 
retary, Harry Scherer, 1189 Arcade 
Bldg., St. Louis. 


Mountain States Hdwe. & Impl. Assn., 
convention, Jan. 27-29, at the Cos- 
mopolitan Hotel, Denver, Colo. Sec- 
retary, Francis W. Reich, 1233 
Spruce St., Boulder, Colo. 


Nebraska Retail Hardware Assn., con- 
vention, Feb. 17-19, at the Hotel 
Paxton, Omaha. Exhibit, Audi- 
torium. Secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., convention and exhibit. Feb. 
28-25, at the Hotel Statler, Boston, 
Mass. Secretary, A. C. MacHardy, 
185 Dartmouth St., Boston. 


New York State Retail Hardware 
Assn., convention, Feb. 10-12, at 
Syracuse. Exhibit, Onondaga Coun- 
ty War Memorial Auditorium. Sec.- 
retary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


North Coast Retail Hardware Assn., 
convention and exhibit, Feb. 1-3, at 
Olympic Hotel, Seattle, Wash. Sec- 
retary, D. D. Stewart, 741 American 
Bldg., Seattle 4. 


North Dakota Retail Hardware Assn., 
convention and exhibit, March 31 
Apr 2, at Sports Arena, Fargo. 
Secretary, Miss E. J. McGrann, 54% 
Broadway, Fargo. 


Ohio Hardware Assn., convention and 
exhibit, Feb. 2-5, at Cleveland. Ses- 
sions, Hotel Statler; exhibit, Pub- 
lic Auditorium. Secretary, John B. 
Conklin, 198 S. High St., Columbus. 
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A. 16-pe. starter set... . $14.95 retail 
B. 5-pc. place setting... .. $ 4.85 retail 
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NOW READY FOR RETAIL FIELD 
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CRACKING, BREAKING* 
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PLACE SETTINGS 


Meladur really fits your customers’ ideas of fine 
: 6 lustrous colors, non-porous, no food- 
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yr dinnerware. It combines the beauty of china : : ) 
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rch 31. rants, hotels and hospitals. *Guaranteed for one year in normal use 
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WILCOX - CRITTENDEN 











EYE HOIST 
SLIP AND GRAB 
WIRE ROPE SLING 
LARGE EYE SINGLE 
LARGE EYE MATCH 
SINGLE, WITH THIMBLE 
MATCH, WITH THIMBLE 


Correct Size and Shape, 
Drop Forged, Best Quality Steel, 
Ample Cross Section at Critical Points 


They sell best because they’re known best and because 
they’re “dependable.” Wilcox-Crittenden’s Heavy and 
Shelf Hardware and Wire Rope Fittings are fast-selling 
profit-makers. The Industry knows them for safety and 
efficiency. Stock W-C ITEMS, and build repeat business. 


Send for 1953 Hardware Catalog "“M” 


WILCOX, CRITTENDEN & CO., INC. 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 























other modern features. Standard range 
of the machine: 4" to 2” pipe; extra range 
Ye" pipe. With drive shaft 22” to 8” pipe. 
Bolt range %"’ to 12’. Ask your Oster Dis- 
tributor or write for’’Pipe-Master’ Bulletin. 


Take a good look at this newest model 
Oster No. 502 ‘Pipe MASTER.” Latest fea- 
tures include NEW “Auto-Grip” semi-auto- 
matic front chuck; NEW cut-off device; 
NEW reaming device; Lever type feed; and 
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THE OSTER MFG. CO. 2028 East 6ist St., Cleveland 3, Ohio, U.S.A. 
(] Rush copy of catalog bulletin on No. 502 “PIPE MASTER.” 
(] Rush names of Oster Distributors in our area. 
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Oklahoma Hardware & Imp. Assn, 
convention and exhibit, Feb. 3-5, at 
Municipal Auditorium, Oklahoma 
City, Okla. Secretary, Robert K, 
Thomas, 515 Midwest Bldg., Okla. 
homa City. 


Pacific Southwest Hardware Assn. 
convention and exhibit, Feb. 17-19 
at Long Beach, Calif. Meetings, 
Wilton Hotel. Exhibit, Auditorium, 
Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., convention and 
exhibit, Jan. 20-22, at Convention 
Hall, Philadelphia, Pa. Secretary, 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


South Dakota Retail Hdwe. Assn, 
convention and exhibit, April 7-9, at 
the Sioux Falls Coliseum. Secre- 
tary, O. R. Baily, 1300 S. Jefferson 
Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
convention, Feb. 22-24, at Peabody 
Hotel, Memphis. Secretary, Morris 
Jones, P. O. Box 785, Nashville 2. 


Texas Hdwe. & Imp. Assn., conven- 
tion and exhibit, Jan. 26-28, at the 
Shamrock Hotel, Houston. Secre- 
tary, R. M. Souder, 822-23 Texas 
Bank Bldg., Dallas 2. 


Tri-State Hdwe. & Impl. Assn., con- 
vention and exhibit, Feb. 9-10, 
Herring Hotel, Amarillo, Tex. Sec- 
retary, M. D. Shepherd, Canyon, 
Tex. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 24-26, 
at Roanoke, Va. Meetings, Hotel 
Roanoke; exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville. 


Western Retail Impl. & Hdwe. Assn., 
convention and exhibit, Jan. 19-21, 
at the Municipal Auditorium, Kan- 
sas City, Mo. Secretary, William J. 
Shaw, 214 Werby Bldg., 39th and 
Main, Kansas City 2, Mo. 


West Virginia Hardware Assn., Con- 
vention and exhibit, March 16-18, 
at the Daniel Boone Hotel, Charles- 
ton. Secretary, James C. Fielding, 
1628 McClung St., Charleston. 


Wisconsin Retail Hardware Assn.. 
convention and exhibit, Feb. 3-5, at 
the Auditorium, Milwaukee. Secre- 
tary, H. A. Lewis, 200 Strongs 


Ave., Stevens Point. 
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WHAT’S NEW 








@ For more information on these products and services 


use free post card on page 169. 


(Continued from page 13) 
separate shipments. Handles match 
sweeper in color. Sweeper bail is 
gold and unit comes with rubber 
bumper. Retail price is $11.95; 
slightly higher in West. Bissell 
Carpet Sweeper Co. 


For more data circle No. 8 on postcard, p. 169 


Calf Feeding Pail 


Added to the Cream City galva- 
nized ware line, this calf feeding 
pail is made of 26-gage hot-dipped 





galvanized steel and has a 10-qt 
capacity. Construction and design 
allows calf to get a natural, even 
flow of milk while drinking in 
heads-up position. Pail can _ be 
suspended by bail-type handle or 
hung at proper feeding level by 
steel bracket welded on side. In- 
take opening of valve is only 5/16- 
in. Three parts of plastic valve can 
be taken apart for cleaning. Has 
graduated measurements in pounds 
up to 16. Retails for about $2.49. 
Geuder, Paeschke & Frey Co. 


For more data circle No. 9 on ,2sicard, p. 169 


Green End Folding Rule 


Known as No. 126, this green 
end folding rule is a compact, 
pocket-sized marking gage at 2, 
4, 6, 10, 12 in., ete. Working from 
the short leg end each additional 
leg extended forms a longer mea- 
suring stick. Opened from the long 
leg end, the extended sticks can be 
hooked over work—gaging even 
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measurments in 6-in. units. Square 
ends on each stick butt squarely 
with work for accurate scribing. 
Every joint opens on an even num- 
ber. Big plastic coated figures are 
durab-e and grease, grit and dirt 
wipe off. Rule has select rock maple 
sticks and ball-lock action joints. 
Retails for $1.50. Stanley Tools. 


For more data circle No. 10 on postcard, p. 169 


Floor Sanding Machines 


Three new rental floor equipment 
machines include the EC-8 Sander, 
shown here, C-5 Edger and P-11 
Maintainer. The EC-8 features a 
new timing belt-type drive to pro 
vide more positive power, elimi- 
nate belt slippage and reduce heat 
from belt slippage friction. New 
type drum makes easier and faster 
sandpaper changes and it has an 
improved dust pick-up system for 
cleaner sanding. The C-5 is com- 
pletely re-designed and has a 








streamlined appearance in polished 
aluminum. The P-11 scrubs, waxes, 
polishes and steel wools, and can be 
stored in 1 sq. ft. of space. Clarke 
Sanding Machine Co. 


For more data circle No. 11 on postcard, p. 169 


Rotary Cabinet lIroner 


This deluxe rotary cabinet ironer 
has two-speed motor control, two 
thermostat dials that can be set for 
any type of material, and recessed 
lap board and end shelves: Model 
LR-5, it has a 26-in. roll and is en- 
closed in a cabinet that can be 
wheeled about on casters. It has a 
right knee adjustable operating 
control to keep hands free for guid- 
ing clothes, a left knee control for 
pressing and acting as a brake to 
stop the roll. Lap board and two 
end shelves fold away when not in 
use. Ironing shoe is rust and 
scratch-proof and can be tilted 





back for cleaning. Master safety 
switch turns ironer on and off when 
lid is closed. Hotpoint Co. 


For more data circle No. 12 on postcard, p. 169 


Spinning Lures 

Three new models have been add- 
ed to the Wog-L-Bug line of spin- 
ning lures. Rainbow, red and 
white, and black and white, the 
new colored modéls are the serrated 
spoon type which cast like a plug 
and will not sail or foul light lines. 
They are 15-iff» tong, weigh 14- 
oz., and retail for 60¢ each. Nat- 


uralure Bait Co. 
For more data circle No. 13 on postcard, p. 169 


Sump Pump 


Called the Hi-N-Dry, this sump 
pump is designed for easy installa- 
tion safely outside the sump, on 
the floor, or on a wall bracket en- 
tirely removed from the sump loca- 
tion. Readily accessible for ordi- 
nary attention, it eliminates main- 
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Vacuum Bottles for children, now 


you could sell. 


here’s another Medd 


Ist that will reel in profits 
for you and your customers 


Always on the lookout for merchandising 
ideas which will sell more vacuum ware for 
you, Aladdin, makers of the fabulously 
popular Hopalong Cassidy and Space Cadet 


the Angler Bottle which will enable you to 
sell more pint bottles than you ever dreamed 




















bring you 











Medddde Me\er* 


Que 


@ Every Hobbyist and Sportsman is a prospect 


®@ Pictures of Fighting Fish Lithographed 
of Bottle in Fabulous Full Color by the 
Nation's Leading Sportsman-Artist 


, ® 
SEE IT IN Mddldid BOOTH 


at the Housewares Show 


@ FOR USE AT WORK AND PLAY. EVERYBODY WILL BE TALKING 
ABOUT THE ALADDIN ANGLER BOTTLE (HOW MANY FIGHTING 


FISH CAN YOU IDENTIFY ?) 


Sweet Seal Rubber Stopper and unbreakable PLA 
(3 nested cups in quart size). 


ALADDIN INDUSTRIES, INCORPORATED, Nashville, Tennessee 


SPACE 1107 MERCHANDISE MART, CHICAGO ° 


in Canada: Aladdin industries, Inc., 1401 The Queensway, Toronto, Ontario 
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@ USUAL Aladdin HIGH STANDARDS OF QUALITY, COMPLETE WITH 


pint & ar Vacuum bottles 









on Jacket 








IN PINT OR QUART 
SIZES (PINT ALSO 
AVAILABLE IN 
WORKMEN'S LUNCH KIT) 


STIC CUP CAP 





105 E. LEXINGTON DRIVE, GLENDALE, CALIFORNIA 
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@ For more information on these products and services 
use free post card on page 169. 


tenance trouble and does not have 
removed 
from the sump for major repairs. 


to be disconnected and 


CI ATI 





Nothing is in the sump but the 
suction pipe. Safe from flash flood 
conditions, it is durable, the only 
parts subject to wear being the 
bronze impeller and wear plate, and 
both are quickly and easily repaired 
with ordinary tools. Gorman-Rupp 
Co. 


For more data circle No. 14 on postcard, p. 169 


Cake Decorating Set 


Called the No. 5400 Duo-Color 
cake decorating set, this device 
decorates with two colors in one 
operation. It consists of a large size 
nylon bag with special water-proof 
plastic coating on the inside to pre- 
vent liquids from seeping through. 
Bag has two compartments to 





separate colors, with special screw 
attachment to feed the two colors 
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equally to the end of the nozzle. 
With interchangeable cake decorat- 
ing tips, each of a different design, 
it comes in attractive display box 
with recipes and directions. Sug: 
gested retail price is $1.98. Weco- 
lite Co. 


For more data circle No. 15 on postcard, p. 169 


Washer-Dryer Unit 


This home laundry appliance 
dries as well as washes in one con- 
tinuous automatic operation. Called 
the Duomatic, it is operated by 
two simple timer controls that can 
be set to wash, rinse, damp and 
fluff dry the 8 lb. load completely 
automatically. Only 36 in. wide, it 
launders an average mixed load in 
just 68 minutes. It can be used 
separately as a washer or dryer or 





both, and requires no more plumb- 
ing than an automatic washer. It 
has a water temperature selector, 
and uses the tumble-action wash- 
ing method; there is no lint trap to 
clean. Bendix Home Appliances, 
Div. Aveo Mfg. Corp. 


For more data circle No. 16 on postcard, p. 169 


Exterior Paints 


An exterior white paint, exterior 
primer and a rubber-base masonry 
paint have been added to the T & A 
line. The white paint and primer 
are ready-mixed products. All three 
are fume-proof and mildew-resis- 
tant, and may be tinted with colors 
in oil. The masonry paint, under 
the Ferrolastic brand name, comes 


in four colors and white, and can § , 

be used on any interior and exterior / 
masonry suriace except floors. Me. | 
Dougall-Butler Co., Inc. 5 
For more data circle No. 17 on postcard, p, 169 


Fishing Outfits 


Here is a new line of 15 differ. 
ent fishing outfits which contain 
complete and varied assortments of 
tackle. Included are three youth 
kits; five sportsmen’s baitcasting 
outfits; three sportsmen’s salt 
water, river and lake trolling out- 





fits, and a selection of four sports- 
men’s fly and rod fishing kits. The 
attractively-colored packages are 
self-displaying and sealed with 
cellophane covering. Designed to 
equip the experienced angler and 


beginner. Retail prices range from 
$3.95 to $69.50. Ocean City-Mon- 
tague. 


For more data circle No. 18 on postcard, p. 169 


Table Model Radio 


This new table model radio is a 
four-tube set with an all-metal 
shatter-proof cabinet and comes in 
ivory with ebony controls. Model 
542T, it is an AC-DC superhet 
set with rectifier, automatic vol- 
ume control, permanent magnet- 





type speaker and a 20-ft. extend- 

able antenna which tucks away 

into back of cabinet. Suggested 
(Continued on page 172) 
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HARDWARE AGE SERVICE 


A successful hardware deale 
keeps up to date on What 
New in merchandise. The r 
Quick Check Card 
bottom of this page w 

you get more intormat 

new products describe 
this issue, quickly and eas 
HARDWARE AGE br 
you more new produc! 
scriptions than any 
magazine. The new 
Check Card service wil 
get you all the informatio 
you need, quickly. 





Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Need: 





BUSINESS REPLY CARD 


No postage necessary if mailed in the Unite 
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POSTAGE WILL BE PAID BY 


HARDWARE AGE =e 


Post Office Box 60 , auauaal 
Village Station : 
NEW YORK 14, N. Y. oieane 


Please send me further information on the WHAT'S NEW 

for which | have circled below. 
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Here is the new Quick Check Card 


What it is... How it works 


® Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the "What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


© When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


® Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 


® Be sure to give your full name and address on the post card. 


Print or type it clearly. We cannot service post cards with in- 
complete addresses. 


wanted 1/8/53 
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A big help for busy 
dealers. Use this card 
for free information 
on new products de- 
scribed in this issue. 


MMM 
WHOA 


Be sure to give your 
full name and your 


full address. 
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er cards \ 
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wall 
to $2.! 
wall o 
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TA‘ 


HARD 






.  gerarage a fever over profit margins, selling costs, 
space consuming displays? Come and visit booths 

No. 177 and 179 at the Housewares Show and bring 

your temperature back to normal! Look over Taylor's 
, high-profit line — note the compact, self-selling dis- 


plays and deals— examine particularly 
new deluxe, washable-with-the-dishes 
Roast Meat Thermometer, resplendent 
on one of the most eye-catching count- 
er cards we've ever designed. 

Remember — the name of Taylor means 
quality and accuracy to your customers, 

















A Home Thermometer Department on only 12” x 15” of 
wall space! This new display assortment includes 13 
wall thermometers and 9 window thermometers, 75c 
to $2.00, plus the permanent merchandiser board for 
wall or counter. Retail value, $24.75; retailer’s cost, 
$14.40; retailer’s profit, $10.35. 


| TAYLOR INSTRUMENTS 
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Let Taylor take your 
temperature in Chicago! 














thanks to 100 years of experience, honest craftsman- 
ship, and fair dealing, coupled with consistent national 
advertising. You'll sell the best when you sell Taylor! 
Taylor Instrument Companies, Rochester, N. Y., or 


Toronto, Canada. 


The New Dial Type Roast Meat Thermometer. 
Hermetically sealed— can be washed with 
dishes. Pre-set Roasting Indicator tells at a 
glance when roast is done. Easy-to-read 
21%" dial, stainless steel stem, aluminum 
alloy case. Good for any size roast and large 
poultry. Individually boxed, 6 in a carton, 
with attractive full color counter display. 
$3.50 each. 





COOKING THERMOMETER 


* 








i i 2 
“Taye cantly 


sabvathnceslenbeciadsaks. ondmebo tes! sn! 


"Ss Sate a Tees 


ih ee FIRST 





New Cooking Thermometer Department makes a customer 
of every housewife! Display assortment of 12 popular 
priced cooking thermometers includes 3 Taylor Roast 
Meat, 2 Candy-Guide*, 2 Frying-Guide*, 2 Oven-Guide 
and 3 Freeze-Guide* thermometers. Retail value, $24.75; 
retailer’s cost, $14.40; retailer’s profit, $10.35. 
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STEAM IRON 
anyour could ask fr! 
The Geucnall Mill 
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apart hor tighter, 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 169. 


retail price is $12.95. Model 540T, 
with four tubes and metal cabinet, 
previously suggested to retail at 
$16.95 has been reduced to a sug- 
gested retail price of $14.95. Arvin 
Industries, Inc. 

For more data circle No. 19 on postcard, p. 169 


Irrigation System 


Here is a home portable irriga- 
tion system that is easily con- 
nected to any garden hose and 





shower of 


a continuous 
water from various 5-ft.-long units 
over a wide area. Made of durable 
aluminum and stainless steel each 
5-ft. unit weighs only 12 oz. and 
can be carried to any location. 


sprays 


Available free ‘is an _ attractive 
display stand. Western Home Prod- 
ucts. 

For more data circle No. 20 on postcard, p. 169 


Glass Spinning Rod 


This custom deluxe tubular glass 
spinning rod with interchangeable 
light and medium action tips has 





been added to the Actionrod line. 
Known as Series 4266, it handles 
lures as light as %-oz., and with 
medium action tip performs equally 
well with heavier lures. Of two- 
piece construction, it has bamboo 
finish and wire frame stainless 
steel guides and tip top. Also has 
extra strong anodized aluminum 
ferrule, new one-piece, adjustable 
reel and select specie cork grip. 
Orchard Industries, Inc. 


For more data circle No. 21 on postcard, p. 169 


Metal Mender Compound 


Here is an all-purpose metal 
mender, called Loy, that will not 
rust and will withstand direct flame 
when used to mend pans. Applied 
directly from a tube, it need not 
be mixed or heated and _ locks 
tightly to aluminum or sheet iron 
when used to fill body dents. It 
can be hammered, chiselled, tapped, 
threaded or polished, and can also 
be used on plaster, wood, leather 
and fabric. Made by Douglas Holt, 





Ltd., it will not shrink, chip or 
peel, and will not affect food. Tube 
retails for $1. Treglown Co., Inc. 
For more data circle No. 22 on postcard, p. 169 


Ice Crusher 


Improved features of this new 
Swing-A-Way ice crusher include 
simple adjustment for coarse or 
fine ice, self feeding to protect 
fingers, stainless steel cutters for 
long life and multi-cube hopper. 
Body is sturdy cast aluminum with 
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IN ALL-PLAS 
TOILET 


PURITAN 


In every field of endeavour... there is one that stands out above all others. 
One of the oldest enterprises is wine making, dating back to the Bible. Of all 
types of wines, the finest is champagne. It is the one best because it has 

been made slowly and carefully, no short cuts to its rich flavor that has made it 
so universally accepted as the one best . . . and so it is in toilet seats. The 

ONE BEST is PURITAN. All the various models that carry the fine PURITAN 

label have been accepted as the best... because, they too, are mode 


carefully... with no penny pinching short cuts... nothing sacrificed to quality. 


...$0 why not sell the best...why not give your customers 
the best... and the best certainly is PURITAN. 


PRODUCTS, INC. 
OHIO 


PLASTIC 
CLEVELAND 21, 
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See what's behind 
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Only Flexscreen 
Gives You: 


THE ORIGINAL CURTAIN SCREEN... 
flexible folds of woven metal that 
glide open or shut at the touch 

of a hand. 


Se Ge &e Ee SF 


ACCEPTED DESIGN LEADERSHIP ... 


graceful, traditional, adaptable to 
every fireplace. 


THE NEW HOODED TYPE... 


just 3 sizes fit 90% of all fireplaces 
— easy installation by customer. 


COMPLETE PROFIT LINE... 


a full line of Flexscreens — with a 
full profit for you on every sale. 


SALES ASSISTANCE... 

through regular Flexscreen adver- 
tising to your best customers... 
a national service organization... 
and aggressive merchandising 
geared to your selling. 


FEATURE THE TRUE... 











VOLUME...PRESTIGE... 
AND PROFITS FOR YOU! 





Volume? The new Hooded Flexscreen and 
the improved Frame Flexscreen are especially de- 
signed for over-the-counter selling from your stock. 
No installation problems . . . no call-backs . . . no 
post-mortems. Just good, clean sales—and plenty 
of them—with these Flexscreen leaders in the 
“packaged” fire-screen field. And, in the “custom” 
trade—Flexscreen attached types are volume 
sellers, too! 


Prestige ? You don’t have to waste time on 
long-winded sales stories . . . your customers 
know, prefer and demand Flexscreen by name. It’s 
the original flexible metal screen—backed by 20 
years of forceful national advertising—and a 
reputation for leadership in quality, design and 


utility that imitations cannot approach! 


Profits ? Flexscreen merchandising support 
combines with Flexscreen national advertising 
to pull prospects into your store—and sell them! 
We provide all the sales tools you need to build a 
high volume, high profit business in a rapidly ex- 
panding market. 

Get the facts . . . see your Flexscreen representa- 


tive—or write us at 153 North Street. 





REG. U.S. & CANADA PAT. OFF 


by 
BENNETT - IRELAND INC. 




















scratch- resistant baked white 
enamel finish; handle is polished 
aluminum. Shatterproof polysty- 
rene plastic cup comes in red, black 
or yellow. Twist of the wrist turns 





cap on or off. Retailing for $6.95, 
it fits standard Swing-A-Way wall 
bracket. Swing-A-Way Mfg. Co. 


For more data circle No. 23 on postcard, p. 169 


Helicopter Pull Toy 


This new pull toy, the No. 498 
Happy Helicopter, is a gay-colored, 
sound-and-action toy designed tv 
combine play-fun with learning. 
When the toy is pulled the rotor 
goes around with a realistic “whirr- 
whirr” from a concealed device. 
Solid wood construction with ace- 
tate rotor and roar propeller, it has 
a strong steel axle. It is 4% in. 





high, 31% in. wide and 914 in. long, 
with full color lithograph. Retail 
price is 79¢. Fisher-Price Toys, Inc 


For more data circle No. 24 on postcard, p. 169 


Worm Bucket 


Called the On Top, bucket has a 
steel handle in slotted side brackets 
which enables the bucket to turn 
end over end so that the worms are 
always on top. Both ends open by 
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RS 
me sell on sight ! 


fit- HERE’s AN ITEM your customers won’t 
be able to resist once they see what use- 






bedroom, kitchen, bathroom or nursery. 






Most important, our tremendous pro- 











ful, economical, handsome helpers 
Kimble Glass Bars can be. 

: With their polished metal fittings and 
ys sparkling glass, Kimble Glass Bars are an 
wnis- —S-—S=—séatttractive addition to any room—be it 





duction facilities make it possible for us 
to sell at a cost that gives you an unusual 
profit margin. Decide now to order these 
fast-moving bars from your wholesaler, 
or write to us direct. 






















KIMBLE GLASS COMPANY 





HOWARD B. RICH, Inc. 


P. O. BOX 187 
CARROLLTON, KENTUCKY 


Your Manufacturer For SAFE 


Heavy Duty Step Ladders 


Extension Trestles 






Painter's Trestles 
Platform Ladders 
lroning Tables 
Clothes Props 
Step Stools 
Extensions 
Scaffolds 
Singles 

Planks 

Steps 





Phone 116 
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FLUE STOPPERS 


TB Al) 
w } Wy 
Deal *ey 


of, 
4 
% 
> 
\ Fre 
\ — 
7 — 
S 
—_, 
“> 


“ 


jj 
TTY S22 





Order from 
Your Wholesaler 
or Write Us 
for References 


Attractive assortment of pictures 
lithographed on metal blanks 
permanently clenched into the face 
of the flue stoppers. Folding wire 
fasteners attached to slots raised 
from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 








on 8-17/64" | 6” or 7° | 3 Ibs. 7 oz.| 43 Ibs. J. L. CLARK ate C0. 
an a eo ee ROCKFORD, ILLINOIS 

















Packing — 1 dozen per carton, 1 gross per case. 











YANKEE 


MERCHANDISERS 


Stop Traffic 


‘You'll really sell No. 233H “Yankee- 
Handyman” Spiral Ratchet Screw 
Drivers with this compact, 2-color, 
counter man on the job. Every inch 
a salesman .. . carries “how to use it” 
message . . . sells four Screw Drivers. 


Merchandiser. 
is FREE. 3 


Drivers are packed 
with value! Have 

a quality appeal 
that spells “SELL”. 
Transparent 
magazine handle 
contains 3 sizes 

of Drill Points, 
extra °%” Bit for 
driving screws. 

A %" Bit in chuck. 
All quickly inter- 
changeable. 

It's two tools in one Fe 
—screw driver and ] 
drill! Your jobber 4 
has them. 
Order today. 






























Specify 
No. 233HM. 


Well Displayed 


Small in size . . . Mighty 
in appeal. Sales-making 
Merchandiser contains 

one dozen No. 2H 
“Yankee-Handyman” 
Ratchet Screw Drivers. 
Drive or draw screws. 


for No. 2H. 


“YANKEE TOOLS NOW PART OF 


THE TOOL BOX OF THE WORLD 
NORTH BROS. MFG. 
Philadelphia 33, Pa. 


oO. 
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ANDYMAN | 








| 


| 








Ask your jobber | 











means of finger ring sliding locks, 
making worms easily accessible. It 
holds approximately 200 worms, be- 





ing 5 in. in diameter and 5 in. deep, 
and is made of steel with rolled 
edges. Heavily galvanized and dur- 
able. W. W. Faris Mfg. Co. 


For more data circle No. 25 on postcard, p. 169 


Faucet Attachment 

Faucet attachment fits all fau- 
cets and stops faucet splash. Will 
not pop off. Called the Mel-o-Flo 
Jet-Aerator, it attaches to the 
faucet internally and makes run- 
ning water soft and non-splashing. 
It is all-metal and has a chrome 
finish. Retail price is $1.25. Melard 
Mfg. Co. 


For more data circle No. 26 on postcard, p. 169 


Insulated Picnic Jugs 

Here is a complete line of insu- 
lated picnic jugs with steel handles 
and red plastic grips, 314-in. wide 
openings, buffed aluminum caps, 
deep aluminum inner stoppers with 
rubber gaskets, aluminum necks, 





steel cases and single seam con- 
structions, high gloss baked enamel] 
finishes and sulphur sealers. They 
also have low K-Factor insulation, 
aluminum lock nuts and screw type 
anodized aluminum spigots. Jugs 
are of one- and two-gal. capacities 
and come with faucet, spout or 
plain. Shown here is a 1 gal. jug 
with faucet. ifetal Industries Div., 
Columbian Enameling & Stamping 


Co., Ine. 
For more data circle No. 27 on postcard, p. 169 


Modulating Control 

Here is a new modulating control 
designed especially for gas space 
heaters. Made to fit Model 54 Man- 
ual Gasapack, the control converts 
this manual model into a complete- 
ly automatic operation. Installation 
is simple: Remove four screws, lift 











U 


off manual-control name plate, and 
replace it with the modulating con- 
trol. Automatic temperature con- 
trol is accomplished through a 
vapor-filled thermostatic bulb. The 
control is quiet in operation. A-P 


Controls Corp. 
For more data circle No. 28 on postcard, p. 169 


Fishing Rods 

This 1953 line of popular-priced 
Fishrods includes 21 new numbers 
with glass blades and four new 
steel-blade rods. They range in list 
price from $1.98 for a straight- 
handle glass rod to $6.95 for a de- 
tachable handle glass blade rod 
with built-in reel. Grips range 
from cork to formed hardwood in 
straight, offset and _ pistol-grip 
types. New chuck-type blade lock 
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| GOLDBLATT 


Mason Tools 


Give You... 


cat 





ONE SOURCE FOR 

ALL NEEDS — Buy all your 
masonry tools from 
Goldblatt — one order, 

one shipment, one billing. 
Easy, convenient. 
ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 








SEND TODAY FOR FREE CATALOG — Write for 
your copy of Goldblatt’s illustrated catalog de- 


scribing the most complete line of the finest 


masonry tools and equipment. 


offer attractive dealer discounts. 





Goldblatt Tool Co. 


1920 Walnut St. Kansas City 8, Mo. 






















LONG NOSE SIDE 
CUTTING PLIER 
Ideal for T.V., sewing 
machine work, hobbies, 





> ete. 
> Sizes: 5%", 6%" 


Nae 


—_ 





COMBINATION 
SIDE CUTTING 
PLIER 
For gripping and cut- 


ting. 


Size: 4%" 






Complete line of im- 
ported insulated 
linesman pliers, > 
joint side cutting p 
ers, pincers and water 
pump pliers. 





@ Write for catalog showing many other Oxwall’ items including w 
: attractive display material. aH 





DIAGONAL 
CUTTING PLIER 
For electricians, lines- 

men, etc. 


Sizes: 4%", 5%", 6/4" 


Qua 
SC =. hag 









Oxwall quality 
screw-driver as- 
sortment on at- 
tractive, self. 
selling display 
card. 











> 
w& 





| OxwaLL | TOOL CO., Ltd. 


DEP'THA928 Broadway 


New York 10, N. Y 


Factory: Oxford, N. J. 
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@ Padlocks @ Curtain springs 


@ Window sash locks @ Window screen springs 
@ Screen door closer springs @ Door check springs 


@ Perfection door springs @ Wiring nut springs 


Let us know your requirements for springs in any 
size, shape or design. Write to Sales and Engineer- 
ing, 2 New Bond Street, Worcester, Mass. 


1275 


WICKWIRE SPRINGS 


CS eee 








WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 169. 





insures a secure blade assembly for 
use and a simple breakdown for 
packing or storage. Premax Prod- 
ucts. 

For more data circle No. 29 on postcard, p. 169 


Air Conditioner Line 


This newly styled air conditioner 
line features an all-season weather 
control dial by which units are 
made to perform functions the year 
around. By changing the position 
of the control dial, the units filter 
and heat, filter and cool, filter and 
dehumidify the air, exhaust stale 
air and become low and high speed 
ventilators to provide filtered fresh 





air. Dial also has Slumber Speed 
for comfortable night cooling. Line 
consists of three units: % ton ca- 
pacity with a retail price of 
$349.95; 34 ton, $399.95; 1 ton, 
$499.95. Fresh’nd-Aire Co., Div. of 
Cory Corp. 


For more data circle No. 30 on postcard, p. 169 


Feeler Gages 

An assortment of 27 sizes of 
feeler gage blades, 10 feeler gage 
sets and a feeler gage dispenser 
has been added to the manufac- 
turer’s line. Blades are made from 
selected Swedish steel properly tem- 
pered, each being electro-etched 
with its decimal size and treated 
with rust resistant oil. Individual 
blades from .0015 to .040 in. are 
packaged six to an envelope and 
are available in 31%4 and 12 in. 
lengths. Gages in a variety of sets 


178 





containing combinations of sizes 
for special use have knurled lock 
nuts for locking blade into posi- 
tion. A gage dispenser has com- 
plete assortment of blades and sets 
for counter display selling. J. H. 
Williams & Co. 


For more data circle No. 31 on postcard, p. 169 


Gas Water Heater 


This stone-lined, underfired auto- 
matic gas water heater is available 
in 30 and 45 gal. capacities. The 
stone lining prevents rust and cor- 
rosion, making the tank leak-proof. 
It produces 7 pct more hot water 
than household requirements. One- 
piece flue baffle is constructed of 
heavy-gage steel and extends the 
height of the tank to provide maxi- 
mum heat transfer. Heater also has 
snap-action, dial-type thermostat, 
easy to adjust and conveniently lo- 
cated. Control shuts off gas line if 





burner flame is extinguished. Burn- 


er is of one-piece raised port con- 
struction, adjustable to all types of 
gases. Manufacturer offers 10-year 
guarantee. Mor-Flo Heater Corp. 
For more data circle No. 32 on postcard, p. 169 


Garment Rack 

Called Sta-Prest, this garment 
rack slips onto front or back seat 
of any car and holds up to 20 suits 
or dresses without wrinkling. It 
keeps clothes hanging in a natural 
position without crowding and 
leaves ample space for two passen- 
gers. It also allows clear driving 
vision. Rack is out of the way and 
not connected to doors, windows or 
roof gutters. It retails for $4.95. 
Luthe Corp. 


For more data circle No, 33 on postcard, p. 169 


Coffee Concentrator 

Here is a cold water coffee con- 
centrator, called Delex, which per- 
mits a housekeeper to make a 
liquid coffee concentrate from her 
favorite brand of coffee. By pour- 
ing a pound of drip grind coffee 


Makes liquid coffee concentra 
from ‘ ee 
your favorite o 


Oellex 


FEE CONCENTRA’ 
1 cotiee you ever tasted. # A. 





into Delex, filling it with cold 
water, and letting it stand without 
cooking until the following morn- 
ing, liquid instant coffee is made. 
Then *% to 1 oz. with boiling hot 
water makes a uniformly delicious 
cup of coffee. Made of plastic, sug- 
gested retail price of Delex is $3.95. 
Popeil Bros., Inc. 


For more data circle No. 34 on postcard, p. 169 


Frying Pan Lid 

This air conditioned aluminum 
spatter lid for the frying pan keeps 
spatter in and lets steam out. It 
protects face, hands, stove, wall and 
floors, and is easy to clean. A twist 
of the handle separates the two 
parts for washing. Retail price is 
$1. Tetfoam Corp. 
For more data circle No. 35 on postcard, p. 169 


(Resume reading on page 13) 
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edna gorgeous new PRO-TEX all-purpose 
‘or $4.: 
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sce the Complete. PRO-TEX lin —— 
F it Booths No. 872-874 Your customers will be asking for these beautiful 
on NATIONAL HOUSEWARES a PRO-TEX mats! Be sure they can buy them from 
ich per alate you! Ask your jobber for Assortment No. 1446 - 
make 7 including Colonial Fireside, Linen, and FREE Pic- 
rom hh ® ture Tray sets! Order plenty of stock — and be sure 
sin to get your free full color counter cards and ad mats. 
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THERMIC JUGS BY 
METAL INDUSTRIES 


New Feulue... New Vielwe... 
oie aig, figs foo aS 


> Featuring the double-coat, white, porcelain- 
enameled steel liner, Sportsmaster Thermic 
Jugs are the de-luxe line of the year. Added to 
last year’s grand-slam advantages of stunning, 
new styling, and extra-strong, two-piece, steel 
case are big, new improvements in handle, cap, 
and inner-stopper appointments. Write for full 
information and learn for yourself the many 
advantages that make Sportsmasters the big- 
gest values ... the biggest sellers . . . and the 
most profitable jugs you can handle. Maximum 
discounts offered. Available only on price- 
maintained agreement. 


= 
~ 
RS 


— 





uo 


Ory ibs 


Fd 


Famous Sportsmasters have handsome, hard- 
baked “Desert Tan” enamel finish, are available 
in the 1 gallon faucet, 1 gallon spout-in-shoulder, 
and 2 gallon faucet models. 


TWO OTHER GREAT LINES GIVE MOST COMPLETE COVERAGE OF EVERY NEED AND PRICE DEMAND! 





x NEW, 1953 -¥Ul- -Pmerican 


This leading, competitively-priced line is offered this year 
with a choice of liners: Series A, sturdy, lightweight alumi- 
num; Series E, single-coat, blue porcelain-enameled steel. 
Beautiful, hard-baked, high-gloss “‘Harbor-Blue” finish. 
Four Models: 1 gallon (plain, faucet, or spout-in-shoulder 
and 2 gallon faucet. 


NEW, 1953 Champloun 


In the ever popular vitreous, stoneware 
liner, fast-selling Champions are still tops. 
Has lustrous baked-on ‘‘Harbor-Biue”’ 
enamel finish. Offered in 5 models: 1 gal. 
plain, faucet, or spout-in-shoulder, 2 gal. 
faucet, 2 gallon with glass-liner. 


A 





New 14 gal. with re- 
placeable giass-liner 





p> New home of Metal Industries’ Thermic Jugs following merger with manufacturers of famous Colum- 
bian Porcelain-Enameled Kitchenware, Sick-Room Supplies, and Photographic Equipment. 


METAL INDUSTRIES DIV 
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* COLUMBIAN ENAMELING & STAMPING CO 


C. «+ TERRE HAUTE, IND 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


in. tiles in open racks. It provides 
plaque for mounting current Gold 
Seal U-Do-It national ad reprints, 
has give-away shelf of consumer 





folders and instruction sheets, and 
price tags on each rack show cost 
of tile. It illustrates and sells U- 
Do-It kit, provides a table tray for 
laying out tile combinations, and 
has handy tile calculator for tell- 
ing how many tiles are needed 
for any area. Congoleum-Nairn, 
For more data circle No. 36 on postcard, p. 169 


Sandpaper Selling Aids 

A complete merchandising pack- 
age of free selling aids is offered 
in connection with the simplified 
selling and stocking plan for 3M 
sandpaper products. Included are a 
Home and Shop Guide for selecting 
sandpaper, a series of how-to-do-it 
folders, advertising mats, counter 
display easel, window decals, and 





national advertising support. The 
Guide is indexed according to the 


job to be done and contains sand- 
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REVIVA Meso" REMOVER 


ease FURNITURE POLISH 
ed butds nepeat business! 





age 13) 


It provides 
irrent Gold 
d reprints, 

consumer 





é 
TRIPLE-ACTION TONIC FOR MARRED FURNITURE 
@ REMOVES stubborn surface spots 
e CLEANS dirt and grime 
@ POLISHES to high dry lustre cov- 
ering minor scratches 
ALL IN ONE BOTTLE 


Consumer Tested and Accepted for over 
Twelve Years. Keep a stock on hand; it's 
always in demand! 

@ NATIONALLY ADVERTISED @ 


Retails at $1.15 half pt. . . $1.75 pt. . . $2.75 qt. 


Trade Discount 40%. FOB Poctery: L. L. City, N. Y. 


JACKSON OF LONDON PRODUCTS 


68 WEST SOth STREET © NEW YORK 19... 7 


REVIVA 


does 
what it says! 
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For Yourself 
Why GENERAL 
SLICERS Will 

Be your BIGGEST 
Sales-Wise, Profit-Wise, 
Housewares Appliances 


GENERAL 
SLICERS 


MODEL 300 


White Porcenamel 












3 MODELS « 3 WINNERS 


$17.95 





Pe . MODEL 400 
in 53 at The Chicago DeLuxe All Chrome 
$24.95 
Housewares Show nihil ial 
e For Big Homes, 
Come To Our New Little Businesses $29.95 
Location in SOUTH HALL e 
or write for details 
All Purpose 
Handy Utility Board 
11" x 14" —$2.49 
14" x 20"—$5.95 
4 Dept. 345 
nd- SLICING MACHINE CO., INC. WALDEN, NEW YORK 
HARDWARE AGE, JANUARY 8, 1953 








| Pops 2 quarts to fluffy goodness 





each product gives you added sales push on Everedy. 


FOR SURE rons PROFITS~ 


eatin line of — 
traffic-building Houséw 


~— 














Durable fry-piece with many 
uses. Fries bacon flat— 
dries it on side apron while 
eggs fry. Catching on fast 
with American home-makers. 
Gift boxed. 







































A staple utensil in over 

1,000,000 homes! Does small 
baking jobs quickly—on top 
of the stove. Popularly Soy 
priced for volume Guaranteed by © 
sales. Gift boxed. ~eoo"” Good Housekeeping 
48 soveante WEF 







Gleaming service piece with 
crystal glass base. Keeps 
cakes, pies and pastry fresh, 
moist and tasty. Unbeat- 
able gift suggestion for 
every occasion. Gift boxed. 


*TM. REG. APP. FOR 


Priced way 
below ‘‘electrics’”’ 
—works just as fast. 


in just 6 minutes. No shaking or 
burning. Gift boxed. 


NATIONALLY ADVERTISED 
The Everedy name hits 7,500,000 
home-makers month after month. 
You'll get steady calls for all 4 items. 


SHIPPING AND DISPLAY 
GIFT BOXES Sturdy, printed cartons for 





PHONE YOUR 
JOBBER TODAY OR ae EVE "ae vie 
WRITE DIRECT ‘a L 


EST MAKER ‘ MROME HEN TEN 





See new items BOOTHS 860-862 
NATIONAL HOUSEWARES SHOW 
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TOHELP YOU SELL 








@ For more information on these products and services 
use free post card on page 169. 


paper samples, and shows and de- 
scribes uses for each. Folders il- 
lustrate and describe finishing tech- 
niques and how to choose sand- 
paper for wood, paint, metal and 
plaster surfaces. Minnesota Mining 
& Mfg. Co. 


For more data circle No. 37 on postcard, p. 169 


Paint Roller Display 


Called the Dealer’s Helper, this 
sturdy, compact unit attractively 
displays and inventories manufac- 
turer’s rollers, pans and covers, in- 
cluding Profit Packages. Unit 





stocks a maximum quantity of 
painters’ tools and has a sign that 
carries short, to-the-point copy. In 
an attractive color scheme of red, 
yellow and black, it occupies a mini- 
mum amount of floor space. Thomas 
Products Co. 


For more data circle No. 38 on postcard, p. 169 


Floor Finish Display 


Here is an attractive two-color 
counter display to promote sales 
of manufacturer’s floor finishes 
and maintenance materials. With 
double wing easel, it is 16x21 in. 
and shows samples of asphalt tile, 
linoleum and panels of oak, pine 
and maple that have been treated 
with the finishes. Samples are held 
in pocket-type shelves, with the 
center shelf opening out for dem- 
onstration. All shelves carry 


182 





captions keyed to samples. Fin- 
ishes and maintenance materials 
come in galions and quarts. Sturdy, 
silk-screened display is easily as- 
sembled. American Floor Surfac- 
ing Machine Co. 

For more data circle No. 39 on postcard, p. 169 


Power Tool Catalog 


This three-color catalog includes 
a complete line of power tools for 
the home and professional crafts- 
men. Illustrated throughout, the 
catalog lists specifications, descrip- 
tions and general information on 
tools and accessories. A four-page 
insert lists the price of every item 
in the catalog. Shopmaster, Inc. 
For more data circle No. 40 on postcard, p. 169 


e , 7 
Vinyl Sponge Promotion 

A “one-free-with-eleven” pro- 
motion is now being offered with 
the manufacturer’s new window 
sponger-wiper. Unit comprises a 





sponger-washer surface, backed by 
a squeegee of live rubber. Sturdy 
polyethylene-wrapped sponge head 
is mounted on long wood handle, 
Unit retails for 98¢. Washer-wipers 
are packed 12 to a floor display 
carton that opens out for effective 
presentation and easy customer ac- 
cess. Product is also used for mir- 
rors, enamel surfaces, tile and bath- 
tubs. Ivano, Inc. 

For more data circle No. 41 on postcard, p. 169 


Calking Compound Tube 


This 9 oz. hand squeeze tube 
made for Nu-Calk calking com- 
pound is yellow and black and can 
be used like a toothpaste tube, 
eliminating the use of a gun. It is 
suitable for homeowners who have 
only small calking jobs to do. Avail 
able in attractive new display car- 
ton containing 12 tubes. Compound 
is a non-staining, off-white, pre- 
pared plastic that will not dry out, 
crack, harden or pull away from 





surface, and it is not affected by 
weather changes. Macklanburg- 
Duncan Co. 

For more data circle No. 42 on postcard, p. 169 


Hack Saw Blade Sizes 


This new schedule of blade sizes 
reduces overall blade inventory re- 
quirements since duplication is 
eliminated. Single-edge hand blades, 
all steel types, and_ single-edge 
power blades, high speed steel 
types, are affected by the revised 
standards. The new sizes range 
from 10 to 36 in. long and from % 
to 41% in. wide. New schedule and 
complete catalog literature avail- 
able upon request. Clemson Bros., 
Ine. 

For more data circle No. 43 on postcard, p. 169 


Mop Display Rack 

As a Hardware Week special, this 
sturdy metal display rack for Du- 
All mops is offered with orders for 
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BALANCE makes the difference in 
















Pa ahs oe 


Grasp any Hyde Glass Cutter as shown in the 
illustration. Feel the delicate balance, the firm 
grip, no wobble—no unsteadiness! That’s the 
kind of precision instrument your customers 
want. And the tungsten alloy steel wheel, revolv- 
ing on bronze bearings, assures a straight clean 
cut. Self-contained display unit holds 12 Hyde 
Glass Cutters, takes little counter space. Order 
from your jobber. 





Manufacturers of Putty Knives, Paint Scrapers, Floor & Cab- 
inet Scrapers, Paint Shakers, Painter & Paperhanger Tools. 










HYDE 
GLASS 
CUTTER 
DISPLAY 


MANUFACTURING CO. : 
Southbridge, Mass., U. S. A, is 

















‘* TOP SPOT ”’ 


in the popular price field. Easy to 








single wheel truck 
if specified 


Rubber tires 
optional 


operate. Shear-type knife cuts lids out . 





leaves safe, smooth edge. Precision built. 


SS people's choice.’ 
s-YEAR Sw : ze 
GUARANTEE ) - ) 


yey 
\ 











EDLUND 
JUNIOR 
CAN OPENER 











° ——— 
Paragon Sprayer No. 3 is the dependable sprayer for 
nurserymen. Just the right size . . . 12-gallon capacity. 
The truck (single wheel or two-wheel) is easy to push. It 
stands steady on uneven ground. I6-inch wheels make 
wheeling easy. 

The pump is not submerged, insuring longer life. Strainer 
reaches to the very bottom of the container and is cleaned 
by every stroke of the pump handle. Agitator prevents 
solution from settling in container. Will not clog. 

Write for catalog and price list. 


THE CAMPBELL-HAUSFELD CO. 


Harrison, Ohio 


THINK OF 


Ldlund 


for 


BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 46 State St. 
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Bottom con- 
struction of 
WITT CANS 





Bottom con- 
struction of 
WITT PAILS 


Compare WITT CAN and PAIL ° 
features with others on 
these points.... 





WITT CANS and PAILS are de- 
signed and constructed to with- 
stand years of hard usage and 
abuse. Every detail from the spe- 
cial analysis steel to the rust-re- 
sisting hot-dip galvanizing reflects 
the inherent quality of being able 
to “stand the gaff.” Sell WITT 
and you sell the best quality. Give 
your customers greater value—in- 
sure yourself greater profits. 





@ STRAIGHT SIDES—assure extra resistance 
to rough handling. 

e@ DEEP ROLLING CORRUGATIONS—run full 
length, adding further rigidity. 

e HEAVY GAUGE STEEL—provides battle- 
ship ruggedness. 

e STEEL BANDS—protect top and bottom and 
act as shock absorbers. 

e@ HOT DIP GALVANIZING—a hand process 
after fabrication insuring heaviest possible 
rust-proofing. 

e@ STURDY LID—snug-fitting, easy toremove. 


WITT 


CANS — 
and PAILS 
HAVE THE 
“RIGHT” ‘ 


"Originators of the Corrugated Can" AN G L E 


THE WITT CORNICE COMPANY 
2110 WINCHELL AVENUE 
CINCINNATI 14, OHIO 


> 


TO HELP YOU SELL 


aieee 





12 mops. Deal includes six triangle 
and six oblong mops in an assort- 
ment of red, blue, green and tan- 
gerine. Mops are doubly reversible; 








the head turns over giving two 
dusting surfaces. Coil spring con- 
struction of swab allows rotation of 
yarn so that it is always ahead of 
the frame. Spring socket has no 
nuts, bolts or screws, and rotates 
on solid steel single wire frame, 
with handle always in correct posi- 
tion. Head cannot shake off. Has 
a lacquered wood handle. Prices 
range from $1.39 to $1.49. Du-Al! 
Mfg. Co. 


For more data circle No. 44 on postcard, p. 169 


Mixer Display 
This full color display for the 





Blendor occupies a minimum of 
space on counter or shelf. Measur- 
ing 10 in. wide and 21 in. tall, it 
telis of the great variety of uses of 





the Blendor. Also offered is a dis- 
play for the company’s Mixor, 
which is in full color and has the 
product built right into the carton. 
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It points out the important selling 
features of the appliance and is 
oly 134%2x9 in. Waring Products 
Corp. 


for more data circle No. 45 on postcard, p. 169 


Towel Bar Catalog 

Called Catalog 53-A, this 12- 
page, two-color booklet includes 
towel bars and accessories. Exten- 
sively illustrated, it lists and shows 
a complete line of towel bars with 
number, length, and finish of each. 
It also includes illustrations and de- 
scriptive information on robe hook, 
tumbler and toothbrush holder, 
soap dish, single and double toilet 
paper holder, paper towel dispenser 
and bathroom shelf. Display boards 
are also shown and described. Gen- 
eral Chrome. 
For more data circle No. 46 on postcard, p. 169 


Floor Painting Folder 
Complete information on proper 

procedures for preparing and paint- 

ing concrete floors with paints con- 


' 





taining Pliolite S-5 is contained in 
this illustrated folder, This is the 
Way to Paint Your Concrete Floors. 
It contains recommendations for 
preparation of both previously 
painted and unpainted floors prior 
to application of Pliolite S-5 paints. 
These paints impart alkali-resis- 
tant, chemical-resistant coatings to 
masonry surfaces. Copies are avail- 
able free. Chemical Div., Good- 
year Tire & Rubber Co. 


For more data circle No. 47 on postcard, p. 169 


Tackle Catalog 


This 52-page color and rotogra- 
vure tackle catalog is sectionally ar- 
ranged according to: tackle for bait 
casting; tackle for fly fishing; spin- 
ning; and light salt water angling. 
It gives information on bait cast- 
ing, spinning or fly fishing pre- 
sented by noted anglers who ex- 
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Increase your profits by investing one square foot of your valuable 
floor space in a Wagner display. You'll find that the Wagner will 
earn more profits for you per square foot than most items. 

Here's why! 

When you show your customer that only the Wagner has Mov-O- 
Matic Combs that move in and out of the brush to keep it clean so 
it can sweep clean, she'll not accept anything less. And Mov-O- 
Matic Combs are just one of the ten exclusive features found only 
in a Wagner. 

Boost your sales by selling that “extra something" found only in a 
Wagner! 


You need a Vacuum Cleaner once a week 


» YOU NERD A 


E.R. WAGNER MANUFACTURING CO. 
Dept. HA, Milwaukee 16, Wis. 


















































AN ALL NEW POTATO CUTTER 


THAT DEFIES COMPETITION y 
nly 2278 RETAIL—COMPLETE! 


only 


@ A super-sharp Potato Cutter with knife-sharpened 
stainless steel blades. 
@ In refrig baked 1 d and white—not 
a tinny finish. 
Blade removes at a touch for easy cleaning. 
Absolutely can't rust—made only of stainless steel, 
aluminum and baked enamel finished steel. 
Only DAMAR can moke this in the U. S. with 
superior know-how and machines. Almost 50% more 
steel than imitation products. 
A real professional type cutter with the greatest 
benefits of leverage and gliding so that any 
woman can use this cutter. 
Insert the whole potato, touch the 
handle — presto! — out comes 25 
perfect french fries. I slices and 
cuts other foods as easy, too! 
Individually boxed in striking 4- 
color display card. As a $2.98 
retailer it’s going to be an out- 
standing profit maker for you. 
















rs. DAMAR'S Flame Tamer 


Prevents Burned or Scorched Foods 
Here's an unexpected ‘‘sleeper’’ that has been selling like hot cakes! 
Mrs. Damar’s Flame Tamer is turning out to be one of our fastest-sell- 
ing items! It’s just what the busy housewife ordered. It nmrakes every 
pot a double-boiler. Just place under pots and pans—-foods cannot 
burn or scorch! Steel air-cushion assures the slow steady heat that 
is the real secret of good cooking. Ideal for reheating foods in 
china or glass containers without breakage. Sells for only $1.98! If 
you don’t as yet stock this item, get it now—cash in on the profits! 


SEE YOUR JOBBER OR WRITE US DIRECT 


DAMAR PRODUCTS, INC. 


28-O Damar Bidg., Newark 2, New Jersey 


2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 


to make your fastener department 
more complete . . . more profitable 


ASSORTMENT No. HS-238 


SCREW HOOKS 


238 electro galvanized screw 

hooks . . . 7 sizes from No. 14 

to No. 2... all sizes com- 
pletely refillable. 




















A 








Yes, we now have 62 Assortments 


_.. AND THEY'RE ALL REFILLABLE! 








ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes . 
10 sizes from No. 216 to No.0... 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


Shawore Boil and Scheu lo. “se 





MASS. 


186 
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@ For more information 
| on these products and 
services use free post 
card on page 169. 





plain advantages of each. Two 
pages are devoted to listing severa] 
| leading sports movies and where 
| they may be obtained. Catalog of- 
| fered free upon request. Shake- 
| speare Co. 

For more data circle No. 48 on postcard, p. 169 


| Carpet Sweeper Package 


The Komb-Kleaned carpet sweep- 
| er together with its all-steel sec- 
| tional handle now come packed in 





a single compact carton ready for 
shipment or delivery. When 
sembled, the handle is as smooth 
and sturdy as a one-piece handle 
and cannot be pulled or taken apart. 
Carton is attractively designed and 
printed and shows a picture of the 
sweeper. E. R. Wagner Co. 

For more data circle No. 49 on postcard, p. 16? 
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Sponge Wrapper 


This line of cellulose sponges 


now has a new wrapper and sales 
kit. Printing on wrap has been re- 
larger 


size so part of 


duced in 
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the remarkable British 
metallurgical invention 





body work 
inclu 


di d oil Id 
dlominum | tank leaks | seams | REAL META 








SIL ee 


L-IN-A-TUBE e ALL PURPOSE METAL-MENDER 








1001 REPAIRS IN SHOP AND HOME 
































DPD 

(Gs e handles just like putty right out of handy tube 

Ss | 
e@ can be hammered, filed, tapped, feather-edged, etc. 

fills casting . 
pores e withstands up to 150 Ibs. pressure per sq. inch 
radiator and leaky pots, jewelry including mee 
blocks garbage cans | tool repairs repairs aluminum @ no heat or mixing needed @ withstands direct flame 
@ oil, alcohol and water-proof © won't rust 


e don’t confuse Loy with ordinary adhesives or “repair” 





= 
\ ‘ compounds; Loy is real metal! Retail $1. (Canada $1.25) 
z — .—— 
FANWOOD 2, 
write To: TREGLOWN CO., INC. new jersey 
use like re-builds great for mends sets screws 
solder rusted motel beat work porcstain = fame In Canada: Treglown, Ltd., 1366 Greene Avenue, Montreal 6 











Since 1912 — the leading 
source of top quality 


° BASEBALLS 
* SOFTBALLS 
* PLAYGROUND BALLS 


Write for Catalog 


Tober Baseball Mfg. Co., Inc. 


MANCHESTER, CONNECTICUT 





(MORE SALES-MORE PROFITS 


WITH 


"2-BIT” 






PUT THIS FREE DISPENSER 
ON YOUR COUNTER... 
THEY'LL BUY "EM ON SIGHT 
—2 AND 3 TUBES AT A TIME! 


Sells swivels fast, on impulse, a recccocvoes(/ 
several units at a time! Each * POCKET ASSORTMENT + 









assortment contains 72 2-BIT : = toed 
TUBES (48 tubes of Kelux ‘Sises Tesi 

Safety Snap Swivels and 24 SWIVEL 5 
tubes of Kelux Barrel Swivels). ond SNAPS 


You get the counter dispenser ,eecees80%*** 
FREE with an INITIAL savery sar swivels 
ORDER OF 72 TUBES. _ 


The 2-BIT TUBE of Kelux Safety Snap 
Swivels contains 7 pieces: 1 #12/1, . 
and 2 pieces each #5,#7 and #10. | J 


The 2-BIT TUBE of Kelux Barrel § 
Swivels contains 10 pieces: 2 each, 


#1, #3, #5, #7 and #10. 





Order from your supplier NOW. 
FOR ALL FRESH WATER FISHING INCLUDING SPINNING 


ART WIRE AND STAMPING CO. 


2-D BOYDEN PLACE NEWARK 2, N. J. 
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More | 
tas — (Conti 
expenditure 
RUGG | sponge can be seen through trans. ‘ 
. In going 
| parent cellophane. Attractive sales t by 8 
POWER kit contains samples of variou, | ™™ >¥ § 
sizes and colors of sponges. Celly ” - rok 
lose sponges come in natural or as. seems a 
MOWERS sorted colors. Burgess Cellulose Co, eso 
Rotary and Reel For more data circle No. 50 on postcard, D. 169 - carenaagl 
bd 5 for some ti 
There's no lawn Gift Boxed Scales In statis 
too small for All Detecto Model 709 bathroom that non-f: 
RUGG-mobility. — scales are now being shipped in a . : 
J tion durin} 
pe e new gift box. The box, which con. $2. billion 
penditures 
_ and expen 
Mowers for the millions who want power $16 billion 
and periormance at their price! in all deta 
Lightweight, equipped with 2-position in relatio1 
clutch . . . can be throttled up whole tha: 
or down to any walking speed. 
Easy starting, cleaner cutting, We have 
with high “grass per in the in 
gallon” performance. economy t 
and slowl; 
Sb national F 
scrote sales in th 
yf -No_ att 
f translate | 
tains a To and From tag printed on policies fc 
SPECIFICATIONS | it, is suitable for all gift giving | ‘chase ors 
SUBURBANITE 21°: 1.5 h.p., 4-cycle engine @ 21” | occasions. Detecto Scales, Inc. commodit! 
mar pon A ht ER For more dats circle No, 51 on postear, ». 6 J AGE has 
de-clutch @ crucible steel knife blade @ ‘‘Floating readers. 
handle,'’ vibration-free. H 
SUBURBANITE 18”: same as above except 1 h.p. Bakeware Display 
engine and 18” cutting width. This display rack for Bake-King Consur 
and Bakerex bakeware capitalizes 
on impulse buying habits and also The an 
eeeeeereereeeseeeeeeeeeeeeeeeese® eeeeceee | aids self-service selling. Designed tempt to 
; : i for specialty pan selling, 13x30 in. cally tow 
ee as it mows. recs ya principle rack, shown here, is available with in genera 
throws grass cuttings forwar or e , ‘2 = . 
re-cutting to eliminate windrows and raking. or without merchandise assort- cific, con 
Weighs only 36 pounds. Easily ments. A 30x30 in. rack, holding for hard 
maneuverable on short wheel base. probably 
Safety-slip clutch stops blade instantly. the year. 
Sucks up weeds and crab-grass seed stems. It i 
t is q 
SPECIFICATIONS ccell the econ 
ROTO-RUGG 18”: 1.3 h.p., 2-cycle en- Hf) , rn ih well ma 
i ith direct dri 18” cutti ; I} 
Se gee : 1953, a 
crucible alloy steel cutting blade, 21/2” penditure 


wide e blade pitched to create upward , + 
suction @ safety-slip disc clutch pre- sari ness in 
vents breakage @ ‘‘Floating handle’’ £ economy. 
vibration-free. 

The ar 
ever, th 
needs to 
advertisi 
industrie 
products 
prices W 
competit 


| 15 items, is also offered with or sett la 3 


| without merchandise assortments. F 
| Chicago Metallic Mfg. Co. Goo 
| For more data circle No. 52 on postcard, p. 169 most of 


| 1954. 
| (Resume reading on page 14) 








gh trans. 
ve saleg 
of various 
onges. Celly 
1atural or ag. 
Cellulose Co, 


Nn postcard, p, 169 





09 bathroom 
shipped in a 
» which con. 


Pz... 
2 





printed on 
‘ift giving 
Ine. 

»stcard, p. 169 


3ake-King 
-apitalizes 
; and also 
Designed 
13x30 in. 
able with 
» assort- 
, holding 





vith or 
tments. 


rd, p. 169 


14) 





wil! Consumers Spend 
More Money in 1953? 


(Continued from page 152) 

expenditures drop very appreciably. 

In going over the prospects, seg- 
ment by segment, we have found 
no areas in which such a decline 
seems probable in the first two or 
three quarters of 1953. There is, 
therefore, no reason to anticipate 
a serious liquidation of inventories 
for some time to come. 

In statistical terms, we can say 
that non-farm inventory accumula- 
tion during 1952 was a little under 
$2 billion while governmental ex- 
penditures for security purposes 
and expenditures by consumers rose 
$16 billion. In general, though not 
in all details, inventories are lower 
in relation to the economy as a 
whole than they were a year ago. 


We have therefore found nothing 
in the inventory segment of the 
economy to interfere with a good 
and slowly rising volume of gross 
national product and of consumer 
sales in the first six months of 19538. 

‘No attempt is made here to 
translate this general forecast into 
policies for guiding inventory pur- 
chase or sales programs for specific 
commodities because HARDWARE 
AGE has such a wide variety of 
readers. ; 


Consumers Will Spend More 


The analysis does, however, at- 
tempt to point the discussion basi- 
cally towards consumer purchases 
in general. The conclusion is spe- 
cific, consumer expenditures both 
for hard and for soft goods will 
probably rise throughout half of 
the year. 

It is quite possible that even if 
the economy weakens, as it very 
well may in the last part of 
1953, a decline in consumer ex- 
penditures may lag behind a weak- 
ness in other segments of the 
economy. 

The analysis does suggest, how- 
ever, that serious consideration 
needs to be given to pricing and 
advertising policies for 1954. The 
industries with the most appealing 
products and the most appealing 
prices will probably have bigger 
competitive margins over competi- 
tors in 1954 than is the case today. 

Good markets seem ahead for 
most of 1958, but keep an eye on 
1954. 
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RUGG 
HAND 
MOWERS 


At a Price for All 
ot 
There's no price 
you can’t meet. 




















































The aristocrat of hand mowers! Never 
before a mower with so many exclusive 
selling features. Set it high, set it low 
by fingertip adjustment, the fixed per- 
fect cutting angle never varies as cutting 
height is changed. Aluminum alloy parts 
for lightweight strength. It’s truly the 
most deluxe, most perfect performing 
mower on the market today. 
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SPECIFICATIONS 


The HI-LO-MATIC: Reel 6”, 5-knife blade double 
riveted to steel spiders @ yoke contains entire 
cutting mechanism, raises and lowers vertically 
@ completely enclosed wheels, 10'/.” diameter 
@ cutting width 17” @ cutting range %" to @ 
2%” @ semi-pneumatic balloon tires @ 
sectional roller. 
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Typical ofa complete line of RUGGed 
hand mowers, realistically priced to appeal 
to all your customers. Each is precision 
built with exclusive RUGG features to in- 
sure years of trouble-free mowing. Each 
has full profit margins and “sell up” fea- 
tures to increase your profit opportunity. 


SPECIFICATIONS 


The E-Z WHEEL: Reel 6” @ 5-knife blode « 
10” wheels @ semi-pneumatic baloon tires « 
hardened spring steel bottom knife % cutting 


range %” to 1%”. 
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To Hold Southern Convention 
In Dallas, Week of Apr. 19-23 


The 62nd annual conven- 
tion of the Southern Whole- 
sale Hardware Association 
will be held in Dallas, Tex., 
the week of April 19, in con- 
nection with the semi-annual 
convention of the American 
Hardware Manufacturers As- 
sociation. This marks the 
first time in a number of 
years that the annual South- 
ern Convention has been able 
to get facilities in the South- 
west which would take care 
of its requirements. 


The Adolphus hotel, which 
recently completed a new 
500-room addition, will be 
convention headquarters, and 
with the Baker Hotel, just 
across the street, will have 
guaranteed accommodations 
of a minimum of 850 rooms 
for the convention. Combined 
with other near-by hotels, 
total available accommoda- 
tions will be 1,280 rooms. 


Other hotels are the South- 
land, the White-Plaza, the 
Travis, the Whitmore, the 
Lawrence, the Jefferson. All 
requests for reservations 
should be sent direct to the 
desired hotel. Not more than 
two bedrooms, plus parlor, 
if desired, will be assigned to 


any one company at the 
Adolphus. There will be no 
limit on reservations at other 
hotels. 

(Continued on page 195) 





MacKenzie Promoted 
By Bigelow & Dowse 


Robert H. Watts, vice- 
president in charge of sales 
announced the appointment 
of John M. MacKenzie tu 
headquarters of Bigelow & 
Dowse Co., Hardware Div., 
Boston, Mass. 

Mr. MacKenzie was for- 
merly manager of the Servel 
Dept. of Bigelow & Dowse 
Co., Appliance Div. He 
brings to his new appoint- 
ment considerable experi- 
ence in wholesale hardware, 
having previously been asso- 
ciated with the Henry Dun- 
can Corp., and with Winches- 
ter-Simmons. 

Wilbur Hawkins succeeds 
Mr. MacKenzie as manager 
of Bigelow & Dowse Co., Ser- 


vel Dept. Mr. Hawkins comes , 


from the L. J. McAllister 
Co., where he was sales man- 
ager. Previously he was 
downtown key account man- 
ager for Wahn Distributors. 





Some officers and guests of 
the Yankee Hardwaremen 


gather for the annual 
Christmas party. Shown, 
left to right, are W. F. 


Mealey, Skilsaw, Inc., sec- 
retary of Yankee Hard- 
waremen; Gordon Farr, 
Decatur & Hopkins Co.; 
H. J. Davidson, L. S. Star- 
rett Co., president; Howard 
Clark, Bigelow & Bowse 
Co.; Keen Markey, Keen 
Markey Co., vice-president; 
Sidney J. Simons, S. Sim- 
mons Hardware Co.; and 
Harold A. Stevens, True 
Temper Corp., treasurer 
of the group. 
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Yankee Hardwaremen Aid Children 


More than 200 wholesaler 
hardware and industrial dis- 
tribution executives were 
guests of the Yankee Hard- 
waremen at an annual Christ- 
mas party at the Hotel 
Somerset, Boston, Mass. 

The party enjoyed a buffet 
dinner and heard Christmas 
carols sung by a vesper choir 
from St. Mary’s Church of 
Newton Lower Falls. Maury 
McDermott of the Boston 
Red Sox, also sang and en- 
tertained with stories. 


The highlight of the eve- 
ning was the presentation of 
an x-ray cassette to the 
Shriner’s Hospital for Crip- 
pled Children at Springfield, 
Mass. 

H. J. Davidson of L. §S. 
Starrett Co., president of the 
Yankee Hardwaremen, pre- 
sided at the party 

The X-ray equipment was 
presented to the Shriner’s 
Hospital by Leo A. Heal, 
chairman of the Yankee 
Hardwaremen’s Gift Com- 
mittee. 





Leo A. Heal, of Leo A. Heal Co. (left), chairman of the 
gift committe, presents the x-ray cassette to Judge R. A. 
Wilson Jr., a Past Imperial Potentate of the Shrine, who 
accepted it for the Shriner's Hospital. Looking on (center) 
is H. J. Davidson, of L. S. Starrett Co., president of Yankee 


Hardwaremen. 
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Hyde Mfg. Names Burton 
Sales Promotion Head 


The Hyde Mfg. Co., South- 
bridge, Mass., maker of in- 
dustrial cutting tools, paint- 





RUSSELL A. BURTON 


ing and decorating tools, 
announced the appointment 
of Russell A. Burton as its 


sales promotion manager. 

Mr. Burton, formeriy with 
Sherwin-Williams for over 
12 years, has specialized in 
retail advertising and dis- 
play, merchandising, sales 
promotion and department 
store branch management. He 
previously was employed by 
the General Electric Co. at 
Nela Park, Cleveland, Ohio, 
for 10 years in the sales pro- 
motion department. 

Mr. Burton will take charge 
of all sales promotion and 
public relations for the com- 
plete line of Hyde painting 
and decorating tools, spe- 
cialty items and industrial 
cutting tools. 


Stone Joins F. E. Myers 


Thomas M. Stone has been 
appointed as market research 
manager for the F. E. Myers 
& Bro. Co., Ashland, Ohio. 





Charles B. McClaskey has 
been appointed to the posi- 
tion of vice-president and 
merchandise manager of the 
Ace Hardware Corp., Chi- 
cago, IIl., wholesaler. He was 
formerly chief buyer. 

At the same time Arthur 
H. Krausman was named as- 
sitant secretary and manager 
of the firm. He was formerly 
office manager. Other ap- 
pointments included Frank 
S. Winder as assistant trea- 
surer and chief accountant, 
and James L. Prasch as as- 
sistant merchandise manager 
in addition to his other duties. 
The appointments were an- 
nounced at a recent directors’ 
meeting attended by Richard 
Hesse, president; William E. 
Stauber, vice-president and 
treasurer, and Andrew B. 
Gatenby, secretary and di- 
rector. ’ 
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McClaskey Vice-President of Ace Hardware; 
Krausman, Winder, Prasch Also Appointed 








Wichita Hardware Co. Opens 
New Wichita Falls Warehouse 


The Wichita Hardware Co., 
wholesale hardware firm of 
Wichita Falls, Tex., recently 
held an open house celebrat- 
ing its move into a new plant 
in the Beverly Industrial Dis- 
trict of Wichita Falis. 

The open house also marked 
the inauguration of the Dis- 
trict itself, which is being 
developed as a warehouse and 
industrial site by Wichita 
Hardware officials. 

The company’s new air- 
conditioned quarters afford 
21,000 sq. ft. of modern ware- 
house and office space, is of 
fireproof construction, and so 
situated as to allow room for 
off-road parking. Presently 
three sets of spur railroad 
tracks serve the District, and 
more will be added as needed. 

Organized by Robert G. 
Schuerer in 1909 as a retail 
hardware business, the 
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Wichita Hardware Co. began 
wholesale and retail opera- 
tion in 1922, and in 1939 fol- 
lowing several expansions, 
the company became exclu- 
sively wholesale. 

Mr. Schuerer was joined 
in the business by his son, 
Leroy and Phil A. Menke, 
his son-in-law, and in 1946 
Robert S. Scheurer became a 
partner in the firm. Today, 
the firm travels six salesmen 
and operates in 40 Texas, 
and 10 Oklahoma counties, 
serving hardware, lumber, 
furniture and general stores 
throughout its territory. 


The warehouse is the first 
project completed in the new 
industrial district, but in- 
quiries have been received 
from a number of other firms 
interested in locating in the 
area, 


Left — Officials of the 
Wichita Hardware Co., left 
to right, are Robert S. 
Schuerer, Leroy R. Schu- 
erer and Phil A. Menke. 


Below —. The new ware- 

house of the Wichita Hard- 

ware Co. in the Beverly 
Industrial District. 
































NOW-BETTER THAN EVER- 


MORE VALUE THAN EVER 
THE 
ender- 








FOUNTAIN 


Wand, 


CHECK ALL THESE NEW EXCLUSIVE 
FEATURES AT NO INCREASE IN PRICE! 


Complete with 
4-ft. rust-proof 
aluminum handle 








Head #1—New, improved chemical resistant DURO- 
STYRENE BRISTLES in sparkling colors. Head 42— 
DUPONT MIRACLE CELLULOSE SPONGE—ideal for 
extra smooth surfaces—and at no extra cost! Both heads 
easily attached. 


Another Wonder-Wand first! Air is injected into the flow 
of water, breaking it up into many small streams. Prevents 
splashing . . . increases cleansing action. 





This one piece soft plastic lifetime vinyl eliminates all 
possibility of marring, scratching or denting any surface. 
Protects brush, too. No metal or plastic parts exposed. 
No unpleasant backdrip of water—hold brush straight up 
or at any angle. Ideal for cleaning windows and outside 
walls—operator remains dry at all times. 


Now—you can have bubbling, cleansing suds flow right 
from the brush. Just flip the control to release suds or to 
get clear stream of water. Detergent chamber built in. 
No streaks . . . no further rinsing—a real innovation in 
brushes. It’s now quicker, easier to turn the water on or 
off — made possible by new water control valve with 
PRECISION BRASS HOSE CONNECTION. Another 
feature of new, improved WONDER-WAND. 
NEW STANDARD WONDER-WAND 9=““*""*© ©" CW» imProv 
WITH NEW SHUT-OFF CONTROL VALVE 


For budget-conscious buyers. Has indestruc- 
tible plastic head, Durostyrene bristles and 
aluminum 3 foot rust-proof handle. 


ONLY 


$395 


Nationally advertised in leading consumer publications and key city newspapers * Write today for additional information 


WESTERN HOME PRODUCTS—ALLENDALE, N. J. 


Another profitable, fast-moving item that sells like Wonder-Wand 
Visit our Booths #569 and 571 at the National Houseware Show 


Handy to have around the home—washes cars, 
windows, basements and exteriors in a fraction 
of the time. Equipped with 4-foot aluminum 
rust-proof handle. 
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Jan. 19 is the deadline for 

the acceptance of entries for 
the Brand Name Retailer-of- 
the-Year contest. At the pres- 
ent rate it is expected there 
will be a 400 pct increase in 
entries this year. 
The Brand Name Founda- 
tion makes annual awards to 
the retail firms which have 
pest told the “story back of 
brands” to their customers in 
advertising and promotion. 

A total of 110 awards will 
be made this year to hard- 
ware and 21 other types of 
stores. 

There will be a Brand 
Name Retailer-of-the- Year 
plaque and four Certificates 
of Distinction to the winners 
in each line of trade. 

To enter the contest a deal- 
er should describe how he 
promoted and advertised his 
branded lines. This he can 
do by using the Brand Names 
Foundation’s formal entry 
form or on the retailer’s own 
letterhead. Entry forms may 








Deadline for Entries in Competition for 
Brand Name Retailer Is Set for January 19 


be had by writing to the 
Brand Names Foundation, 
37 W. 57th St., New York 
City 19. 





H. Barber Promoted By 
Beacon Plastics Corp. 


The Beacon Plastics Corp., 
Newton Highlands, Mass., 
manufacturer of plastic 
housewares, has appointed 
Harry Barber head of sales 
promotions. 

Also announced by the firm 
was the addition of Pau! 
Hermann and Jack Priefer 
to its sales staff. 





A. G. Spalding Acquires 
Iinois Toy Company 


The Toy Tinkers Inc., 
Evanston, IIll., maker of the 
wooden construction toy — 
Tinkertoy, has been acquired 
by A. G. Spalding & Bros., 
Inc., Chicopee, Mass., sport- 
ing goods manufacturer. 





or garden. 


thirty feet, depending on size of 


portable irrigator that’s Right as Rain. 


Western Home Products —Allendale, N. J. 





Made of Aluminum and Stainless Steel 
Built For Years of Service 





@ Now available for the first time to home users, the 
scientific watering system used by Nurserymen and Professional 
growers for many years. Completely adjustable to any size lawn 


Made of durable aluminum and stainless steel. Will not 
deteriorate like flexible materials. No moving parts to wear out. 
Five foot lengths weigh only 12 ounces. Connect your Naturain 
irrigation system with a twist of the wrist. Use five feet to 
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THE ONLY TRULY PORTABLE | 
IRRIGATION SYSTEM FOR THE HOME 


IN] AVF WY RAAT INI 


lawn. Sell NATURAIN—the 





News of the Trade 





Plans call for operating 
the Toy Tinkers Inc. as a 
wholly owned subsidiary of 
Spalding. The toy factory 
and offices will continue to 
be at 807 Greenwood St., 


Evanston. Eastern show- 
rooms will also be main- 
tained at 200 Fifth Ave., 
N. %. 


Walter B. Gerould, vice- 
president and controller of 
Spalding, becomes president 
of Toy Tinkers Inc., in addi- 
tion to his other duties. And 
Ernest W. Heilmann of 
Spalding will be vice-presi- 
dent and treasurer, making 
his headquarters in Evans- 
ton. Albert J. Liescke, for 





WALTER B. GEROULD 


many years a Toy Tinkers 
executive, will serve as gen- 
eral sales manager. Charles 
H. Pajeau remains with the 
company as a consultant. 





Sensation Mower Names 
Vandeventer Sales Head 


Cleland Vandeventer has 
been made national sales 
manager of Sensation Mower, 
Inc., Ralston, Neb. 

Mr. Vandeventer has been 
associated with Sensation 
since 1945. He began work in 
the plant to familiarize him- 
self with all production prob- 
lems. In 1948 he was made 
district sales representative. 





Gramer, Hurt Appointed 
To Hotpoint Co. Posts 


Clifford C. Gramer has 
been named merchandising 
manager of Hotpoint Co., 
and Gordon G. Hurt has been 
named advertising manager, 
John F. McDaniel, vice- 
president, marketing, an- 
nounced. 

Mr. Gramer formerly was 
advertising manager, and 
Mr. Hurt, assistant advertis- 
ing manager. 


Brown Promoted At 
Remington Arms Co. 


C. K. Davis, president and 
general manager, Remington 
Arms Co., Inc., Bridgeport, 





HAROLD A. BROWN 


Conn., has announced the ap- 
pointment of Harold A. 
Brown as assistant to the 
president and general man- 
ager, succeeding J. Frank 
Craig whose sudden death 
occurred recently after serv- 
ing in that position for 11 
years. 

Mr. Brown joined Reming- 
ton in the spring of 1932 as 


. works manager of Reming- 


ton’s Ilion, N. Y., arms plant, 
acting in that capacity for 
seven years. In April, 1939, 
he organized the Develop- 


ment Div. of Remington’s 
Technical Dept., which he 
managed until May, 1945, 


when he was transferred to 
the Lake City, Mo., Arsenal, 
a government owned Rem- 
ington-operated small arms 
ammunition plant. 

He served as works man- 
ager until operations at the 
Arsenal were discontinued 
and returned to the Bridge- 
port Works as manager of 
the Development Div. 

Late in November, 1948, 
Mr. Brown returned to 
Bridgeport general head- 
quarters as special assistant 
to the vice-president and as- 
sistant general manager, @ 
position he has held until his 
new assignment. 


Igoe to Distribute 
Disston Saws, Tools 


Igoe Bros., Inc., Brooklyn, 
N. Y., has been appointed a 
distributor by Henry Disston 
& Sons, Philadelphia, Pa. 

Igoe Bros. will handle the 
Disston line of hand saws 
and garden tools. 
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BOTSON 


UTICA, N.Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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News of the Trade 


See Expansion in Durable Goods Wholesale 
Business in Minneapolis-St. Paul Section 


Wholesale business activi- and construction materials 
ties in Minneapolis-St. Paul and machinery, equipmen; 
are likely to have their great- and supplies are headed for 
test future expansion in the the greatest relative expan- 
durable goods lines, and the sion, the study indicates, 
smallest percentage sales in- Furniture and home fy. 
creases will probably be in nishings and petroleum prod- 
the soft goods and conveni- ucts also can be expected to 
ence goods lines. make favorable showings, 

These forecasts are made with drugs and liquor prob. 
in a study, “Wholesaling in ably holding their own. Auto. 
the Twin Cities” by Edwin motive lines are an exception 
H. Lewis, published by the to the growth trend in dur. 
University of Minnesota able goods, because of the 
Press. decentralization of wholesal- 

The study deals with the ing in this field. 
history, nature, and trends of Dry goods and apparel 
wholesaling activities in the have the poorest prospects in 
twin cities, bringing up to the twin cities wholesale field, 
date earlier studies of simi- and a relatively small ex- 
lar scope. One section of the pansion is predicted for gro- 
new study deals in specific ceries, tobacco products, farm 
terms with hardware whole- products and farm supplies. 
saling in the twin cities. Indications are that the 

A business recession could twin cities will continue to 
affect the prospects in whole- occupy a dominant position 
saling for a few years, but in the wholesale trade of the 
would not destroy the under- Upper Midwest, with the fu- 
lying trends, which are the ture status largely deter- 
result of a moderate expan- mined by the population 
sion in population, higher in- growth in this area, the re- 
comes, and the approaching port says. 
economic maturity of the Many smaller wholesale 
Upper Midwest, the report centers have developed in the 
points out. Upper Midwest, as in other 
Among the various com- parts of the country, and 
modity items represented in these are expected to grow at 
wholesaling, electrical goods, a more rapid pace than their 
hardware, plumbing and metropolitan neighbors, the 
heating equipment, lumber report says. 





he was a buyer in the house- 

. . wares department, and re- 
Offices in Chicago cently merchandise manager 
The Armstrong Co. has of Chicago Metallic Mfg. Co. 
moved its general offices, lab- Mr. Strickland will make 


Armstrong Co. Moves 


oratories and production fa- his headquarters in the offices 
cilities to a new plant at 100L of the company, Merchandise 
Mart, Chicago, III. 
Fletcher company 
enameled 


E. 108rd St., Chicago, III. 
The Armstrong company, The 

which makes plastic com- produces 
pounds, putties and special- utensils. 


cooking 








ties, will continue to manu- 
facture at 241 S. Post St., 
Detroit, Mich. 


Fletcher Enamel Names 
Strickland Sales Head 


J. Carroll Fletcher, presi- 
dent of the Fletcher Enamel 
Co., Dunbar, W. Va., an- 
nounced the appointment of 
John D. Strickland as execu- 
tive sales manager. 

Mr. Strickland comes to 
Fletcher after 18 years with 





A 





Sears, Roebuck & Co., where JOHN D. STRICKLAND 
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Hoover Co. Promotes 

Mansager, Mathieu 
Promotion of Felix N. 

Mansager to midwest divi- 


sion manager for the Hoover 
Co., North Canton, Ohio, 





FELIX N. MANSAGER 


maker of electric cleaners 
and other products, was an- 
nounced by Walter A. Munz, 
the former division manager, 
who became field sales man- 
ager for the company Jan. 1. 

At the same time Mr. 
Munz announced that Mr. 
Mansager would be succeed- 
ed as branch manager in 
Minneapolis, Minn., by Vic- 
tor N. Mathieu, formerly 
district manager in Green 
Bay, Wis. 

Mr. Mansager, whose new 
headquarters will be in Chi- 
cago, joined Hoover in 1929, 
and Mr. Mathieu in 1934. 

Mr. Mansager started as a 
salesman in Green Bay and 
also served in that capacity 
in Minneapolis and St. Paul, 
Sioux Falls, S. D., Denver, 
Colo., and Tacoma and Bel- 
lingham, Wash. He was 
made a district manager at 
Sioux Falls in 1940, then was 
promoted to branch manager 
with headquarters in Minne- 
apolis at the beginning of 
1952. 

Mr. Mathieu began as a 
serviceman in Minneapolis. 





VICTOR N. MATHIEU 


News of the Trade 





He shifted to sales in 1936, 
working in Chicago. He 
served in supervisory capac- 
ities in LaCrosse, Wis., and 
Rochester, Minn., and was 
made district manager in 
Green Bay in 1941, holding 
that post until his current 
promotion. 





Getten Dallas Head Of 
Pioneer Rubber Mills 


Fred B. Getten has been 
appointed manager of the 
Dallas, Tex., branch of Pio- 
neer Rubber Mills. 

Mr. Getten has been active 
in the industrial rubber field 
for the past 18 years, princi- 
pally in product development, 
engineering sales, and simi- 
lar technical work. 

Pioneer Rubber Mills man- 
ufactures a complete line of 
belting hose, moulded goods, 
fire hose, and similar indus- 
trial rubber goods. 





FRED B. GETTEN 


Mr. Getten’s headquarters 
will be at the Pioneer office 
and warehouses in Dallas. 





To Hold Southern 
Convention in Dallas 
(Continued from page 190) 


Registration of members 
will begin Sunday morning, 
April 19, when advance 
registration directories and 
badges will be available. 
First business session will be 
held on Monday, April 20, 
with adjournment on Thurs- 
day, April 23. 

Managing director of the 
Southern Wholesale Hard- 
ware Association is T. W. 
McAllister, with headquar- 
ters at 814 Metcalf Bldg., 
Orlando, Fla. Secretary of 
the American Hardware 
Manufacturers Association is 
Arthur L. Faubel, with head- 
quarters at 342 Madison 
Ave., New York 17, N. Y. 
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2up.20" Me ee 202 HP. 20” 
Belt Drive ; : Seft Propelled 















B200-3 
12 H.P. 18” 
Belt Drive 


VS701-3 
2 H.P. 20” 
Direct Drive 


ALL FOYR WITH 


@ 5-times-stronger Permanent Mold Castings 
@ Briggs & Stratton of Clinton Engines 
@ Scientific Balanes; Ball Bearing Wheels 
@Safety Engirie@ring Throughout 
. and many other features! 


£1033-3—18"; 
3450 R.P.M. Lima 
Electric Motor 
$65.00 list, f.0.b. K.C., Mo. 


Write today to Dept. 


VS301-3—18"; Clinton 
Gas Engine 


$94.50 list, f.0.b. K.C., Mo. 
Get the Facts! 


FARM & RANCH, Inc. 


390” BROADWAY KANSAS CITY, MISSOURI 
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Sell your customers 





Satti-Cup Bathtub Mat 


You can make money on accident-preventing Rubbermaid. 
100 cups of safety! That’s your selling theme for Rubber- 

maid's Safti-Cup Bathtub Mat. It provides safe, skid-resistant 

footing in the tub, with more than 100 large vacuum cups 

gripping firmly, wet or dry. You can offer Safti-Cup 

Bathtub Mats in a variety of sizes and in a wide range of 

colors to match or harmonize with all bathroom color schemes. 
Every home in America needs a Rubbermaid Safti-Cup 

Bathtub Mat—make sure you have enough 

in stock to provide for the safety of 

your customers. 





Heres 


profitable 


ideas 


another 
Rubbermaid 
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News of the Trade———— 


New Selling Guide for Retailers to Aid 
In Planning Promotions Issued by NRHA 


The Selling Guide for 1953, 


published by the National 
Retail Hardware Association, 
has been released to mem- 
bers, the association has an- 
nounced. 

The Guide, an annual 
publication of the associa- 
tion, sets up merchandise 
lists for promotion for each 
month and week in the year, 
outlines newspaper advertis- 
ing schedule and window dis- 
play plans for each week. It 
also features promotion for 
events for each month, in- 


cluding irha Hardware Week 
for 1953 (April 17 through 
25). 

The Guide is used by a 
large part of the associa- 
tion’s 22,000 member stores, 
and is the basis for the ad- 
vertising service and other 
retail promotional services of 
the association. 

Although developed pri- 
marily for retail members, 
the Selling Guide is also 
available to hardware whole- 
salers, manufacturers, and 
their agencies. 








Name Miller Sales Head 
Of Rockwell Tools, Inc. 


Richard E. Miller has been 
appointed sales manager of 
Rockwell Tools, Inc., Colum- 





RICHARD E. MILLER 


bus, Ohio. This subsidiary of 
the Rockwell Mfg. Co. man- 
ufacturers full lines of hand 
saws, circular saw blades 
and band saw blades. 

Mr. Miller, a wartime Ma- 
rine pilot and graduate of 
Duke University, joined the 
Rockwell organization in 
1947. He was formerly as- 
sistant to the vice-president 
of the Rockwell Mfg. Co. be- 
fore coming to Columbus as 
assistant to the general man- 
ager. This latest promotion 
will allow Mr. Miller to de- 
vote all of his time to sales 
work. 





Reelon Corp. Planning 
To Extend Markets 


Plans for extending the 
domestic and foreign mar- 
kets of Reelon Corp., San 
Carlos, Calif., manufacturer 
of fishing rods and lures, are 
being developed by Charles 
O. Chesnut, recently elected 


vice-president and treasurer 
of Reelon. 

Mr. Chesnut is former 
western manager of Wyan- 
dotte Chemical Co., and now 
president of Natural Soda 
Products Co., and partner in 
Chesnut Co., both in San 
Francisco. 





Devoe & Raynolds Names 
Turner Div. President 


W. C. Dabney, president 
of Devoe & Raynolds Co., 
Inc., New York, announced 
the appointment of George 
L. Turner as president of the 
company’s Truscon Labora 
tories Div. He succeeds Roy 
A. Plumb, the founder of 
Truscon Laboratories, who 
recently retired at his own 
request after 46 years as the 
executive head of Truscon. 

Mr. Turner has been as- 
sociated with the paint in- 
dustry most of his life, 
having had experience in 
every phase of the business. 
He has been with Truscor 





GEORGE L. TURNER 


Laboratories for more than 
25 years and during the past 
16 years he was vice-presi- 
dent and general manager. 


HARDWARE AGE, JANUARY 8, 1953 


—— 


figenberger 


anager fo 
DeWalt I 
Pa.» subsidia’ 
fachine & F 





JEROME f 


maker of a 
power cutt 
wood and 1 
dustries, @ 
pointment 
Eigenberge 
of district 





A di 
Lorl 
call ; 
tive 

tach 
loca 
trac 


HARD‘ 











Aid 


S used by a 
the @Ssocia- 
ember stores, 
s for the ad- 
ce and other 
al services of 


veloped _ pri- 
ail members, 
lide is also 
iware whole- 
‘turers, and 


eS 
——————= 


d treasurer 


is former 
- of Wyan- 
»., and now 
tural Soda 
partner in 
h in San 


is Names 
sident 


president 
1olds Co., 
innounced 
f George 
ent of the 
Labora 
eeds Roy 
under of 
ies, who 
his own 
rs as the 
‘ruscon. 
been as- 
aint in- 
lis life, 
2nce in 
usiness. 
Truscor: 


than 
} past 
oresi- 
ger. 


by NRHA 


prdware Week 
il 17 through 





—_—_ 


figenberger is District 
Manager for DeWalt Inc. 
DeWalt Inc., Lancaster, 


Pa. subsidiary of American 
Machine & Foundry Co., and 





JEROME H. EIGENBERGER 


maker of a complete line of 
power cutting tools for the 
wood and metal working in- 
dustries, announced the ap- 
pointment of Jerome H. 
Eigenberger to the position 
of district manager for the 


News of the Trade 





Milwaukee area. Mr. Ejigen- 
berger’s territory will also 
include much of Illinois and 
other sections of Wisconsin. 

Prior to joining the De- 


| 


Walt firm, he served for three | 
years with the Kohler Co. of | 


Kohler, Wis., as 
branch representative in the 
Iowa-Nebraska area. 





Libbey Now Producing 
in West Coast Plant 


Chicago | 


Libbey Glass has been pro- | 


ducing its table glassware in 


Los Angeles since last Dec. 2. | 
lt is the first expansion of | 
production beyond the home | 


plant in Libbey’s 134 year 
history. 
The new facilities are | 


housed in the Los Angeles 
plant of the Owens- Illinois 
Glass Co., Toledo, Ohio, the 
parent organization. The 
market area to be serviced 


includes West Coast states, 
Canada, and the South 
Pacific. 








located next to each item. 
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Spotlights Accessories and Parts 


tract considerable attention to this unit. 
close to the wrapping table. 





A dark blue panel, 24 by 48 in., is used at the H. 
Lorleberg Hardware store in Oconomowoc, Wis., to 
call particular attention to home, marine and automo- 
tive accessories and parts. 
tached to the panel. A price and identification tag is 


Each item is securely at- 


Spotlighting and color at- 
It is located 


Sell your customers 
30 extra minutes a day 


Dish-Drying Combination 


The Rubbermaid Dish-Drying Combination is on the best- 
seller list in stores all over the country. Make sure you have 
plenty of Rubbermaid stock fot the coming big selling season. 

And here’s a time-saving, work-saving Rubbermaid tip 
you can pass on to your customers. Tell them that they can 
save 30 minutes a day by eliminating old-fashioned dish 
drying. Dishes drain and air-dry in the modern, sanitary 
Rubbermaid dish-drying combination. 


We're pre-selling your customers with the biggest adver- 
tising program in Rubbermaid's history .. . over 70,000,000 
ads in these leading national magazines. 


SOURNAL) 


\\ 

































Kedboumaiay GY Houseware 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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Accurate, speedy price-marking 


with MONARCH “PATHFINDER” 
PRICE-MARKING MACHINE 


saves selling time, 
prevents price mistakes 














5408 Legible price-marking on 
1 00 every item helps selling 
ach aia , 
wohror 5% Eliminates price arguments 
+ 5 and misunderstandings 
bance 
ry 5408 Provides quick, easy, 
551, 10 visual stock control 
a Monarch “‘Pathfinder”’ 
MONATON price-marks 30 sizes in 10 
g1h styles of Tickets, Tags, Labels 
yoo? ¢ 10 a 
9 . 4.00 fi, Sturdy and strong, but 
wonnny SAF. light enough to carry 
C4 
47 Hand-operated, * 
759 easy for any $4250 
75¢ employee PR pct or for 
to learn U.S., possessions and 


Mexico. State or City 
tax, when applicable, 
extra. 


A big help at low 
cost—ideal for 
special depart- 
\ments, small 
" stores, city chains 










For illustrated folders and free 
sample price-marking tickets, tags, 
and labels, mail the handy coupon. 





FILL OUT, CLIP AND MAIL 


The MONARCH 
Marking System Company 


216 South Torrence Street, Dayton 3, Ohio 





We are interested in accurate, speedy, low cost price-marking. 
Please send sample Monarch Tickets, Tags and Labels; also illustrated 
folder about Monarch “Pathfinder” Price-Marking Machines. We 
understand there is no obligation. 


STORE NAME_____ 
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Bassick Co. Appoints 
Walter in Detroit 





GERALD WALTER 


personnel as sales engineer. 
Mr. Walter will work with 
customers and distributors of 
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Bassick casters, and handle 
technical details when cas- 
ters are required for special- 
ized service and application. 

Mr. Walter was formerly 
associated with the Lansing 
Co. as a product engineer. 
He will work with E. H. Liep- 
hart, manager of the Bassick 
company’s Detroit office and 
warehouse. 





Benjamin Moore & Co. 
Elects New Officers 


George W. Jenkin, chair- 
man of the board of direc- 
tors of Benjamin Moore & 
Co., New York, announced 
the election of new officers 
for the paint company. 

The following officers were 
elected: chairman of the 
board of directors, George 
W. Jenkin; president, Benja- 
min M. Belcher; vice-presi- 
dent, Leo Silverstein; trea- 
surer, Robert H. Bosse; sec- 
retary, Martin Roob. 


Walton to Head G-E 
Fair Trade Section 

R. C. Walton has been 
named to head the General 
Electric Co.’s special Fair 
Trade Section, it was an- 
nounced by R. E. Boian, mar- 
keting manager for the G-E 
Small Appliance Div. 

Mr. Walton succeeds W. J. 
Pfeif, who recently was ap- 
pointed southeastern district 
manager for the division. 

In addition to his new post, 
Mr. Walton will continue in 
his present capacity as man- 
ager of marketing services 
for the division. 

G-E, through 





its Fair 


The Bassick Co., Bridge- 
port, Conn., has added Gerald 
Walter to its Detroit office 


the Trade 





Trade Section, has been ag. 
tive in having its dealers 
sign Fair Trade contracts, 
in investigating reports of 
violations of such agree. 
ments, and in instituting en- 
forcement proceedings where 
necessary. 

Mr. Walton joined G-E in 
1927 and, among other pro- 
motions, was named manager 
of marketing services for the 
small appliances in 1951. 


Thatcher Glass Elects 
Hatch Vice-President 

The board of directors of 
Thatcher Glass Mfg. Co. 
Inc., Elmira, N. Y., elected 
Philip W. Hatch a vice-presi- 
dent of the corporation. 

Mr. Hatch has been placed 
in charge of sales for the 
McKee Glass Div. and will 
report direct to David R. 
Parfitt, vice-president and 
general sales manager. He 
joined the Thatcher organiza- 
tion early last Spring. 





Admiral Corp. Names 
Two New Sales Heads 

Admiral Corp.’s expansion 
in the appliance field this 
month with new lines of home 
freezers, electric ranges, 
room air conditioners and de 
humidifiers, is reflected by 
the appointment of two new 
sales managers, two sales 
promotion managers and an 
assistant to the advertising 
vice-president. 

W. C. Johnson, sales vice- 
president, appointed William 
B. Doyle, sales manager of 
the new home freezer divi- 
sion, and William P. Mackle, 
sales manager of the new 
range division. Mr. Doyle 
formerly was sales manager 
of the company’s San Diego 
distributing division, while 
Mr. Mackle was appliance 
sales manager of Admiral- 
New York. 

Other appointments in- 
clude J. J. Ptacin, former as- 
sistant to Seymour Mintz, 
vice-president-advertising, to 
sales promotion manager of 
the appliance division; John 
B. Ottman as sales promotion 
manager of the radio-televi- 
sion division; and Alfred A. 
Medica as assistant to Mr. 
Mintz. 


Maryland Firm Moves 

The McCambridge & Mc- 
Cambridge Co. has moved to 
F400 Rhode Island Ave., 
Riverdale, Md. 
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f directors of Niagara Dust and Spray Guide folders are just 
s Mfg. Co, part of the complete sales kit you get when you 


stock Niagara Farm and Garden Brand insecti- 
cides, fungicides, soil conditioning agents and 
weed killers. Other dollar catchers include window 
displays, counter cards, literature racks and 
mat service, plus acceptance based on national 
advertising. 

Now is the time to anticipate the needs of 
\ amateur gardeners. Stock the Niagara line. Cash 
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Are you cashing in on 
the increasingly popular 
V-LITE, the newest, 
all-purpose Household 
Material? Tough, crystal- 
clear. More and more 
practical uses every day 
... baby bibs to shower 
curtains—heat sealed or 
sewed ... keep cash 
registers humming. 
Order your supply today! 


Arvey..CORPORATION 


Since 1905 Cc 3462 N. KIMBALL AVE. « 
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Ash-Sway Smoker sales. 


News of the Trade———— 








Baker Named Manager development work on War. 


By Chicaao Metealli farin and in securing indus. 
y 9 ° try-wide distribution of 4 


The appointment of John new line of genera! insect). 
S. Baker as general sales cides and custom blended in- 
manager, Housewares Div. of secticide dust for large scale 

agricultural application. 





Webster-Chicago Plans 
Merge With Emerson 


Benjamin Abrams, presi- 
dent' of Emerson Radio @ 
Phonograph Corp., and Mr. 
R. F. Blash, president of 
Webster-Chicago Corp., an- 
nounced that their respective 
boards of directors have 
taken action recommending a 
merger of Webster-Chicago 
Corp. into Emerson Radio & 

, Phonograph Corp. The sur- 
JOHN S. BAKER viving corporation will be 
Emerson Radio & Phono- 


Chicago Metallic Mfg. Co., staph Corp. 
Chicago, Ill., was announced 
by ve H. Debs, company Sargent Wire Goods Div. 
presicent, Purchased By Hindl 

Mr. Baker joins Chicago y ey 
Metallic after 17 years of _ Purchase of the Wire 
housewares and metal goods Goods Div. of Sargent & Co, 
experience. He recently re- New Haven, Conn., by the 
signed from National Can Hindley Mfg. Co., Valley 
Co., where he was general Falls, R. I., was announced 
sales manager of the Eastern by Hoyt E. Battey, general 
Div. manager. 

He succeeds John D, Though Sargent & Co. has 
Strickland, and will be in ™anufactured a wire good 
charge of Bake-King and line for many years, the sale 
Bakerex bakeware, as well as W2S_ made to expedite the 
further development and ex- 
pansion of Sargent Locks 

— and other hardware. 

Z This purchase by the Hind- 

Frishman Promoted By ley company is the second 











| | 


\. 
\ | 


ae 












aan 





S. W. Farber, Inc. expansion program of this 

Sam Frishman has been rege it ge ee price 
named assistant to Isidor th "wiee Gente Din ot a 
Farber, president of S. W. 12° wee Co. Worcester 
Farber, Inc., New York, “ -. “ay soecees, 


manufacturer of Farberware — ~s 1942. lis 
aluminum-clad stainless steel 1 wl 2 om m1 peas © 
cooking ware, electric house- Pe@™"Nee and a manufactur- 


wares, and chrome and alum- "8 and shipping will be 
inum gift wares. made from the expanded 


* 5 
Prior to his promotion, Mr. —— plant at Valley 


Frishman was New Jersey 
sales representative for Far- 
berware. He joined the com- Midland Co. Adds Knapp 


pany in a sales capacity in To Field Sales Staff 
1936. 





Alonzo G. Knapp, Jr., has 
been appointed field repre- 


Mowry Joins Hopkins Co. sentative for Midland Dandy 
Boy power units throughout 


In Sales Capacity the New England states, ac- 
Wils Mowry, formerly of cording to George Bingham, 
S. B. Penick & Co., N. Y., sales manager of the Mid- 
has joined the Hopkins Agri- land Co., South Milwaukee, 
cultural Chemical Co., Madi- Wis. 

son, Wis. Mr. Knapp formerly was 
In his new position, Mr. sales manager of Spencer 
Mowry will assist James Specialties Co., power equip 
Hopkins, president. in sales ment dealer, Wilton Conn. 
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jones to Represent = = rae 
. ia and served as sales rep- 
stanley Hardware Div. peomtne. tes in the Baltimore 

George P. Merrill, general territory until he joined the 

gles manager of the Stanley Air Force in 1942. 
Works, New Britain, Conn., Honorably discharged in 
1945, Mr. Jones returned to 
Gulf, until in 1947 he re- 
signed to join the McCarthy 
Hardware Co., in Baltimore, 
where he was later elected to 
the vice-presidency. 

Mr. Jones now covers the 
territory previously handled 
by Carl S. Bauman who was 
appointed to the position of 
assistant general sales man- 
ager of the Stanley Works 
in July, 1952. 


Majestic Silver Co. 
Enlarges Conn. Plant 


has announced the appoint- The Majestic Silver Co. 
ment of Robert A. Jones a8 manufacturer of stainless 
sales representative for the steel flatware, New Haven, 
hardware division in Wash- Conn., announced the com- 
ington, D. C., Delaware and pletion of a new addition to 
Maryland. its plant. The new addition 


ROBERT A. JONES 


Gulf Oil Corp. at Philadel- | 


“FASTEST SELLING 
ES: 
EVER CARRIED !” 












So easy to use. 
Applies just like 
toothpaste. Stays 
bright, white for- 


A native of Olyphant, Pa., will double Majestic’s pro- 
Mr. Jones in 1935 joined the duction capacity. 








Fishing Ad Attracted Anglers 


For Fishing Tackle That Will Hold 
the Big Ones, It's... 








MIRACLE TUB-CAULK 


Squeeze bright, white Tub-Caulk right out of 
the tube—like toothpaste. Dries in one hour 
to tight waterproof seal that won't shrink 
or crumble. Keeps its bright, white satin- 
smooth finish even after repeated use of 
harsh scouring powders. Your customers each 
will buy several tubes of Tub-Caulk to seal Packaged in Colorful, 
around bathtubs, to fill in cracks around Self-Selling Counter 
shower stalls and to seal cracks between sinks Display! 

and walls and between window or door frames. 








"One large retailer reports: “$12,816 Miracle Tub-Caulk sales in 
| 30 days — Most successful promotion ever run!” 





BABCOCK’S 
SHOP 
SPORT 


Don't use the -kind 
of tackle you have 
to alibi for when 
the big ones get 
away! Give your- 
self the added thrill 
of landing them in 
order to hack up 
your “Fish Stories.’’ 
Babecock’s have 
heen outfitting the 
Izaak Waltons for 
miles around. And 
we stfll have a most 
camplete stock to 
select from. 























“Men, Don't Forget to Take Your Wife Along” 
Your Sporting Goods Headquarters 


ABCOCK, HINDS & UNDERWOO 
HARDWARE = 


1% 
Washingees 
fom 














The retail division of Babcock, Hinds & Underwood 

Hardware of Binghamton, N. Y., used this 3 col., 8 in. 

ad to call attention to the opening of the bass season. 

A lively fishing scene helped catch the eyes of local 
sportsmen. 
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gluing problems.) 














Solves toughest 





MIRACLE Black Magic ADHESIVE 


BRANO 


as described in Reader’s Digest 


The rugged waterproof adhesive for heavy 
duty jobs. Your customers will want Black 
Magic Adhesive to replace loose tiles .in 
walls, floors or mantels, to fasten rubber 
strips, gaskets, and bumpers on car doors or 
refrigerators; and to attach furring strips 
directly to concrete or masonry walls with 
Miracle Anchor Naiits. 






and easy and your profits 1 
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Next time... 


\ 
os 


ee 


The greater natural toughness of a Tennessee grown Hill 
Hickory handie means less breakage, less time lost on the 
job. It also means better work because the greater resiliency 
of a Hill Hickory handle absorbs impact shock more com- 
pletely than any other handle material. 


Yet it costs no more to offer your customers the greater 
natural toughness and resiliency of Hill Hickory Handles. 
If you do not stock them now, get ready for more handle 

business by writing for the name of your nearest 
Hill Hickory jobber. 


eae 


AA 7001 HANDLES 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE 
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es 
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Arkansas ware store, Fertile, has been 
Schallhorn Hardware, severely damaged by fire. 
Brinkley, recently celebrated 
its first anniversary with a The Nelson Hardware Co., 
special sale. Mr. and Mrs. Hampton, is having its quar. 
Perry Harrison, who manage ters enlarged. When the re- 
the business, presented gifts modeling is completed, the 
to three customers. firm will have a double front 

storeroom. 











Burnham’s Hardware, De- ; 
light, recently closed out its . Ted Breiholz has purchased 
stock of furniture, appliances the hardware business owned 
and hardware at an auction by his father, August. The 
in the store. The store is no ¢!der Breiholz has been in the 
longer in operation. hardware business in Pome- 

roy for 50 years. 








California Kansas 
Bettinger Hardware, 1226 The Harms Hardware store, 
East St., Anaheim, recently Burns, has gone out of busi- 
held a grand opening. The ness after a sale of its stock. 
store is owned and operated Edwin Harms, who owned 
by Norbert and Evangeline and operated the store, has 
Bettinger. retired. 
Colorado The Danenbarger Hard- 
The Moore Hardware Co., Ware store, one of the oldest 
Fruita, has been purchased 19 Concordia, has discon- 
by Mr. and Mrs. E. L. (Roy) tinued operation after hold- 























Baldwin. The store is now ing a clearance sale. 

known as Baldwin’s Hard- 

ware. The Henderson Hardware 
—— has moved around the corner 

Idaho to a new building on F St., 


Rexburg Hardware, owned Phillipsburg, which has an 
by G. Alton Anderson, has 2ll-glass front. 
moved to the corner of Main 
and Center Sts., Rexburg. A Massachusetts 
grand opening was held at 
| the new location. 





Aubuchon’s Hardware has 
moved into modernized quar- 
ters at 25 to 29 Federal St., 
Greenfield. 





Ilinois 
The O. K. Builders Hard- 
ware, Store, 36 N. Cass Ave., Minnesota 
| Westmont, is now under the The Christenson L.others, 
| new ownership of Edward yo operate the Fridley 
| Siblik. Former owner was Hardware & Appliance Co. 
| Szymski. at 6475 University Ave.N. E., 
have moved their hardware 
| Indiana stock into a new building ad- 
| Considerable damage to the joining their present Minne- 
Vonnegut Hardware Co., apolis store. 
Indianapolis, was caused by a 
two-alarm fire that broke out 








A. M. Mahar has become 





in the store building re- sole owner of the Sanford & 
cently. Mahar’ Hardware _ store, 
Shakopee. Mrs. Mahar is now 

The Watson Hardware assisting her husband in the 


Store, Scottsburg, has been store. 
remodeled. The front now 

has a new doorway and a Missouri 
show window that runs at an The Norberg Hardware 


angle to the entrance. Co., 8433 Wornall Rd., Kan- 
sas City, has been purchased 
lowa by Herbert J. Hanslip and 








The Willard Thovson Hard- his wife Mildred. The busi- 
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HARDWARE BRIEFS 








ness is now known as the Vil- Fletcher, has been sold to 
lage Hardware & Sporting Ray Norman of Lawson. 
Goods ‘store. 








Nebraska McDaniel & Son Hardware, 
The Larsen Hardware Perkins, has been completed. 
Store, Thedford, recently It is a 30x50 ft. structure at 


suffered considerable damage the rear of the store. 


as the result of a fire. 





Pennsylvania 





New Jersey 
Arnold Duffield has taken 
over the Merchant’s Hard- 
ware Store, Morris Plains, 
from Carl H. Winnefeld. The 
store’s new name is Duffield’s 
Hardware. 
New York 
The Suburban Supply Co. 
featuring hardware, house- 
wares and allied lines, has 
scheduled an 


Luther and others the Main 
St. building, Carrolltown, 
which houses the Lieb Hard- 
ware Store. 





A branch of the Baron 
Hardware Co. has been 
opened in the Perry Plaza 
retail section of Erie. 





early spring has opened its new retail 
ity Bus Terminal at Eighth 
Ave. and 41st St., New York 
City. 

Louis Gutman will be in 
charge of the new enterprise. 
He is presently general man- 
ager of the City Paint & 
Hardware Co., Hoboken, 
N. J. 


Oreland. The business is 
owned by A. G. Pullen and 
I. S. Shoffstall. 





South Carolina 

Mr. and Mrs. C. H. Smith 
are now operating their new 
hardware store on Main St., 
Moncks Corner. 








Simon’s Hardware Store, 
82-06 Boulevard, Rockaway South Dakota 
The Parker Hardware, 


Beach, h df that 
eac as moved from tha Eagle Butte, has been sold 


location to make way for a . 
housing project. tc Mr. and Mrs. Paul Hinz- | 
man. 








North Dakota The Johnson Self-Service 
_ The oldest hardware store Hardware, 1210 S. Minne- 
in Fargo-Moorhead, Harring- sota Ave., Sioux Falls, re- 
ton & Houghton Hardware, cently held a grand opening | 
6 S. Broadway, has been sold after being completely re- 
to Darvin E. Hoppert & As- modeled. , 
sociates. 


Ohio ? Lemburg’s 
The Stiebel Hardware furniture Store, 126 W. 
store, 6004 Wooster Pike, has Main St., Edna, has been | 
opened for business with purchased by J. H. Arnold, | 
A. L. Weihe as manager. owner of the Arnold Hard- 
M. R. Stiebel owns the Fair- ware & Plumbing Co. next 
fax store. door. | 


Texas 
Hardware & | 








The Iuler Hardware Co., David’s Hardware Co. has 
Mt. Sterling, was damaged completed plans for the con- | 
by fire recently. struction of a hardware store 
on the corner of South Park 
The Xenia Hardware Co. Blvd., Houston. 
held a grand opening cele- 
bration at its new quarters, Washington 
18 E. Market St., Xenia. Vern J. Freeman has pur- 
chased the Union Electric & | 
Oklahoma Hardware Co., Manette, from | 
Hinson’s Hardware, J. J. McGillivray. 
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The new addition to the | 


A. A. and Clare T. Lieb | 
have purchased from Agnes | 


| 


The Oreland Supply Co. | 


| 


opening in the Port Author- store on Pennsylvania Ave., | 


How Misleading Some Pictures Can Be! 


IN 


WOOD SCREWS 


(Slotted or Phillips Heads) 


For Greater Holding Power 


Smart hardware men know how misleading pictures of 
wood screws can be. Very often, retouched photo- 
graphs of inferior types don’t reveal the rolled, irreg- 
ular threads, crudely struck slots and dull points. 


That’s why Southern puts out an interesting folder 
showing unretouched, magnified photos of both types. 
These revealing pictures show the difference clearly. 


Southern screws are made in one of the most modern 
plants of its kind—of the highest grade materials. 
With their single thread construction and full size 
shank, they are the only type of screw that meets all 
Federal specifications. Their gimlet points are always 
sharp and their slots are precision milled for accuracy. 
A unique and exacting inspection system guarantees 
uniformity. 


Order Southern—the wood screws made to Federal 
specifications. Wide range of sizes from 4” No. 2 to 
4” No. 20 in steel and 4” No. 16 in brass. Write today 
for the informative Southern literature on types of 
screws—and for a catalog. 


FACTORY WAREHOUSES 


4100 Dell Ave., 
North Bergen, N. J. 


280 Decatur S.E. 
Atlanta, Ga. 


325 W. Ohio St., 
Chicago 10, TI. 








SOUTHERN SCREW COMPANY 
104 Rickert St., Statesville, N. C. 
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Stanley Tools Names 
Harper on West Coast 


The appointment 
Thomas R. Harper as educa- 
tional sales representative on 












THOMAS R. HARPER 


the West Coast for Stanitey 
Tools, New Britain, Conn., 
was recently announced by 
C. K. Freedell, general sales 
manager. 

Mr. Harper, who will call 
on schools and colleges in 
the western states, is a na- 
tive of Missouri. He was 
graduated from the North- 
east Missouri State Teachers 
College in Kirksville, and 
during the war served with 
the Army Ordnance Train- 
ing Center at the Proving 
Grounds in Aberdeen, Md. 

Since June of 1952, Mr. 
Harper has completed an in- 
tensive factory training 
course at Stanley Tools in 
New Britain, and is now call- 
ing on schools on the West 
Coast. 


Pressure Cooker Firm 
Holds Sales Conference 


The first International 
Sales Conference of the Na- 
tional Pressure Cooker Co., 
Eau Claire, Wis., was held 
recently at the Sherry Fron- 
tenac Hotel, Miami Beach, 
Fla. 

For three days the field 
sales force from all over the 
United States, Canada, 
Mexico and overseas was 
briefed by the company’s top 
distribution executives 
headed by Jules Lederer, vice- 
president and director of 
sales, and S. H. Fein, field 
sales manager. 

Mr. Lederer announced 
that Mr. William Lansburg 
has been appointed manager 
of advertising sales promo- 
tion and publicity. Prior to 
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of 


his new association with the 
National Pressure Cooker 
Co., Mr. Lansburg had been 
vice-president of the Ray- 
craft Co., Oakland, Calif., 
for the past five years. He 
will make his headquarters 
at the main office of the com- 
pany in Eau Claire. 

Also announced by Mr. 
Lederer was the appointment 
of three new sales executives. 
Mark Van Buskirk, formerly 
New York sales representa- 
tive, will become eastern re- 
gional sales manager. Dale 
Hill will become midwestern 
regional sales manager, while 
Paul Seaman has a similar 
elevation as western regiona! 
sales manager. 





Name Moore-Handley 
Norge Distributor 


Appointment of the Moore- 
Handley Hardware Co., Inc., 
Nashville, Tenn., as a dis- 
tributor of Norge appliances 
was announced recently by 
H. L. Clary, vice-president 
in charge of sales for the 
Norge Div. of the Borg-War- 
ner Corp. 

W. P. Wilson is manager 
and L. L. Davis is appliance: 
sales manager of Moore- 
Handley. The company wili 
distribute Norge products in 
central Tennessee. 





Plymouth Cordage Opens 
New Louisiana Plant 


The Plymouth Cordage Co., 
Plymouth, Mass., recently 
opened a new plant in New 
Orleans, La., which will be 
under the _ supervision of 
plant manager Paul Krueger. 

Situated on a 21-acre site, 
the plant has 150,000 sq. ft. 
of floor space and includes, 
in addition to the manufac- 
turing mill, a warehouse, 
machine shop and the firm’s 
South district sales office. 


Chapin Mfg. Works 
Names Lyle Schlanbusch 


Lyle D. Schlanbusch has 
been appointed sales repre- 
sentative for the R. E. Cha- 
pin Mfg. Works, Inc., Ba- 
tavia, N. Y., manufacturer 
of a complete line of hand 
sprayers, dusters, com- 
pressed air sprayers and 
pressurized fuel tanks. 

Mr. Schlanbusch has 28 


News of the Trade 








years of sales experience in 
the sprayer field, having re- 
cently been employed by the 
E. C. Brown Co., and prior 
to that time by the H. D. 
Hudson Co. He will furnish 
active, direct solicitation of 
dealer accounts for all job- 
oers stocking the Chapin line 
in all of Ohio, except Toledo, 
and Indiana, western Penn- 
sylvania and northern West 
Virginia. 

His present headquarters 
is in Columbus, Ohio. 








Industrial Tape Corp. 
In Product Arrangement 


Better Packages, Inc., Shel- 
ton, Conn., has announced a 
product arrangement with 
the Industrial Tape Corp., 
New Brunswick, N. J. 
whereby ITC is granted na- 
tional marketing privileges 
on the Better Packages’ pres- 
sure sensitive tape dispenser 
line. 

The Industrial Tape Corp. 
is permitted to sell under 
the Better Packages’ trade 
names of—Little Inch, Big 
Inch, or Tackon, or under 
its own trade names of 
Texcel or Permacel. 





Herlein Co. Newly 
Formed in Michigan 


A newly formed wholesale 
firm, the Herlein Co., 705 
Griggs St., S. W., Grand 
Rapids, Mich., will carry and 
distribute a line of brand 
merchandise that will consist 
of housewares, gift goods, 
dinnerware and toys. 





Danforth to Represent 
Langley in Midwest 


Charles E. Danforth has 
been named middle western 
representative for the Lang- 
ley Corp., San Diego, Calif., 
line of rods, reels and other 
fishing equipment, taking 
over the territory of the late 
Virg Nover. 

Mr. Danforth has _ been 
with the True Temper Corp. 
for the past 23 years, the 
last five in tackle sales as a 
specialty man. 





Bendix Names Egan 

J. A. Egan has been named 
manager of the Bendix Home 
Appliance Sales Corp. in 
Chicago. 





Townsend Co. Appoints 
Johnson to Sales Post 


The appointment of David 
V. Johnson as assistant to 
the general sales manager of 





DAVID V. JOHNSON 


Townsend Co., New Brighton, 
Pa., was announced by How- 
ard E. Chilcoat, general sales 
manager. 

In his new position, Mr. 
Johnson will develop mer- 
chandising and promotion 
plans for aluminum nails 
and TWINfast wood screws, 
two new products in the 
Townsend line of fasteners. 

Prior to joining Townsend, 
Mr. Johnson was with Reo 
Motors, Inc., as assistant 
sales manager, lawn mowet 
division. He attended Carle- 
ton College and the Univer- 
sity of Michigan where he 
received his business admin- 
istration degree in 1947 and 
his masters degree in 1948. 





Young Retires From 
Corning Glass Works 


Charles A. Young, sales 
representative for the Con- 
sumer Products Div. of Corn- 
ing Glass Works, Corning, 
N. Y., retired last month 
after 33 years of service with 
the company. He covered the 
western Pennsylvania - east- 
ern Ohio territory with head- 
quarters in Pittsburgh. 

Mr. Young began his sales 
career in the glass industry 
in March, 1919, when he 
joined the sales staff of the 
Macbeth-Evans Glass Co. in 
Charleroi. 

Following the CGW-Mac- 
beth-Evans merger in 1936, 
Mr. Young continued to sell 
Macbeth-Evans products in 
the Pittsburgh area until 
1944 when CGW established 
the Consumer Products Div. 
and Mr. Young took on Pyrex 
ware sales in his territory. 
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LIFT and MOVE 


APPLIANCES. 


GRAND 


APPLIANCE CADDY 


Lifts Refrigerators, Ranges and 
Washers to Tail Gate Height 


A specially designed hand truck with 
powerful, positive hydraulic lift permits 
one man to load and unload appliances 
safely into delivery trucks or to stack 


them for space saving storage. 


The Appliance Caddy’s low price is 
quickly repaid in savings of labor costs 
and the reduction of damage 


appliances. 


Also moves and lifts barrels, boxes, 


bags and crates. 





Lift Height 
8” Moldon Rubber Wheels 
Safety Sling Included 





Lift capacity ... 200s. 500 Ibs. 
ee ee 54 inches 


New 4-speed Hydraulic Ram 








Write today for the name of your Grand Distributor 





ALLIED] 
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Portable Cranes 
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Electric-Lift 
Hand Trucks 





201 N. WELLS ST., 





MFG. & SALES CO. 


CHICAGO 6, ILL. 





| News of 


An exhibit of housewares 
will be held at the Hotel 
Morrison, Chicago, Jan. 15 
to 22, according to an an- 
nouncement by Lester Ol- 
shansky, president, Lith-O- 
Ware Products, Inc. 

The exhibit, called the In- 
dependent Houswares Exhi- 
bition, will be open from 
9 am. to 9 pm. on weekdays, 
except Tuesday. The Sunday 
hours will be from 11 am. to 
3 pm. It is planned to run 
shuttle buses between Navy 
Pier and the Hotel Morrison. 

Mr. Olshansky, who is act- 
ing as chairman of the group, 
said that the firms partici- 
pating in this exhibit were 
| those unable to obtain dis- 
play space at the Housewares 
Show being held on Navy 
Pier on the same dates, and 
is not to be considered com- 
petitive with the big Navy 
Pier show. 





the Trade——_—_ 


Independent Housewares Exhibition to Be 
Held in Chicago, Jan. 15-22, by New Group 


“Independent Housewares 
Exhibitors,” Mr. Olshansky 
said, “is a group of second 
generation companies still in 
the growth stage; manufac. 
turers of new products and 
their representation, many 
of whom are also compara- 
tively new to the housewares 
and appliance field.” 

Officers of new group, in- 
cluding Mr. Olshansky, are: 
Advertising, and Promotion, 
Arthur R. McDonald, Arthur 
R. McDonald, Inc., and W.-H. 
Richter, Monsanto Chemical 
Co.; Finance, Dave Lovitts, 
Bernard Edwared Co.; Oper- 
ations, Jules Karel and W. H. 
Dichter; Screening and 
Placement, M. Sangerman, 
Nu-Dell Plastics Corp., Ray 
Passis, Hauser Products, Inc., 
and R. J. Flanagan, R. J. 
Flanagan & Associates, 








Moos Succeeds Battles 
At Midwest Mfg. Corp. 


S. S. Battles, vice-president 
of Admiral Corp., Chicago, 
Ill., and vice-president-gen- 
eral manager of the com- 
pany’s Midwest Mfg. Corp. 
subsidiary at Galesburg, IIL, 
resigned because of ill health, 
effective Dec. 31. 

John B. Huarisa, execu- 
tive vice-president of Ad- 
miral, announced that Lou 
Moos, present plant superin- 
tendent at Midwest, will be 
general manager of the 
Galesburg subsidiary which 
produces refrigerators and 
ranges. He said no other 
executive changes are con- 
templated. 

At the same time it was 
also announced that Claude 
E. Davies, formerly with 
Golden State Appliance Dis- 
tributing Co., San Francisco, 
Calif., has been appointed 
regional manager for Ad- 
miral in the Seattle area 
which ineludes Portland, 
Ore., Spokane and Seattle, 
Wash., and Salt Lake City, 
Utah. 

Mr. Davies served as plant 
manager for Packard Bell 
Co. in Los Angeles, and as 
vice-president and _ general 








manager of Wood & Cies Dis- 


tributing Co. in San Fran- 
cisco before joining Golden 
State, Admiral’s San Fran 
cisco distributing branch. 





G-E Promotes Three In 
Small Appliance Div. 


Three appointments in the 
sales staff of the General 
Electric Co.’s Small Appli- 
ance Div. have been an- 
nounced by R. E. Boian, di- 
vision marketing manager. 

D. H. Edwards, formerly 
North central district mana- 
ger for G-E small appliances 
has been appointed to divi- 
sion headquarters in Bridge- 
port where he will serve as 
a special sales representative. 

Succeeding Mr. Edwards 
as North central district 
manager is E. T. Carvill, 
previously district manager 
for the southeast. 

W. J. Pfeif replaces Mr. 
Carvill as southeastern dis- 
trict manager. Mr. Pfeif had 
been manager of the G-E 
Fair Trade Section. 

New headquarters for Mr. 
Carvill will be in the G-E 
offices at 11— 102 Merchan- 
dise Mart, Chicago. Mr. 
Pfeif will maintain head- 
quarters at 608 Red Rock 
Building, Atlanta, Ga. 
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Agin Heads District At 
Landers, Frary & Clark 


News of the Trade 





representatives and their or- 
ganizations were covered. 
Paul Jones, president, 


Stanley G. Fisher, sales opened the meetings with an 


manager of the 


electric explanation of the company’s 


housewares div. of Landers, new policies and objectives 





LAMBERT AGIN, JR. 


Frary & Clark, New Britain, 
Conn., has announced the ap- 
pointment of Lambert Agin, 
Jr., as district manager of 
that division. 

Mr. Agin will maintain 
headquarters in Cincinnati. 
Ohio. His territory will in- 
clude, Columbus, Dayton, In- 
dianapolis, Evansville, Lex- 
ington, and Louisville, as 
well as Cincinnati. 

Mr. Agin was formerly 
sales promotion manager of 
the Graybar Electric Co., 
Jacksonville, Fla., and was 
at one time associated with 
the Crosley Div., AVOCO. 

Also announced was the 
appointment of John A. Pier- 
son as district manager in 
the hardware and vacuum 
goods division in the area 
formerly covered by C. P. 
Ballinger, who died suddenly. 


Mr. Pierson will maintain 
headquarters in Baltimore, 
Md. 


Mr. Pierson has been con- 
nected with John Duer & 
Sons of Baltimore for the 
past four years. 





Cummins-Chicago Corp. 
Holds Sales Meetings 


An entirely new line of 
nine power tools was intro- 
duced recently to sales rep- 
resentatives of Cummins- 
Chicago Corp., Chicago, IIl., 


at five national sales meet- 
ings. 

The meetings — in San 
Francisco, Chicago, New 
York, Memphis and Toronto, 
Canada — were held in 11 
days. More than 100 sales 


for the coming season. 

J. H. Slingerland of Cum- 
mins’ advertising agency 
presented the new advertis- 
ing and sales promotion pro- 
gram, and R. E. Mitchell, 
Cummins sales manager, 
demonstrated the new prod- 
ucts and discussed sales and 
market potentials. 

Major item in the line is 
an entirely new series of Fix- 
master Kits. 





Mastic Tile Appoints 
Derrough in Chicago 


Robert M. Derrough, Chi- 
cago, Ill., has been named 
district manager for the Chi- 
cago sales district of Mastic 
Tile ‘Corp. of America, New- 
burgh, N. Y., it was an- 
nounced by Carl Resnikoff, 


Mastic Tile vice-president in | 


charge of sales. 





Gerity-Michigan Corp. 
Sales Post to Hickey 


Donald J. Hickey has been 
appointed assistant sales 


manager of the merchandis- | 


ing div. of Gerity-Michigan 
Corp., Adrian, Mich. 

Mr. Hickey who has been 
associated with the company 
for the past six years, will 
be located at the headquart- 
ers of the merchandising 
div. in Toledo, Ohio. 

James Gerity, company 
president, said that the pro- 
motion of Mr. Hickey was in 
keeping with the continued 
expansion of the division 
which merchandises a line of 
bathroom accessories, 
ware and the Dishmaster, a 
push-button dish washer. 





DONALD J. HICKEY 
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“Suture! NOT the scalpel — 
the PARKER COPING SAW!’’ 





You can be well 
prepared for every 
Coping Saw demand, 
without half the trou- 
ble of the surgeon 
above. Keep a good 
stock of Parker and 
Trojan Coping Saws, 
right out in plain sight 
— the better the vari- 
ety of the 11 price 
ranges and styles, the 
better your turnover. 
Every saw is a leader 
in its price field. 








Manufacturers of World-Famous Trojan Saw Blades and Frames 


Fay the Parker | Zc 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. 
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Ellebrecht Zone Head aap Meg William A, 
F. J. Ellebrecht has been ip onough, former natics. 


Your — nape i central 4, director of merchandising 
| merchandising sales zone, ac- 414 advertising. 


25¢ adhesive line At the same time, My 


Ericksen announced the ap- 
pointment of Edward ¢. 
Herbert as advertising man- 
ager and Wilbur C. Jones ag 
merchandising manager, 
Raymond E. Miller will be 
kitchen appliance sales pro- 
motion manager, and Jack 
Sullivan laundry appliance 
sales promotion manager. 
Other appointments in. 
clude R. F. Lowery as sales 
promotion coordinator; R. J 


| Carborundum Co. Names two departments and the ap. 
merchandising manager, 
| 





_ triple-tested quality — 
extra sales appeal | 


Performance tested by 
U.S. Testing Labs, by 





Telep Tip-Top Quality Control McHale as production mana- 
HOUSEHOLD CEMENT Lab, by millions of ger; Douglas V. Traver as 
Assures permanent bond to glass, pleased users. Tip-Top assistant to Mr. Miller and 
china, fabrics, plastic, wood, 25¢ adhesives sell fast F. J. ELLEBRECHT John Kerner as assistant to 
leather—‘‘mends a million because they are tops in Mr. McHale. 


things’’. Crystal-clear, water- 


eye-appeal and value — 


proof, flexible. they bring fast repeat | cording to F. W. Scott agi aes 
i , | sales-because they’re Jr., manager, merchandising Lq Belle Works Marks 
_ No. 1201—‘‘DEMONSTRATOR : . sales div., the Carborundum 
% _ DISPLAY. Holds 12 tubes, 6 each tops in quality. In color- , —- 100th Anniversary 
side. Actual sample materials ful tubes, on compact | Co., Niagara Falls, N. Y. - 
| Sealed to display. displays that tell and sell In his new capacity Mr. More than 3,000 visitors 
for you —in fewest coun- Ellebrecht will have complete toured the Wheeling Steel 
‘ ter inches! sales responsibility for the Corp., Wheeling, W. Va., 


division in the New York, La Belle Works—the world’s 

Buffalo, Cleveland and De- largest cut nail plant—dur- 

troit district territories. He ing the recent open house in 
| will maintain an office in celebration of the  plant’s 
| Niagara Falls. 100th Anniversary. 

Mr. Ellebrecht has been A bronze plaque reading 
with the Carborundum com- “J,a Belle Works—One Hun- 
pany in a resale capacity for dred Years of Cut Nail Mak 

| the past 27 years, serving jng—Wheeling Steel Corpor- 
| the hardware and automotive gtion—1952” was dedicated 
trades in the metropolitan by Forrest H. Kirkpatrick, 
New York area. assistant to the president. 
| It was also announced that 
| J. H. Jones will continue as 
| manager of the eastern mer- Frigidaire Sales Corp. 
| chandising sales zone, com- Tg Distribute in Pa. 
| posed of the Boston, Phila- ih taka 
| delphia and Pittsburgh dis- A branch of the Frigidaire 
| tricts. Sales Corp. has ne 
. J. J. Pocock, Inc., as distri- 
| ti C. W. Sprenger will oon butor for all Frigidaire prod- 
| tinue as manager of the west- ‘n the Philadelphia dis- 
| ern merchandising sales zone ucts In the Paladelp Z 
trict, it was announced by 


composed of the Chicago and i 
b 4 e . . 4 a . s 

St. Louis district territories, H- F. Lehman, general sale 
manager for the Frigidaire 

division of General Motors, 


|MacDonough Heads New Dayton, Ohio. 


| Department at Bendix H. J. Heller, who has been 
with J. J. Pocock, Ine., since 


Streamlining of Bendix 1923 and is now vice-presi- 
Home Appliances advertis- dent in charge of sales, will 
| ing and merchandising de- be manager of the branch. 

partments for the company’s he Philadelphia sales dis- 

1953 expansion into the ¢rict covers the eastern half 
| kitchen appliance field has o¢ Pennsylvania and south- 
| been announced. ern part of New Jersey. 
| Parker H. Ericksen, di- Headquarters of the branch 

rector of sales for the Ben- wil] be located in the build- 
| dix division of Avco Mfg. ing in Philadelphia now oc- 
Corp., South Bend, Ind., an- cupied by the Pocock com- 
nounced consolidation of the pany. 













No. 1202— 

SELF-SERVICE DISPLAY CARTON 
Holds 12 tubes, each in 
individual box. 
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News of the Trade 








NEWS OF 


MANUFACTURERS’ AGENTS 








Spurgeon Co. Appoints 
Racette District Head 
Gerald Racette has been 
appointed district manager 
for the N. B. Spurgeon Co., 





GERALD RACETTE 


Chicago, Ill., manufacturers’ 
agent. 

Mr. Racette’s district is 
the state of .Michigan where 
he is well. known among 
wholesalers in the hardware 
trade. 





McCune-Merifield Named 
By High Standard Corp. 


The High Standard Mfg. 
Corp., Hamden, Conn., manu- 
facturer of Hi-Standard .22 
Cal. Auto-Loading Pistols, 
has appointed the McCune- 
Merifield Co. with offices in 
San Francisco, Los Angeles, 
Denver, Seattle and Calgary, 
Alberta, to handle its com- 
plete line of hand guns. 





Keil to Represent 
Penn Hardware Co. 


The Penn Hardware Co., 
Reading, Pa., manufacturer 
of locks and builders’ hard- 
ware, has named George S. 
Keil, Pittsburgh, Pa., to rep- 
resent the company. 

The newly appointed agent 
will cover western Penn- 
sylvania and the state of 
Ohio for the Penn firm. Paul 
R. Bohn will be associated 
with Mr. Keil. 





Kegley & Son Moves 


John F. Kegley & Son, Los 
Angeles, Calif., manufac- 
turers’ agent, has moved 
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from 1522 Glendale Blvd. to 
3126 Riverside Dr. 





Runglin Co. to Handle 
McGill Metal Products 


The Walt Runglin Co., Los 
Angeles, Calif., has been ap- 
pointed by the McGill Metal 
Products Co., Marengo, IIl., 
manufacturer of metal prod- 








ucts, to represent it in Cali- 
fornia, Oregon, Nevada, 
Washington and Arizona. 

The Runglin company will 
handle the sales of the manu- 
facturer’s line of mouse | 
traps, ticket punches and 
razor blade scrapers. 





Sosna Associates Named | 
By Ardmore Products 


The Ardmore Products 
Co., Ardmore, Pa., manufac- 
turer of the Alert flush valve 
guide, has appointed Sosna 
Associates, Buffalo, N. Y.,-as 
its representative in New 
York State, exclusive of 
metropolitan New York. 





J. P. Friel Appointed 
By Clayton & Lambert 


J. P. Friel has been ap- 
pointed eastern sales repre- 
sentative for the Clayton & 
Lambert Mfg. Co., Louisville, 
Ky., and Middletown, Ohio. 
Mr. Friel will handle all of 
C. & L.’s plumbing and heat- 
ing products, according to 
Rowland J. Miller, vice-pres- 
ident in charge of sales. 

A native of Philadelphia, 
Mr. Friel, for the past two 
years, has been sales repre- 
sentative for the Russell D. 
Knight Plumbing Supply Co. 
of that city. 








J. P. FRIEL | 








ON LOST SALES 
because of HIGH COSTS! 


<-> “C” CLAMPS ARE 


PRICED LOW FOR 
FAST TURNOVER, BIGGER PROFITS 


Your stock of “C” clamps need not be a “nec- 
essary evil” for customers’ convenience only 

. no profit. B&C clamps are priced right, 
leaving room for a good profit. B&C clamps 
are offered in a wide variety of jaw open- 
ings and throat sizes. Frames are of specially 
heat-treated Malleable iron for exceptional 
strength, elasticity and toughness. 


CLAMP 
ASSORTMENT 


Consists of 55 Clamps 
and Metal Display 
Stand in Standard 
Package. 





See your jobber or write 


roe BRINK & COTTON mec. co. 


33 POLAND STREET @ BRIDGEPORT CONN 





Manufacturers of Clamps—Vises—Hand Tools 
for Production, Maintenance, Service, Since 1925. 



















































































Yale & Towne Establishes Lock & Hardware 
Division; Appoint Pantas General Manager 


The establishment of a automotive and other indus- 


new Yale Lock & Hardware 
Div. to coordinate greatly ex- 





LEO J. PANTAS 


panded operations of the 
Yale & Towne Mfg. Co., 
Stamford, Conn., in the lock 
and hardware business was 
announced by Gilbert W. 
Chapman, president, at the 
company’s annual meeting. 

The new division unifies 
under one management the 
manufacture and sales, in 
the United States, of the 
company’s plants producing 
Yale brand locks and hard- 
ware at Stamford, Salem, 
Va., and two new plants now 
under construction at Galla- 
tin, Tenn., and Lenoir City, 
Tenn. 

It was also announced by 
Mr. Chapman that Leo J. 
Pantas, general manager of 
the Stamford Div., has been 
advanced to the post of gen- 
eral manager of the new 
Yale Lock & Hardware Div. 
Mr. Pantas will head a man- 
agement group that will di- 
rect the manufacturing op- 
erations in the four plants 
and that will market their 
products through a central 
sales organization. 

Mr. Chapman described the 
formation of the new divi- 
sion as part of Yale & 
Towne’s lock and hardware 
expansion program involving 
a substantially increased vol- 
ume of production, fuller 
lines of Yale locks and build- 
ers’ hardware, new products, 
and centralization of sales 
for more efficient and effec- 
tive customer service. 

The Yale lines of products 
manufactured by the four 
plants in the new Yale Lock 
& Hardware Div. include: 
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trial locks, builders’ locks 
and finishing hardware, in- 
cluding cylindrical, mortise 
and tubular locks; door clos- 
ers; night latches and other 
auxiliary locks; padlocks; 
cabinet locks; bank locks and 
bank vault equipment; ord- 
nance products; and Tri-Ro- 
tor pumps. 

Mr. Pantas has been as- 
sociated with Yale & Towne 
for 17 years. Before his ap- 
pointment last year as gen- 
eral manager of the Stam- 


News of the Trade 





ford Div., he was manager 
of the company’s Salem, Va., 
plant for two years, and be- 
fore that, manager of its 
Buffalo plant for four years. 





G-E Opens New Plant 
In Linton, Ind. 


The General Electric Co. 
completed another step in 
its decentralization program 
with the opening of a multi- 
million-dollar plant for the 
manufacture of fractional- 
horsepower motors at Lin- 
ton, Ind. The plant will be 
engaged in the production of 
the company’s newly-devel- 
oped Form G motor. 


Do You Recognize These Men? 


6! 





A recent visitor to our editorial offices, Dan M. Bell of 
Dallas, Tex., brought with him this very interesting 40- 
year old photograph of a group of Texas hardware men. 
The photo was taken sometime prior to 1912. 

Old time Texas hardware men have been able to identify 
four of the five men in the photo, but are unable to identify 
the man sitting on the right. Do you recognize him? 

The other men in the photo are, left to right, sitting, 
J. C. Bering, co-founder of Bering-Cortes Hardware Co.; 
F. A. Heitmann, chairman of the board, F. W. Heitmann 
Co., and the unidentified gentleman. 

Standing, left to right, are R. F. Bell, father of Dan 
M. Bell, and J. M. Maroney of Maroney Hardware Co. 
(which has been merged with Higginbotham-Pearlstone 


Hardware Co.) 


All the men in the photo have passed away since the 
photo was taken, except Mr. Heitmann, who was 93 years 


old on Dee. 31. 


Mr. Bell would appreciate hearing from any reader who 
believes he can identify the unknown man in this picture. 
Mr. Bell can be reached at Texas Bank Bldg., Dallas 2, Tex. 


Lionel Corp. Appoints 
Belser Sales Manager 
Samuel Belser, formerly 
assistant sales manager of 
the Lionel Corp., New York, 
has been appointed genera] 





SAMUEL BELSER 


sales manager of Lionel, it 
was announced by Lawrence 
Cowen, president. 

Mr. Belser attended Whar- 
ton’s School of Business Ad- 
ministration at the Univer- 
sity of Pennsylvania. After 
graduation he went into busi- 
ness with his father, manu- 
facturing floor lamps. He 
joined Lionel in 1922 as a 
junior salesman. 

Over a period of years 
he was assigned territories 
throughout the United 
States. In 1934 he was as- 
signed to Lionel’s New York 
offices as assistant to the 
sales manager. 

As sales manager, Mr. Bel- 
ser will be in charge of sales, 
coordinating sales promotion, 
and the distribution of mer- 
chandise from distributors to 
dealers in all localities, as 
well as assist stores in the 
planning of advertising and 
promotion of train equip- 
ment. 





Clyde Varney Moves 
To Larger Quarters 


Clyde Varney, wholesale 
distributor of builders’ hard- 
ware, has moved to larger 
and more conveniently lo- 
cated quarters at 10330 
Grand River Ave., Detroit, 
Mich. 

A modern and fully equip- 
ped display show room has 
also been added to his facili- 
ties, so that retailers in his 
area can send prospective 
customers to personally in- 
spect and select their indivi- 
dual needs of items not regu- 
larly shown by the dealers. 
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Horace P. Aikman 


Horace P. Aikman, 60, past 
president of the New York 
Retail Hardware Association 





HORACE P. AIKMAN 


and the National Retail 
Hardware Association, died 
Oct. 19 at his home in Caze- 
novia, N. Y., after a long 
illness. 

Mr. Aikman, who had re- 
tired from business for health 
reasons in 1948, spent his 
early years in the hardware 
store operated by his father. 
At the age of 14 he worked 
in the store part-time, and 
six years later was a full- 
time employee. 

In 1917 Mr. Aikman be- 
came a partner in the busi- 
ness and three years later he 
became the owner, a status 
he maintained until his re- 
tirement when the business 
was incorporated. He headed 
the New York Retail Hard- 
ware Association in 1924 and 
the National Association in 
1939. 

Mr. Aikman had also been 
associated with the Gladding 





Admiral Appoints 
New Distributor 


Major Appliance Distri- 
butors, Inc., Charlotte, N. C., 
has been appointed the Ad- 
miral distributor for the 
Charlotte market, according 
to W. C. Johnson, vice-presi- 
dent-sales of Admiral Corp., 
Chicago, Il, 

The new distributing firm 
is headed by A. D. Sickles, 
president; C. M. Lowe, vice- 
president; J. O. Stover, tele- 
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fishing tackle manufacturer, 
as a director. 

Survivors include his wid- 
ow and two sons. 





A. W. Bartlett 


A. W. Bartlett, Rapid City, 
S. D., manufacturers’ repre- 
sentative for the past several 
years, died Oct. 30. 

Mr. Bartlett, in the hard- 
ware business for more than 
36 years, had been a repre- 
sentative for the Marshall 
Wells Co., Duluth, Minn., for 
more than 30 years. For 
some years prior to his death, 
he was a representative 
handling hardware and 
sporting goods. He was par- 
ticularly well known in Min- 
nesota, North Dakota, South 
Dakota and Wisconsin, the 
territory he traveled. 





Leslie H. Tripp 


Leslie H. Tripp, 50, sales 
manager of Kraeuter & Co., 
Inec., Newark, N. J., died Dec. 
2 at his home in Scarsdale. 
N. Y., after an illness of sev- 
eral months. 

Mr. Tripp was well known 
in the hardware and indus- 
trial supply fields through- 
out the United States. He 
entered the hardware busi- 
ness aS a young man, and 
had been affiliated with Mas- 
back, Inc., and Butler Bros. 





David B. Nash 


David B. Nash, 47, vice- 
president of Nash Hardware 
Co., Fort Worth, Tex., whole- 
salers, died Dec. 3 following 
an operation. 

Mr. Nash, who was serv- 


Co., South Otselic, N. Y., ing his second term as presi- 


vision sales manager, and 
O. M. Schuster, assistant 
manager of appliances. 
Harry Lever is the Admiral 
regional manager covering 
this territory. 





Ferry Cap & Set Screw 
Acquires Building 

The Ferry Cap & Set 
Screw Co., Cleveland, Ohio, 
is acquiring for its expand- 
ing production the next-door 
41,000 sq. ft. building of the 


News of the Trade 





dent of the Texas Wholesale 
Hardware Association, was a 
graduate of Texas Christian 
University and had attended 
Harvard University. In 1935 
he became active in the Nash 
Hardware Co., which had 
been established by his father 
and grandfather. 

Survivors include his wid- 
ow, a daughter, three sons 
and a brother, Charles E. 
Nash, who is president of the 
Nash Hardware Co. 





Clifton G. Bigwood 


Clifton G. Bigwood, vice- 
president in charge of opera- 
tions and director of the L. 
S. Starrett Co., Athol, Mass., 
died suddenly Dec. 8. 





CLIFTON G. BIGWOOD 


Mr. Bigwood had been with 
the Starrett company for 36 
years, having joined it in 
1916 working in the too] and 
machine room. He had pro- 
gressed through the years 
having attained the positions 
of methods engineer, assis- 
tant superintendent, assis- 
tant vice-president, and re- 
cently assumed the post he 
held at the time of his death. 

Mr. Bigwood had been a 
member of the North Central 
Massachusetts Chapter of 
the American Society of Tool 
Engineers. 


Ohio Machine & Boiler Co., 
it was announced by H. D. 
North, president. 

“This will mean no im- 
mediate change in personnel 
or production in the Ohio 
Machine & Boiler Co. plant,” 
E. Paul Simon, general man- 
ager of that company, said. 
“It is planned to move the 
operations now in this build- 
ing to another location, as 


yet to be determined, some 
time within the next six 
months.” 


Arthur C. Bollert 


Arthur C. Bollert, 66, co- 
owner of the four Bollert 
Hardware stores, Lansing, 
Mich., died unexpectedly at 
his home Dec. 14. He had 
been in ill health for several 
years. 

Mr. Bollert was born in 
Canada, and had made his 
home in Michigan for the 
past 58 years. He had been 
in the hardware business for 
44 years, 27 of which were 
spent in Lansing. 

He opened his first store 
in Lansing on March 10, 
1925. 

Survivors include two sons, 
Wayne and Clare, who have 


been engaged in _ business 
with him, three grandchil- 
dren, four sisters. Mrs. Bol- 


lert died in October, 1951. 


Peter McLaren 

Peter Mclaren, 71, world’s 
champion woodchopper and 
well known in the hardware 
field, died Nov. 27 at his 
home in Australia. 

Mr. Mclaren, who was as- 


sociated with Fayette R. 
Plumb, Ine., Philadelphia, 
Pa., for many years, was 
a native Australian and 


learned to use an axe when 
he was 14. In 1905 he won 
the World’s Champion Chop- 
per title. 

For many years he toured 
the world exhibiting his 
woodchopping prowess. He 
gave command performances 
before England’s King Ed- 
ward VII and King George 
V. With the Plumb company, 
he toured America demon- 
strating the uses of axes. He 
made more than 20,000 ap- 
pearances throughout’ the 
United States and was never 
defeated in chopping com- 
petition during the 45 years 
he engaged in contests, 1905 
to 1950. 


Westinghouse Opens New 
Florida Service Center 


A factory-operated service 
center for all Westinghouse 
electric home _ appliances, 
radio and television sets has 
opened at N. E. 75th St. 
near Second Ave., Miami, 
Fla. It will handle servicing 
for approximately 30 West- 
inghouse dealers in_ the 
Greater Miami area, which 
includes Dade County and 
environs. 
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The Business Guilindinaiiaiiiais and Price aes 


(Continued from page 14) 


a new pricing structure for the 
complete line of Shopmaster tools. 
The new discount for the entire 
United States will be 30 pct deliv- 
ered to retailers. 

Shopmaster, stated Mr. Beale, 
has established this new universal 
discount so that all hardware deal- 
ers from coast to coast, can take 
advantage of Shopmaster’s greatly 
expanded advertising program. 


Sees No Need For 
Drastic Recession 


A reversal in business, which he 
indicated will start around the mid- 
dle of 1953, ‘“‘need be neither dras- 
tic nor of long duration,” said Ray- 
mond Rodgers, professor of bank- 
ing in New York University’s 
School of Commerce, in address- 
ing a meeting of the American 
Pharmaceutical Manufacturers’ As- 
sociation in New York. 

He said that further pressure 
of wage increases, on the basis of 
a need for increased consumer pur- 
chasing power to reduce the im- 
pact of a recession would be fal- 
lacious and “could intensify and 
magnify the downward swing of 
business activity.” Mr. Rodgers 
added that any increase in wages 
not provided for by increased pro- 
ductivity “must inevitably force 
an increase in prices, a reduction 


in profits, or efforts to reduce 
costs through labor-saving ma- 
chinery.” 


Retail Failures 
Continue Drop 


Failures among retailers totaled 
27 in the week ended December 
11, compared with 60 in the pre- 
vious week, Dun & Bradstreet, Inc. 
reported. Total business failures 
in the week amounted to 157, as 
against 120 in the previous week. 
It also compared with 143 in the 
same week last year. There was 
an increase in failures in all in- 
dustry and trade groups during 
the week. 
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Self-Service Selling 
To Expand This. Year 


The surge of self-service retail- 
ing throughout the country will be 
boosted in 1953 by the conversion 
of about 20,000 grocery stores to 
self-service operation. This was es- 
timated in a year-end statement 
by the S. A. Hirsh Mfg. Company, 
Skokie, IIll., shelving manufacturer. 

Dave Shulman, vice-president in 
charge of sales, said sales figures 
and booked orders reveal that 10 
pet of the 200,000 grocery outlets 
not now on a self-service basis plan 
to switch this year. 

He said that the trend which 
started in grocery retailing is 
catching on in hardware and drug 
merchandising stores, many of 
which are adopting supermarket 
techniques. Soft goods are also 
being considered for self-service 
selling, although not necessarily 
along the same lines as supermar- 
kets, he added. 


Sees Need for More 
Effective Distribution 


Ways must be found of making 
distribution more effective and legs 
costly, to raise the standard of liy. 
ing, and stretch the consumer's 
buying power, J. Gordon Dakin, 
general manager of the National 
Retail Dry Goods Association, said 
in addressing the Manufacturing 
Trade Group of the National In- 
dustrial Council in New York. Mr. 
Dakin, who saw good business for 
the first half of 1953, said that the 
nation’s economy will depend upon 
the retailer’s ability to dispose of 
merchandise at the rate to which 
America’s production is now 
geared, when defense spending be- 
gins tapering off. 

He suggested that retailers study 
the supermarket technique. While 
personal service is still essential 
for many kinds of goods, self-se- 
lection can be used for such items 
as small housewares, he stated. 

He noted the growth toward mul- 
tiple night openings by stores. One 
of the principal reasons for this 
trend, he said, is the desire of 
women to have their husbands with 
them in shopping for big ticket 
items. However, he said conditions 
vary from city to city and retailers 
in various communities must adopt 
hour policies to meet the needs of 
their customers. 


1953 Valentine's Day Promotion Offers 
Retail Gift Merchandising Timetable 


Plans for the official 1953 Valen- 
tine’s Day promotion have been 
announced by Joseph Broslaw, ex- 
ecutive vice-president of the Na- 
tional Valentine’s Day Council, 350 
Fifth Ave., New York 1, N. Y. 

“Valentine’s Day is the biggest 
selling event between Christmas 
and Easter,” said Mr. Broslaw, 
“and it will be more important 
than ever in 1953 as a result of in- 
creased retail store participation.” 

Design of the new official 1953 
poster, is gay and sentimental, but 
gives extra sales emphasis with its 
slogan, “Aim for the Heart on 
Valentine’s Day with a Gift from 
our exciting selections.” 

The National Valentine’s Day 
Council has also developed the fol- 
lowing timetable for retailers. 

January—First Week. Hold a 
storewide meeting of all key peo- 
ple including sales promotion, ad- 
vertising, display, merchandising 


and sales. Invite a panel of cus- 
tomers to attend and give their 
viewpoint. Map out entire promo- 
tion program with plans for each 
department participation. Be sure 
to thoroughly examine the follow- 
ing: 

Last year’s best selling items, 
and what made them click; last 
year’s advertising, displays, radio, 
television and direct mail. Last 


year’s competition and current 
competition. 
What items are available for 


this year’s promotion. What tie- 
ins can be arranged with resources. 
What tie-ins can be arranged with 
local merchants’ bureau. What of- 
ficial NVDC promotion material 
will be required, and, what specific 
assignments can be made right 
now. 

January—Second Week. Start 
display and advertising layouts. 
Be sure to incorporate the Council’s 
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> Get repeat business a 


Be the first in your town to have your name 
ad address at your customer's fingertips! 
Ask your key blank jobber about this busi- 
ness-building offer or fill out and mail the 
coupon below to TAYLOR LOCK COMPANY. 


I would like to know more about TAYLOR 
key blanks embossed with my name. 


State 


ot ee) 





NO DIE CHARGES! ook 
NOY YOU PAY NO MORE 

SS FOR TAYLOR Wa 
PERSONALIZED ee 
KEY BLANKS! Jad 


TAYLOR LOCK COMPANY 


PENNSYLVANIA, U.S.A. 




















NOW! FOR 
THE FIRST TIME! 


Buy your most po»vutlar 
cylinder blanks EMBOSSED 
(raised letters) with your 
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wooD 
SCREWS 
Range from 0 
Diameter through 
30 Diameter and 
up to 6” in length. 





.. for Dependability, 
and Wide Size Range. 


Uniformity 


SHEET METAL 
SCREWS 
Available in all 
standard head 
styles, materials 
and plated finishes. 


Contact your nearest jobber or write direct 





Since 1867 





THE SOUTHINGTON HDWE. MFG. COMPANY 


Southington, Conn. 
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FOR THE JOBBING TRADE - 


“STANHO” Keys, Pins and other 
products are precision made to close 
tolerances from selected stock . . . the 
finest obtainable. All types and sizes. 





NUNN 


s 
AS 
SS 


won 


WOODRUFF KEYS - TAPER PINS 
MACHINE KEYS - COTTER PINS 
STRAIGHT PINS - SPECIAL PARTS 


and other Stanho products 
Bulk or Packaged 


HORSE SHOE NAILS 


WRITE for DESCRIPTION 
and PRICES 


— 
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STEELGRIP 


STEEL BELT LACING 


PACKAGES 
For the small user, STEELGRIP 
Belt Lacing is now conven- 
iently packaged — 1 set of 
12” lengths of STEELGRIP 
complete with hinge pins and 
gauge pin to the box. Lacing 
can be easily broken to sizes for 
narrower belts, if desired. Econ- 
omy packages are convenient 
for dealers too because it is no 
longer necessary to break large 

@ boxes for small sales. 


ARMSTRONG-BRAY & CO. 


5348 Northwest Highway, Chicago 30, U.S.A. 





Write for Catalog 
Sheets 


Carton of 

single or 

assorted 
sizes 





ENSEMBLE 


ZY 


-_ 


|) 
4 
| 








ENSEMBLE AS-193 


CURTAIN SCREEN, 


ANDIRONS and FIRE TOOLS 


ORDER IMMEDIATELY 
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nation-wide theme “Remember The 
Ones You Love On Valentine’s Day, 
Thursday, February 14,” 

January—Third Week. Start pub- 
licity ideas, contests and stunts. 
Use every means possible to foster 
the sentimental spirit of the oc- 
casion. Let the customers know 
that your store is Cupid’s Heart- 
throb Headquarters. 

January—Fourth Week. Com- 
plete all promotion plans. Double 
check to make sure that every 
angle has been covered and that 
all departments are included. The 
more people participating actively 
—the greater assurance of a suc- 
cessful program. 

January—Fifth Week. Hold fi- 
nal employee meeting to stimulate 
enthusiasm for the program. Out- 
line complete plans and emphasize 
the importance of individual as- 
signments. 

February first. Break news- 
paper ads and set up displays. Of- 
fer a wide range of gift suggestions 
to help make shopping easier. 

February eighth. Hit your ad- 
vertising, display, radio and tele- 
vision peak for maximum effect. 
Keep close check on over-all pro- 
gram to be sure there is full oper- 
ation at all levels. 


New Housing Space 
May Drop in 1953 


New residential building is ex- 
pected to decline 11 pct in 1953 in 
terms of new floor space and dol- 
lars, according to estimates pre- 
pared by Thomas S. Holden, presi- 
dent, and Clyde Shute, manager of 
the statistical and research division 
of F. W. Dodge Corp. New dwell- 
ing units are expected to decline 12 
pet, it was stated. These esti- 
mates assume that there will be no 
marked easing of housing credit, 
the study continued. 


Servel Lowers Prices 
On Some Refrigerators 


Prices have been reduced by Ser. 
vel, Inc., on its 1953 line of gas and 
electric absorption refrigerators up 
to $90 a unit. The price cut has 
been made despite improvements 
over 1952 models. The price cuts 
were attributed to savings in pro- 
duction. The largest price cut 
was on the 8.3 cubic foot model, 
which was cut $90. Others were 
slashed $40, $30 and $20. 


Some Dealers Oppose 
More Night Openings 


A survey by the National Retail 
Furniture Association of more 
than 800 stores in 403 cities 
showed that most home furnishing 
dealers are strongly opposed to ad- 
ditional night openings and many 
doubt whether continuation of night 
openings now in effect is desirable, 
the association reported. 

Home furnishing dealers, it was 
stated, are doing so well with nor- 
mal daytime hours that the pros- 
pect of obtaining additional volume 
by night openings is not too allur- 
ing. Problems connected with 
night openings, especially those in- 
volving personnel, were said to be 
so great as to offset probable in- 
creased sales. 

Meanwhile, a survey of shoppers 
by New York University’s School 
of Retailing suggested that depart- 
ment stores remaining open Thurs- 
day evenings may be adhering 
blindly to a custom that no longer 
conforms to existing conditions. 
Interviews were held with 4,300 
shoppers. Half of those _ inter- 
viewed said that they found it 
more convenient to shop evenings 
but they gave Monday and Friday 
as preferred shopping nights. 


Tea Executive Opposed to Food Stores 
Expanding Into Hard Goods Lines 


Harley McNamara, president of 
the National Tea Co., which he 
termed America’s 12th largest re- 
tailer, recently hit at the notion 
that food stores can, or should 
keep on broadening their lines. The 
company now carries a limited line 
of drug and cosmetic items, but it 
has no intention of expanding fur- 
ther into non-food lines, Mr. Mc- 
Namara reported. 


Mr. McNamara deplored the 


practice of selling hard goods—he 
mentioned pots and pans specifical- 
ly—in food stores. He pointed out 
that handling of such items means 
slower turnover, and the expendi- 
ture of a lot of time and energy in 
trying to move them out of the 
store. 

In the process, he said, the food 
store neglects its food merchan- 
dising, the foundation of its busi- 
ness. And the same goes for the 
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BUILDERS HARDWARE 


TRANSOM CATCH 
SOMPETITIVELY PRICED - 
THE H. B. IVES COMPANY > 


__ Seis 0 
wOUsEN cE yHIBIT 
52 





IT'S A 
MUST 


NATION DLA ANCE MF 


HOME * A cE 
N 






wae SHELTON une 
srry TACKS 


& UPHOLSTERY 


on BLOCKS 
and in TUBES 


The Lines that are 
} Sweeping America 


SHELTON TACK CO. 


SHELTON, CONN. 
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v CAST ALUMINUM 


ear to FOS EXTRA STRENGTH 








ORDER FROM YOUR WHOLESALER 
NTA Awd) PS 






WAFFLED DOOR Pres: 
MAT eit 


/ 


A foot scraper mat that will help you scrape up 
extra sales. A highly popular, useful mat. 
@ Multi-scraping action © Easy to clean 
@ No wires to rust @ Water drains through 
e Tough, durable rubber © ¢Modern styling 

© Reinforced with Fabric cord 
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V4 -1'):1:14 Me te) ae INC. 
Akron 8, Ohio 
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Peg 
In Glass 

Fiber or Steel 


‘ Straight or offset handle rods in wood 

or cork grips with new style blades in 
' glass fiber or steel. The world’s lowest 
price quality line. Send for Bulletin 
and prices. 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC. 
5321 Highland Ave., Niagara Falls, N. Y. 





¥ictor Bait Bucket 
means BIGGER 
PROFITS 


on Us-Fittine up 
* MOLDED Fipps 







At their low price, your 
fishermen customers will 
buy two or three of these 
sturdy VICTOR bait buckets — they’ll 
teally build profits for you! 

Two Sizes: 6-qt., $1.19 list; 

10-qt., $1.50 list. 

Shipped nested for minimum storage 
and display space. Order from your 
wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. « Pascagoula, Miss. 
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chain drug stores that sell every- 
thing from baseball bats to hosiery, 
Mr. McNamara said. 


Promotion Kit Offered 


For Gardening Week 


A National Garden Week has 
been observed in recent years by 
The National Council of State Gar- 
den Clubs during the week which 
includes April 21st. However, this 
year’s celebration under The Hobby 
Guild’s auspices, will include also, 


national promotion through hard- | 


ware and garden supply dealers. 

Store promotion kits have been 
arranged which contain window 
display streamers, posters, counter 
cards, ad mats, salesmen buttons. 
A complete folder of merchandis- 
ing ideas and display suggestions 
on how to create more traffic in 
garden departments of hardware 
and’ department stores will be made 
available free of charge to coop- 
erating stores by The Hobby Guild 
of America, 550 Fifth Ave., New 
York 36, N. Y. 


Chain Stores Vary In 
Sales Performance 


Sales of chain ‘store and mail 
order houses during November 
were mixed, with some organiza- 
tions showing gains and others de- 
clines for the period. For instance, 
Sears, Roebuck & Co. reported re- 
cord sales for November, and for 
the 10 months ending November 
30. On the other hand, Montgomery 
Ward & Co. reported lower volume 
for both periods. 

Sales of leading chain and mail 
order houses follow: 


Pct. 
1952 1951 Chge 
Sears, Roebuck & Co. 
November $283,044,727 $277,371,306 -+-2.00 
10 months 2,472,540,523 2,260,610,293 + 9.4 


Montgomery Ward & Co. 


November $108,524,651 $121,494,068 —10.7 
10 months 947,574,264 979,076,800 3.2 
F. W. Woolworth Co. 

November $61,495,942 $60,542,645 + 1.6 
11 months 590,098,396 569,901,536 + 3.5 
Butler Brothers 
November $10,396,770 $9,463,826 + 9.8 
11 months 108,318,999 106,242,172 + 1.9 


Gas Range Shipments 
Gain Over 6 Months 


November gas range shipments 


exceeded those for the same 1951 
month for the sixth consecutive 
month, announced the Gas Appli- 
ance Manufacturers 
November shipments totaled 192,- 
800, as against 192,200 in Novem- 


Association. | 














By Sethi a a 
YOU SHOULD STOCK 
CHICAGO "Safety Plus” Screws 


@ Socket Screws © Cap and Set Screws 
@ Nuts @Taper Pins © Studs 





@ They’re Quality Made to be Trouble Free 
@ They‘re better packaged for easier stock 
room service 


@ They’re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 


Ask for CHICAGO and get “Safety Plus” 


from your HARDWARE DISTRIBUTOR 
today. 


o SCREW COMPANY 


2509 WASHINGTON BLVD. 
BELLWOOD, ILL. 


ARMSTRONG BROS. 


Better PIPE TOOLS 
AB : 








PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters througheut . . . built to give 
years of good service. 


“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated bedy 
and a replaceable hardened steel nut te 
take up the wear and thrust of handle serew. 
Used either as l-wheel (with 2 rollers) er 
3-wheel (for close quarters). 


“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy toe! 


steel properly heat treated, They 
Write fog. eut rapidly and easily, hold their 
Coteleg. ) keon edge. 


‘ARMSTRONG BROS. TOOL CO. 


. “The Teol Holder Peopie”’ 
5214 W. ARMSTRONG AVENUE - CHICAGO 30, ILL. 
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~ Burpee by eeds Grow - 
and SELL 


“THERE'S .A REASON 


The superiority of Burpee Hybrid 
Cutéumber, likemany other Burpee 
introductions, has revolutionized 
the preferences of both market 
growers and gardeners. 


ble Free ~ 3 ™ ; 

rien Wk ” - They insist on these Burpee varie- 
r you to > ' ag ties year after year. You'll want 
seenies ’ . | originator’s own special stocks. 


ty Plus” 


‘Wholesale Seed Growers 


W. ATLEE BURPEE co. PHILADELPHIA 32, PA.—CLINTON, IOWA—SANFORD, FLA.—RIVERSIDE, CALIF. 


ar. | CHATTANOOGA 
the lawn mower WHEELBARROW CO. 


you ride : 
Seis diliteticin A Half Century of Experience 


I ressl F . 
aimee A Complete. Line 


for the ordinary cus-' 
tomer. A real hit in 
1952. Users took all 
we could make. Trade 
delighted. Re-orders 
now coming in fast. 


DE OTL MES IT a EOE ad 9 MATEY 
a power mower that everyone | 


wants and many can afford 
rs ae ee _ aa || WHEELBARROWS e CONCRETE CARTS 
trong, light, practical; easy to operate, steer, control, bac } FERTILIZER CARTS ° DRAG SCRAPERS 


up. Moderate in price; comfortable to ride and remarkably 


safe. MOW-CYCLE cuts grass, pulls lawn roller, serves as WAREHOUSE TRUCKS @ PLATFORM TRUCKS 
a scooter. Gives complete lawn care without walking. So 
le Bee WAREHOUSE SKIDS e@ BARREL SKIDS 


simple that teen age youngsters manage it. So sturdy that 

fat grown-ups enjoy working it. Americans love to ride. BOAT TRAILERS 
YOUR customers will buy MOW-CYCLE, Write today for 

trade information. 


MUSGRAVE MANUFACTURING CO. | CHATTANOOGA WHEELBARROW CO 
2903 Columbus Ave. Springfield, Ohio | 


HARDWARE AGE, JANUARY 8, 1953 




















‘AN ARTMOORE PRODUCT | 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





Your customers want 
the Artmoore Collapsible 
Tripod Clothes Dryer. 
24 Feet of Drying Nods 

—Selected, sm 
= hardwoods-—Snag 


ms proof plated. Lift 
the Rod Holder and 
Tripod Legs open auto- 
matically. Collapses 
compactly for quick storage in small 
space. Ideal for in-between washings, 
lingerie, diapers, etc. A step saver 
alongside ironing board. Suggested retail 
only $3.75. Slightly higher West of the 
Rockies. 
See your jobber or write 


ARTMOORE CO. | 


Dept. HA-13, 1913 North 3rd Street 
Milwaukee 12, Wisconsin 

















Now DAISY brings you 


Non-Marking 


WARS 


eons 4\NG Saw SOLES 


oy \ Aggy STICK-ON 
\ ‘\ . RUBBER 






\ ‘. 
ae ‘ 


new 
LEATHER \ 


COLOR! 


At last — Stiek- On Rubber Soles that 
absolutely will NOT mark, mar or scuff 
floors, woodwork, linoleum, tile! From 
DAISY, of course. Leather-colored, too, 
for top sales appeal. Pure benzol-base 
Stick-Tite rubber cement included. 
Packaged on colorful display card. Fast 
sellers for men, women, children. Order 
now. And write for prices, details of 
complete DAISY line of rubber house- 
hold products—today! 


SCHACHT RUBBER MFG. CO. 


Dept. H Huntington, Ind. 
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ber, 1951. 
months of 1952 the shipments to- 
taled 2,005,000, as against 2,206,- 
900 in the comparable period a year 


For the first eleven 


ago, a 9.1 pet drop. At the end of 
the first six months of 1952 ship. 
ments were 22.3 pct below a year 
ago. 


National Hobby Week Planned in April 
To Tie in With Gardening and Sports 


For the first time, plans for an 
all-out celebration for. hobbyists, 
hobby dealers and manufacturers, 
to be known as National Hobby 
month, have been completed. The 
sponsors are The Hobby Guild of 
America, 550 Fifth Ave., N. Y. C. 
in coordination with the National 
Hobby Month Committee. 

Dealers in arts and crafts items, 
hardware, sporting goods, collector 
items, and gardening suppliers are 
being organized for the observance 
which will be celebrated annually 
in April of each year. 

April (1953) will be divided in- 
to four weekly hobby celebrations 
as follows: National Arts and 


16th ANNUAL. 


HOBBY MONTH 





Valentine Day Poster 


Crafts Week, April 1-7; National 
Collectors Week, April 8-15; Na- 
tional Gardening Week, Aprii 16- 
23; National Sports Week, April 
24-30. 

The over-all slogan for National 
Hobby Month is “Get More Out of 
Life With A Hobby.” Each weekly 
observance will have its own theme 
and slogan. 

The two chief keynotes of Na- 
tional Hobby Month will be a 
dramatic appeal to “Send a hobby 
kit to a hospitalized veteran” and 
a campaign to combat juvenile 
delinquency with: “More Hobbies, 
Less Crime.” 

Manufacturers of hobby equip- 
ment are cooperating with the 
Hobby Guild’s plan of coordinating 


all hobby activity during this cele- 
bration. Magazines in the field of 
gardening, sports, art, craft and 
collecting are planning special fea- 
tures during the observance. 

Retail hobby outlets, department 
stores, specialty shops, libraries, 
schools and hobby clubs through- 
out the nation will participate with 
organized hobby exhibits, store 
displays and hobby contests. 

The Hobby Guild is sponsoring 
a slogan contest among dealers 
with prizes totaling $250.00 in 
bonds and display kits. The aim 
is to secure an outstanding slogan 
for the National Hobby Month ob- 
servance in 1954. 


GE Introducing Table 
Top Water Heaters 


Three new table-top model water 
heaters, designed with top con- 
nections for easy installation, have 
been announced by J. R. Poteat, 
general manager of the General 
Electric Co. range and water 
heater department. Each heater 
has an external control on the top 
of the cabinet for adjusting water 
temperature. The control can be 
turned to hot for high demand 
washday needs, normal for day- 
to-day use and warm for limited 
operation. 


Sees Need to Cut 
Private Debt 


Tremendous increases in our 
debt, both private and public, would 
seem to require a cautious policy 
against taking on further obliga- 
tions, Henry H. Heimann, execu- 
tive vice-president of the National 
Association of Credit Men, says in 
his recent Monthly Business Re- 
view. 

He warns the members of his 
nationwide organization that al- 
though we hear a great deal about 
our enormous Federal debt the 
total of the private indebtedness of 
business, agriculture and industry 
now exceeds our Federal debt. As 
a basis for this warning he points 
out that the debt of corporations, 
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Reddy-Loc . 





NO BUGS 
WHEN 
SELLING 


SCHUMACHER 


. a Schumacher special, 


locks at any adjustment, prevents annoy- 
ing screen rattle, releases at thumb’s 
touch. REDD Y-LOC keeps screens from 
falling out windows or children from 


pushing them out. An important sales- 
building feature. 


Screen Doors... } ds. 
Schumacher screen doors feature blind mortise 
and tenoned construction—with flush beaded HH 








IN YOUR PROFIT PICTURE 
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. Familiar itemin sales records... 




















Count on steady, growing 
profit and volume when you 
handle screen goods by 
Schumacher. Sixty-plus 
years of quality manufacture 
stand behind all Schumacher 


products . . . they’re time- 
tested and profit-tested! 


Your customers look for this 
kind of quality . . . Handle 
Schumacher screen goods 
and they'll find itin your store. 


See us at Booth 491 
Housewares Show 
Jan. 15-22 





















moulding on every pattern. Tautly stretched 
..- Machine-rolled wire cloth adds to rigidity 
and strength of time-tested Schumacher doors. 


THE F. E. SCHUMACHER COMPANY, 


Hartville, Ohio 
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LANCASTER 
No. OLO313 
*HOUSE PAINTS - 
$245 & $1-45 gal. SINCE 1849 
*ENAMELS No. 0912 
$2-30 gal. 
Write for Color Cards and 
Prices on Full Line : 
*NOTE: Prices quoted are deliv- ee 
ered prices for zone | (within 200 - 
miles of Cleveland, O.) No. H0383 
Attention Sal: : Af hoi: 2 
teveterics Sl avaiable. A QUALITY LINE, 
A COMPLETE me 


TOBIAS PAINT Mfg. Co. 


3302 


C 


L 


SIVISION Ge 


: Ves 
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Make an Extra Profit on 
Grainger’s Lower Prices 


SUP PL Re 
PROFITS 


Are Biggest on 
Low-Priced Pump 


The “TEEL” Sump Pump 
gives you fast turn - over 
and profits. No. 1P234 (il- 
lustrated) has features of 
high - priced pumps — yet 
lists for only $45.00. Your 
discounts are generous. 


Ball-bearing Westing- 
house 1/3 HP Motor. Stain- 
less steel shaft. Non-clog- 
ging bronze impeller. 2650 
GPH at 5 ft. Long-life 
switch. 38” high. ‘Rugged 
construction. Won't fail 
during high water. 

Immediate delivery from 
your nearby Grainger 
Warehouse — less 
than 24 hours away 
from you. Order a 
floor sample 








WHOLESALE CATALOG 


Request on Letterhead 


W.W.GRAINGER 


—_—__—__———— INC. 
46 WAREHOUSES—COAST-TO-COAST 
GENERAL OFFICE: 2330 W. ADAMS, CHICAGO 12 





KEEP AN AMPLE 
SUPPLY ON DISPLAY-- 


For Every Need and Emergency | 





R.E. DIETZ COMPANY 


SYRACUSE 1, N. Y. Somi@ibuna 
OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 
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| competition from 








now at around $160 billions, has 
doubled in the past six years and 
that individual debt, now exceeds 
$125 billions, which is twice as 


much as it was six years ago. He | 


also points to the total of borrow- 
ings of member banks from the 
Federal Reserve System which he 


indicates is at a new 30-year high. 


Broom Industry Urged 
To Use Strong Selling 


The broom industry in 1953 
probably will see the most aggres- 


sive merchandising and selling ac- 


tivity in its history, says R. R. 
Thompson of Paris, IIl., president 
of the National Broom Manufac- 
turers Association. 

“Most of our industry realizes 
that if we are to make profits, we 
must overcome the impact of 
higher freight, higher raw ma- 
terials, increased labor ‘costs and 
other cleaning 
appliances, by not only tightening 
our manufacturing costs, but also 
through good hard old fashioned 
selling,” said Mr. Thompson. 


Business for the broom manu- | 


facturers was generally not so good 
in 1952 as it was in previous post- 
war years, Mr. Thompson said. 


Tightening-up of consumer spend- | 


ing last spring when broom indus- 
try sales normally are at their 
peak had a “depressing effect’ on 
both production and profits, he ex- 
plained. 


Arts, Crafts Week 


| Set for April 1-7 


National Arts and Crafts Week 
will be observed nationally from | 


April 1st to 7th and will have as 
its official slogan: Relax with 
Handicrafts — a Wholesome, 


| Healthy Hobby. 
Hardware stores, hobby retailers, | 


department stores, art material 
suppliers and stationery shops are 


all being organized to participate | 


and are being encouraged to tie-in 
with a national promotion to make 
the use of handicrafts more wide- 
spread during leisure ‘hours. 

Store display kits have been ar- 


| ranged which contain window | 
| streamers, posters, counter cards, | 
poster stamps, salesmen buttons | 


and a complete free folder of mer- 
chandising ideas and display sug- 
gestions on how to create additional 


store traffic during Arts and Crafts | 


Week. They are available from 


The Hobby Guild of America, 550 | 
| Fifth Ave., New York 36, N. Y. 








wig 


BACK AGAIN! 





SHARON 
STOVE BOLTS 


WITH NUTS ATTACHED 
AT NO EXTRA CHARGE! 








From Sharon, the line with tne taiking 
labels, comes once again one of our most 
popular packages—round or fiat head 
stove bolts with nuts already on... at 
no extra cost. For details, ask your Job- 
ber or write us. 


Ot a Gil and Scib! Le. 


BOSTON 10, MASS. 


NATURAL FAST 
SELLERS! 








} 





Household Tool Kit #A441 


A Mm AL ITE Economical 


Tool Kits 


Place these fost selling Amalite Kits to work for 
yout Watch how they actually sell themselves! 
he complete Amalite Line is packed in beautiful 


eye-appealing, red, blue, and green kits. Blades 


| @te interchangeable and are mode of hardened 


and tempered tool steel. The extra-large handle 


| Is made of attractive durable plastic and is com- 


fortable to the grip. 
Write today for our complete catalog. 
“SET YOUR SIGHT ON AMALITE” 


Chittlea a. 


1884 PITKIN AVENUE, BROOKLYN 12, N.Y. 


Manufacturers of hardware specialties 
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Full Profit Solderiug Trous! 
Here’s the line you sell at competitive prices — 


with full markup for you! Drake quality — 
Drake saleability. Better order now! 


DRAKE No. 703 
150 WATT IRON WITH 11%” TIP 

ee Ideal for garages, machine shops, and heavier 
home use. Highest quality nichrome wire 
wound on amber mica in sealed element. Ra- 
diating fins keep handle cool. Chrome Plated 
Complete with six foot cord and stand. 
Weight in carton: one pound, ten ounces. 


DRAKE No. 701 
100 WATT IRON WITH 7%” TIP 
Recommended for medium automotive and 
general household use. Highest quality 
nichrome in sealed element. Has baffie 
plates to keep handle cool; is Chrome 


HED Plated. Complete with six foot 


cord and stand. Weight in 


SE! carton: one pound, 

é four ounces. ne 

o taiking DRAKE No. 700 , 

hat rene 80 WATT IRON WITH %” TIP 

Bs. sc A lightweight iron for general use in small automo- , S re] L D iz R | Ny G 

your Job. tive work and household fight soldering. Chrome , 
Plated, with radiating fins to keep handle cool. | e re] Be sy 


Complete with six foot cord and stand. Weight in 
‘Lo. Represented by: 
, DRAKE ELECTRIC WORKS, INC. 


carton: one pound. 
SURPLESS, DUNN & CO. THE RUGER COMPANY 
In Canada: W. R. ANDERSON & SON, Montreal 3656 LINCOLN AVENUE, CHICAGO 13, ILLINOIS 
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This heavy duty tractor 
clevis is just one of more than 
100 different Moline clevises 





100 ways to 


make a profit! 


16 2 r) 6 0 13 oz oz 60 
Plain Face | Curve Claw | Curve Claw | Curve Claw | Curve Claw | Ripping 
No. 451% | No.401 | | "No. 403 | No. 411 

¥} 2% | | | te wt $a der W 


You can do it with the Moline clevis line 


Yes, sir, the Moline line offers you over 100 different 





j 
clevis styles . . . 100 different ways for you to make a 
ork for sale and gain a profit. Each Moline clevis is made to 
outifal take heavy duty—to do a dependable job for your 
Hades customers. These strong, high 
‘dened : : 
handle : | quality clevises have pleased old 
var BALANCE AND STRIKING POWER ’ customers and won new ones for 
go - 4 a . 

'alog. hand in hand in Palmer Hammers and pe over a quarter century. It will pay 

result in MORE nailing accomplished with City ena DeaLeh you 100 ways to stock up with 
s ya poe Ag rare en sr etn tTonen Palmer Moline clevises now and be 


ready for the busy season ahead. 


hoemmers 
Traveto P.O. ben 79, . 
— Write today for catalog and prices. 


JOHN ALDEN SALES CO 


17-0 0 029-21) 39 LO Ou Ms UO 10) FI OL@) =2 Distributed by Jobbers all over the country 
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TRIPLE the SALES 
with TRIPLE the CUTS! 


ANWOUIVCING 


NOT ONE—NOT 12—BUT 
40 DIFFERENT CUTS! 


\ A AN AAARAARAALRANANS 
vu ‘2: 





i} DADO SAWING WASHERS 
New improved Warren Washers open 

a broader market for you in ‘51! Be 
3 ready for new sales, replacement sales 
j —easier sales! 

GOOD PROFITS FOR YOU! 

No increase in price—new Warren Washers 

still retail at popular price of $4.95 per set, 

with no cut in dealer margin! 

NATIONALLY ADVERTISED — 

UNIVERSALLY ACCEPTED! 


Craftsmen geolee them for making smooth 
dados, gx ly and easily with regular saw 
blade. National advertising reaches 16 mil- 
lion makes Warren Washers a name 
they remember! 


SEND TODAY FOR TRIAL OFFER! 


Send for just 6 sets at your dealer's discount 
of 3344%—receive absolutely free colorful 
working counter display and descriptive sell- 
ing literature! 


WARREN DADO SAWING WASHERS CO. 
Dept. 101, Box 98, North End Station, Detroit, Mich. 


) "1-012 





T-32 GUN TACKER 








REPLACES HAMMER 
AND TACKS AT 
TRIGGER RATE SPEED 


® Shoots 10 staples 
in time it takes to 
hammer 1 tack 

® More economical 


® Greater efficiency 


Send for FREE Booklet 
"Selling thru Knowledge"' 


Sad 
Ae 
roa ‘ehtadaded Athal 


REE 


TENNER [[0../nNcC 
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Promotions 


Manufacturers’ New Merchandising Plans 


3M Co. Simplifies 
Sandpaper Selling 


A new retail merchandising pro- 
gram to promote and increase the 
sale of sandpaper has been devel- 


| oped by the Minnesota Mining and 


| of sandpaper turnover; 


Mfg. Co., St. Paul, Minn. It is de- 
signed to speed up a dealer’s rate 
simplify 


| his inventory, ordering, and sell- 


' ing; provide him with industrial 


quality sandpaper for home and 
shop use, and improve customer 


| service. 


To accomplish this the 3M com- 


| pany has simplified its line of sheet 


sandpaper, so that a minimum in- 


| ventory of eight grits of industrial 


quality sandpaper—five of alumi- 
num oxide, and three of water- 
proof silicon carbide—can handle 


| 99 pet of all home and shop sand- 
| ing needs. An additional five grits 
| of flint paper and three of emery 


cloth make up a maximum inven- 
tory of 16 grits, if desired. 
Ordering and selling has been 
simplied by identifying grit and 
mesh number with familiar names: 
very fine, fine, medium, coarse, etc., 
and by using corresponding letters, 
“F” for fine, “VC” for very coarse, 
to identify the sleeves in which the 


| sheets are packed. 


Toro Expands Mower 


Financing Program 


Toro Mfg. Corp., Minneapolis, 
Minn., and its distributors are put- 
ting on a drive to sign up dealers 
through the Toro Time plan which 
enables hardware and other dealers 
to sell Toro power lawn mowers on 
the instalment basis. The plan was 
previously tested among a few dis- 
tributors. 

The plan enables dealers, recom- 
mended by Toro distributors, to of- 
fer the Toro-Whirlwind equipment 
for a down payment, and payment 
of the balance in from six to 10 
months. 

A purchase contract, signed by 
dealer and customer, is sent to the 
manufacturer, who buys the con- 
tract and forwards to the dealer 
by return mail the full purchase 
price. The manufacturer, in turn, 
assigns the contract to the First 
National Bank of Minneapolis, 


which sends a coupon or payment 
book to the buyer, and thereafter 
deals directly with him on collec. 
tion of monthly payments. 

Presently the plan is applicable 
to five power models, and the Snow- 
hound plow. It is expected that 
the complete line will be covered 
before long. 


Utica Promotes Tool 
Sales on TV Programs 


One of the first tool manufactur- 
ers to use TV advertising, is Utica 
Drop Forge & Tool Corp., Utica, 
N. Y., manufacturer of pliers and 
adjustable wrenches, which is 
sponsoring the MHandiman and 
Home Gardener Show on American 
Broadcasting Co., WJX-TV, fea- 
turing Phil and Ruth Alampi. The 
Alampis tell about the company’s 
tools and also give demonstrations 
of how, and at which jobs the tools 
are used to best advantage. 

In addition to inviting Utica tool 
purchases from “your local retail 
dealer,” the Alampis also offer 
their audience informative litera- 
ture on pliers and wrenches, and 
how to use them. 


Servel Plans Heavy 


Push for New Line 


Servel, Inc., has set aside more 
than $6 million for its 1953 adver- 
tising program and most of it will 
be spent pushing a new product 
line which includes the Ice Maker 
refrigerator, announced Robert M. 
Stevens, advertising manager. The 
new refrigerator freezes ice cubes 
without trays. 

The new product line also in- 
cludes chest and upright home 
freezers and window-type room air 
conditioners. Electric |compres- 
sion refrigerators have been added 
to the company’s line of gas and 
electric absorption refrigerators. 


Consumer Promotion 
Electric Grass Trimmer 


“If a lawn is worth cutting, it’s 
worth trimming with Trim Master, 
Jr.,” is the theme of the 1953 na- 
tional advertising campaign plan- 
ned by the E. F. Britten & Co., 
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The time-saving 
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Presents MODGLIN’s Amazing New (68 
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Tool You're invited to be a sure winner in this aggressive nation- 
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it will 
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r. The Why not buy the products 
cubes which are beautiful to look at as TAPLI N EGG BEATERS 
x " 15’ & 25’ COILS 
; well as being of the highest LOOSE 
oO in- quality. This, Mr. Retailer, 
home means satisfied customers who ae . ; 
m air will come back for more. We ¥ Efficient in operation. # i, 
ipres- witl be happy to forward our . aia 
idded descriptive circular on our en- e Durable construction. 573 
and tire line of Spool and Coil As- ~ ; 
rs. sortments, Aerial Wire, etc., e Smart styling. Chicago 
upon request. 
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“WIPE-ON PULLS 


PROFITS EVERY 
MONTH IN 
THE YEAR!” 


says 

Mr. L. Wachman, Owner, 
WACHMAN HARD. 
WARE STORE, 

5622 NORTH 5th ST., 
PHILADELPHIA, PA. 


“I get calls for Plastic Wipe- 





On all 


through the year. It’s a product 
that sells! Consistent national ad- 
vertising keeps reminding the peo- 
ple to buy Wipe-On and I cash in 


by giving the product 
extra counter and 
window display!” 
Embree Mfg. Co. 
Elizabeth 4, N. J. 


Contact your 
distributor 
today for 








SKOTCH 


A Steady 
Profit Puller 


8” x 10” carton display 
printed in red and black 
or on cards for bin display 
Here's a wood joiner that really 
HOLDS ... and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self- 
service bins. 


J 


Free Sales Helps .. . 


Sample wood joints that show uses 
of SKOTCH Wood Joiners p/us a new 
counter folder are yours FREE. Ask 
your Jobber or write direct for gen- 
erous supply. Dept. HAI. 


SUPERIOR FASTENER CORP. 


WOoOoD 
JOINERS 
ry POTS 














CHAIRS 





2949 ELSTON AVE., CHICAGO 18, ILL. 
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GRIPS LIKE A VISE 
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Cranford, N. J., manufacturer of 
the trimmer. 

The message will be brought to 
home owners in the following na- 
tional magazines: House Beautiful, 
Better Homes and Gardens, House 
and Garden, The American Home, 
Popular Gardening, Flower Grower, 
Sunset, and Popular Mechanics. In 
addition, the trimmer will be fea- 
tured in special garden sections of 
key city newspaper and leading 
trade publications. 


Huge Market for Hard 


Floor Coverings 


Despite the steady expansion in 
sales of hard surface floor cover- 
ings in recent years, only one-third 
of the market potential has been 





reached, said W. E. Hoadley, econo- 


mist of the Armstrong Cork Co., 
speaking at a meeting of the com- 
pany’s distributors in Lancaster, 
ra. 

He stated that while consumer 


spending power will undoubtedly | 


hit a peak in 1953, there is consid- 


erable question as to how much of | 


this will be absorbed by the hard 
surface floor covering industry. 
This, he continued, will largely de- 
pend on how effectively producers 
step up promotion and merchandis- 
ing campaigns. 


A substantial expansion of pro- | 


duction facilities in 1953 is planned 
by Armstrong Cork, said G. B. 
Blaisdall, 
the company’s flooring division 
units. The program includes con- 
struction of a nine-story building 
to house new equipment to be used 
in production of embossed inlaid 
and spatter linoleum. 

Marbelle Corlon tile and stand- 
ard gauge linoleum tile have been 


production manager of | 


added to hard surface offerings for | 


the new season, he said. 


Farmers Warned About 
Pesticide Shortages 


Farmers were urged to order 
their pesticides for cotton early 
in the season and unless they do 
so “very serious regional short- 
ages” could develop next year, 
warned Lea S. Hitchner, executive 
secretary of the National Agricul- 
tural Chemical Association, at the 
cotton insect control conference in 
Memphis, Tenn. 





“We must use every means pos- 


sible,” he said, “to have the farmer, 


the distributor, the dealer carry a | 


Suggested 
Retail 





BIGGER | 0“ 


NO BRUISING ¢ WASTE ¢ MESS 
Krasco Cherry and Olive Pitter does a 
perfect job of pitting cherries or ripe 
olives. No other pitter offers so many 
features at so low a price. Year after 
year this item has proven to be the 
biggest value and seller on the market. 
Sell Krasco brand Cherry and Olive 
Pitter and get your share of this profit- 
able business. 


WRITE TODAY TO 


R. KRASBERG & SONS MFG. CO. 


2501 West Homer Street 
Chicago 47, Illinois 








NEW COLUMBIANA "ALL-IRON" 
PITCHER SPOUT PUMP 


T 

Designed for wells and cisterns up to 26 
feet deep. This low-price, high-quality 
20-pound pump is 18%” high, has a 8° 
polished cylinder diameter and a 1% 
suction connection for standard pipe tap. 
—_ Finished in handsome green enamel! 
Fig. 19, No. 2 Write today for complete information. 

in: ESTABLISHED 1889 


Columbiana PUMP CO., Columbiana, Ohio, U.S.A. 











FLEXIBLE 
SUPPLY 
PIPES 


for 


Lavatory, Sink and Closet 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, a 








—"Selling Is Our Business"—, 
@ Complete coverage of the East; 
permanent show rooms. 

@ Representing leading house- 
wares and hardware mannfac- 
turers. 

Inquiries solicited regarding 
additional lines. 


SAM WEISMAN i555 


ORGANIZATION 


Here are some of the outstanding features “ 





200 Fifth Ave., New York 10, N. Y. 
Direct Factory Representatives 
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WOW! A 5-Star Selection of the Nation's Giftware Sensations .... 


deoratoe GOPPER-PLATE® pi... MOULDS 


The Blazing Radiance of Genuine High Polish 
Copper . . . the Luxurious Beauty of 
$3.50 VALUES to 

98c 


te NO. 960 — CURVED FISH Retail for only eee 6 


5!'x6"'x1 58" 
TESTED AND PROVED FOR AMAZINGLY 
%& NO. 961 — PINEAPPLE FAST TURNOVER on counters all over Amer- 


—— ica, “Copper-Plate” Plastic Moulds have rock- 

%& NO. 962—EARO’CORN eted to top acceptance by Gift Shoppers and 
4'x6!'x2V/2"" Homemakers! These new numbers in wanted 

te NO. 965 — ROOSTER designs at a popular price inspire multiple- 
5” diameter x 2” unit purchases . . . more profit per sale! 
Ultra-smart for home decor . . . practical for 


NO. 970 — LOBSTER ' . . 
* 3V/2"'x7"'x2” food preparation. Tarnish proof. Molded han- 


ger rings. Attractively packaged in colorful, 
PACKED: 1D0Z.OF ANUM. _ individual cellophane-window boxes for traffic 
BER TO MASTER CARTON. stopping flash on counter — in window! 





INDEPENDENT HOUSEWARE EXHIBIT 


JANUARY 15 THRU 22—MORRISON HOTEL, 8th and 9th FLOORS 
OPEN ALL DAY, EVENINGS AND SUNDAY 














Order from your jobber or write direct for details. 


Chicago 22, Illinois 


TREMAX INDUSTRIES, Inc. gg dap ell Harold Everts Co., Room 608, 200 Fifth Ave. 





MARSHALLTOWN 


































New Double-Purpose 


4 PICTURE HANGERS 


NO HAMMER — NO NAILS 
er or nails. Adheres to 
Nationally advertised. . 


| Hangs peebures without ae 
tile, glass, plaster, wood. ‘ 
Gouctest repeat seller in years. Sold by all! leading 
stores. Check your stock to get your share of this 
big volume 
See us at Housewares Show Booth 567 
Navy Pier, Chicago, Ill. 


Conadian Dist.: Fireco Sales, Ltd., Toronto 9, Ont. 


10 & 25¢ 








2421 McKINNEY AVE. DALLAS, TEXAS 








Here’s what “| . an unprecedented demand coupled with material 
Pe ae shortages has caused distribution problems. Certain 
Ky ‘@) Mm * injustices may have occurred, but they were few and far 
z between, and were mistakes of the mind and not the 
means by a heart. But, of this you can be sure, KROMEX will always 
are 7] exercise the greatest care to see that our permissible supply 
.\) Squ shake is equally and justly distributed. That is our pledge to you 


who have made our line so successful." 


ere) rilene 
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_ SPRAYERS: 


ined 


RITESIZE SPRAYER 
2 GAL. COMPRESSED AIR ; 












The "‘ladies’ favorite.” 
Dome top welded 
tank. 16” curved brass 
extension. Light 
weight. Extra long, 5 
ft. hose and adjustable 
nozzle enables user to 
spray trees, gardens or 
flowers with no effort. 
Long or short distance 
spray. Brass pump. 
Good seller. Highly 
popular. 


Complete line of sprayers and dusters. 
As advertised in House & Garden, House 
Beautiful and Many other National Publications 
D. B. SMITH & CO. Send 
‘or 
Catalog 
“Originators of Sprayers” 
Conadian Rep. G. L. Cohoon 


426 Main St., Utica 2, N.Y. 
1265 Stanley St., Montreal 2, Canada 























Scientific design, pre- 
cision construction, 
and top-quality ma- 
terials . . . backed 
by BLAIR’S seventy 
years’ experience... 
make this the out- 
standing mower in 
the medium-priced 
field. 


The 
Homestead 





BLAIR 


LAWN MOWERS 
BLAIR MANUFACTURING CO 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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portion of his requirements in the 
field or near the field ready for use 
when the insects appear.” 


FTC Reports Long-Term 
Credit Is Tighter 


There has been an improvement 
in the chances of the small busi- 
nessman finding short and inter- 
mediate term credit over the past 
20 or 30 years, but the availability 
of long-term credit has tightened, 
reported the Federal Reserve 
Board. The report, which had been 
requested by the Senate Small Busi- 
ness Committee, was made public 
by that body. 

The report observed that addi- 
tional credit isn’t always what the 
small businessman needs most. It 
said that they might benefit more 
from better managerial techniques 
and improved marketing and pro- 
duction methods. It was noted that 
the reasons for the shrinkage in 
long-term credit for small firms in- 
clude the inroads of high taxes on 
corporate income available for re- 
investment, and on personal income 
available for lending. 


Bendix Showing New 
Laundry Appliance 


Bendix Home Appliances Divi- 
sion, Avco Manufacturing Corp. 
has introduced the Duomatic. a 
new home laundry appliance that 
drys as well as washes in one con- 
tinuous automatic operation. At 
the same time Bendix unveiled its 
first line of electric refrigerators, 
ranges and freezers. 


"53 Tire Consumption 
To Reach High Peak 


Tire consumption in 1953 will be 
the highest since 1947, E. J. 
Thomas, president of Goodyear 
Tire & Rubber Co., predicted at 
the annual dinner of the Bankers 
Club of Chicago. He saw a po- 
tential tire output of 100 million 
units. 

John L. Collyer, president of 
B. F. Goodrich & Co., speaking at 
the same meeting, said that recent 
price increases of 20 to 25 pct for 
crude rubber will result in lower 


use of that material by rubber 
products manufacturers in this 
country. He noted that since the 





middle of October the price of top 
grade natural rubber has increased 
more than 5 cents a pound, bring- 
ing the cost of crude rubber to 
more than 30 cents a pound, com- 
pared with American-made syn- 
thetic, at 23 cents a pound. 


Business Stability 
Forecast for 1953 


Only minor changes in over-all 
business trends are expected by a 
majority of a panel of 137 of the 
nation’s leading economists recent- 
ly polled by F. W. Dodge Corp. 
High-level stability is expected to 
characterize general business con- 
ditions through most of next year, 
with the possibility of a quite mild 
set-back in the second half. 

Roughly half the economists are 
in business or financial firms; the 
others are university teachers, pri- 
vate consultants or government 
men. They mostly based their fore- 
casts on the assumption that the 
cold war would continue on _ its 
present scale. 

Total output of goods and ser- 
vices, sometimes defined as gross 
national product, is expected by a 
majority to increase moderately 
during the first half of next year 
and to recede moderately during 
the second half. The median esti- 
mate is $348.2 billions for 1953 as 
compared with an estimated final 
total of $344.1 billions for 1952. 

Moderately declining prices are 
expected. Little change is expected 
in wage scales, and that on the up- 
ward side. 


HARDWARE HUMOR 
By Hardware Age 
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"| wanted something in a 
permanent lifetime sign." 


(Resume reading on page 15) 
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| Beaver Caulking Guns 






For Cartridge or 
Bulk Compound 


Precision made for longer life 
and better results. ¢ All work- 
ing parts accurately machined. 
© Extra heavy gauge barrels. © Uses all 





ith caulking materials—handles light oils. © Posi- 
sats tive ratchet drive. © Threaded nozmles—no 
LIFETIME bayonet joints to come loose. © Three popular 
GUARANTEE sizes—6!/2", 10" and 15". List prices—$6.50. 


$7.50, $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 
3718 E. 93rd St. Cleveland 5, Ohio 

















Your most profitable staple .. . 


The original PLATT , 
ADJUSTABLE 
FINGER GRIP 























selling features 
1—Adjusted in a jiffy 


Millions in use for holding: 
Vv All type of toolse—in heme and 
factory 

V Kitchen utensils 

V Sporting equipment 

V Laboratory test tubes 

Vv Brushes and brooms 

Vv Garden tools 

Vv Rubber stamps 

v and hundreds of others : 
See your jobber or write 6—Nationally advertised. 


ARTHUR I. PLATT CO., Fairfield, Conn. 


steel. 


play boxes. 





6 outstanding ecm 


3—Made in 3 popular sizes 
4—Handsome, self-selling dis 


5—Made of spring steel . . 
holds shape permanently 








“i 4 
when parents think of roller skates it's only natural 
they buy the leading brand of over 40 years 





2—Finished in plated spring | 













WKS A CURE FOR 
Cpa SICK SEPTIC TANKS 


CESSPOOLS and 












LIQUEFIES SOLIDS—ELIMINATES ODORS—GUARANTEED 
CASH IN ON THIS FAST GROWING DEMAND 


The word is getting around! Owners of septic tanks, cesspools ond outdoor 
toilets are obtaining unbelievable results with ENZYMATIC—the enzyme- 
active biological compound which eliminates sewage odors . . . liquefies 
organic waste solids ...reduces sources of contamination and disease. 
Harmless to plumbing or person, easy to use. Not o caustic, acid or chemical. 
Used in hundreds of municipal, military, industrial sewage disposal plants— 
now available for home use. Nationally advertised. Sold by Nonco, Crane Co. 
and other leading wholesalers. Year's treatment for average size septic tank 
requires four canisters. You sell for $1.50 per canister, cost to you $11.92 
per. dozen. ORDER NOW. 


N. O. NELSON COMPANY DEPT. G1 


4306 Duncan Ave., P.O. Box 3265, St. Louis 10, Missouri 


<a — 
SLIDING DOOR HARDWARE 


The full line of Coburn Sliding Door Hardware gives you 
a broad base of customer coverage... goes over big with 
home owners, farmers, builders and industrial users. 








Send for catalog and price list 
Sales and Engineering Office, 56 Sterling Street, Clinton, Mass. 


COBURN PRODUCTS 





WICKWIRE SPENCER STEEL DIVISION 





Another "FIRST" 
by MAYES 


Die-cast of Magnesium, strongest of all light metals, about 1/3 lighter than aluminum (saves labor fatigue). Beautifully finished 
overall in protective Gold Bronze enamel with Royal Blue putty sealing the lens. Each level packed in a plastic bag plus shelf 
carton. Counter displays as advertised in TIME available. Unconditionally guaranteed. 


MAYES BROTHERS TOOL MFG. COMPANY, Port Austin, Mich. 





THE COLORADO FUEL AND IRON CORPORATION 
MAYES' Magnesium 
Level—"Accro-Lite" 





——— — 











HARDWARE AGE 


Looking for New Merchandise ? 
There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page !2. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


100 East 42nd Street 





New York 17, N. Y. 
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McGill Brand 
mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 














RUB iton-Friction'’s GONE 


RUN-SMOOTH 
LUBRICATING STICK 


A light-colored STICK that lubricates 
stubborn windows, of- 
fice files, doors, door- 
latches, zippers, bi- 
cycle chains, autos, . 

anything that sticks, 












Files Balk! it o 

No messy fluid. Will 
not soil hands nor mar 
or stain wood, plastic 
or metal surfaces. Windows Bilek! 


Bright colored Display Case, holding 12—25¢e sticks, 
for either counter display or hanging dispenser. 


SOLD THROUGH JOBBERS 


| OTeTel Com Lb agelehelel am ee 
SALEM7 MASS 


Makers also of DECTO-STICK, which Fills and Colors 
NICKS, DENTS and GOUGES in nateral-finished 
or stained woodwork, leather or plastics. 
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Direct Mail Problem 


(Continued from page 120) 
Amos, started in the hardware busi- 
ness 20 years ago.. They bought the 
Lee Hardware Store in West Car- 
rollton 16 years ago, and four years 


later, Amos Gastineau started a 
suburban store in Dayton, while 
Noah continued with the West Car- 
rollton store. 

For eight years Noah Gastineau 
has promoted bottled gas and bot- 
tled gas appliances, including 
ranges and water heaters, and has 
developed a large following by of- 
fering complete service to custom- 
ers. Today the store is a busy cen- 











ter for a full line of major appli- 
ances, gas and electric, radios and 
TV. It also operates a heating and 
air conditioning division. 

The store’s slogan which is broad- 
cast throughout its trading area is, 
Pick Your Dealer First. Mr. Gasti- 
neau explains the slogan in this 
way: “If you pick a good dealer, you 


| can depend on him to provide you 


with the right merchandise.” 


Mr. Gastineau built an appliance | 


display room, 36 by 100 ft next to 
his hardware department six years 
ago, but business is fast outgrow- 
ing this addition. He also has an- 
other room on the other side of his 
store which he calls the bargain de- 
partment. 

In the bargain department, he 
displays and sells reconditioned ap- 
pliances and other “good, guaran- 
teed used equipment.” In addition, 
this department is an outlet for 
odds and ends of hardware and 
housewares items, discount items, 
and discontinued paint items. Direct 
mail is also used to promote this 
merchandise. 





HARDWARE HUMOR 
By Hardware Age 








"In asking for a vise with 

‘false teeth’, were you by 

any chance referring to one 
with replaceable jaws?” 


* EASIER TO USE 
* LASTS LONGER 
* CLEANS BETTER 


nse 


REG. U.S. PAT. OFF. 


FRENCH PROCESS | Ask Your Josser 
HAM FOR OUR 
C OIS DOUBLE DUTY CHAMOIS 
GENUINE Oil TAN 
mace inuSA. | DOUBLE VALUE TO THE 








y, DOUBLE DUTY CONSUMER 





HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 








Gripper wld oy 


nian’ ©, Ss. Cin 





INC. 
Orange, Mass., U.S.A. 


} sag =p GooD TOOLS, 











m GRAND 
DOOR HOLDERS 

















MICKEY X2M 

} DELUXE 6A 
STANDARD 600 SERIES 

in Stock for Immediate Delivery 


GRAND SPECIALTIES CO. 


3101 W. Grand Ave. Chicago 22, Illinots 
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Bewildered ?? 


. then read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
This helpful 


in each 


dealers. 
feature issue 
is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 


out the nation. 
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R TO USE . 
LONGER SNAP IT 
NS BETTER Bottle = Vase T PAYS 
DUR JOBBER LAMP CONVERTER - 
be our WILL CONVERT ANY BOTTLE OR VASE to install HELLER 
UTY CHAMOIS INTO A DECORATIVE LAMP IN SECONDS 
AL! 
oo" age, STORE FIXTURES 
ERHILL, mass, - , == : 
punlinaindennices | 0 A 
nsuemcemamete c 
T H 
a U 
4 N 
\ | 
. T 
R Cc 
U.S.A. E O 
sabemmaanll ° M 
U P 
ND | L The lowest priced, highest quality, sectional and 
LDERS R E interchangeable store fixtures available, Write 
E y ; h tal 
x2M D £ oday for huge catalog No. 53) | 
6A me wu : viowncs 
0 SERIES WRITE FOR COMPLETE CATALOG W. C. HELLER & COMPANY 
Delivery CABLE ELECTRIC PRODUCTS, INC. Montpelier, Ohio 
co. PROVIDENCE R. I. 
) 22, Iinets 
. 5 @ o 
\ Arie y pitching game... 
oe ¢ 
01d Dominion Two complete pitching sets ———— 
in one. Two red and two 
green rubber horseshoes. 
fale Two red and two black rub- 
shes N A X for ah comslle oohter tonan 
ge HIGH GLOSS © WATER RESISTANCE ¢ Suggested retail price $2.19. 
LONG WEARING ¢ SAFETY Order No. 300 ae: 
re also manufacturers of: MARTIN RUBEcA C9. ~~? 
Penetrating Seal, Gym Seal, LONG BRANCH, N. J. O 
ic Terrazzo Seal, Asphalt Tile Seal. 
: WRITE FOR DETAILS j O 
e- ( ) 
d j 
e- 
Zo 
= Hardware dealers all over the country have discovered that 
1 it pays to keep your eyes on Harpware ACE for ideas and 
advice that mean more money in your pocket. Help on 
J government control problems, new merchandising ideas, 
y market news, more new merchandise descriptions than 













































published by any other hardware magazine, and news of 
other hardware people are just a few of the regular features of HARDWARE AGE that have caused more 
dealers to invest in subscriptions to HARDWARE AGE than to any other hardware magazine. 


HARDWARE AGE 


100 E. 42 St. The Hardware Dealers’ Magazine New York 17, N. Y. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words... 
Each additional word..... 


Positions Wanted 


Each additional word 


or Your Address 





Allow Seven Words for Keyed Address | 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and repiles to 


HARDWARE AGE 


Classified Opportunities Dep?. 
100 East 42nd St., New York 17, N.Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Sampies of merchandise, literature 
catalogs, etc., will not be forworded to bo: 
isers unless accompanied by» 
sufficient postage for r ii 





No agency commission allowed. 


HARDWARE AGE its published every other 
Thursday. Classified forms close |5 dey: 
prior to publication date. 


Remittance must accompany order in form 
of check of money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








SALESMEN 


ALUMINUM GOODS MFG. CO. 


The makers of MIRRO, The Finest Alu- 
minum, and MIRRO-MATIC aluminum 
cooking utensils have openings for sales- 
men to call on department, hardware and 
home furnishing stores. Aggressive young 
men capable and eager for responsibility 
are needed to promote MIRRO products 
in areas that are divisions of former larger 
sales territories. 


Age 25-32 

Integrity and excellent character required. 
Alert mind, good health and pleasant per- 
sonality essential. College education pre- 
ferred. We are seeking men who desire a 
career with a business of established suc- 
cess, offering a definite future through a 
policy of promotion from within the ranks. 
Two years or more experience in the field 
of retail housewares distribution helpful. 
Car required. Must be willing to move. 


Salary 
Salary depends upon previous experience, 
education and ability. Car allowance and 
traveling expenses paid. Company insur- 
ance, hospitalization and retirement plans. 
REPLY BY LETTER ONLY. Give full par- 
ticulars. All replies confidential. 


Write 
General Sales 
ALUMINUM GOODS MFG. CO. 
Manitowoc, Wis. 





and plumbing supply houses. 


EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents ca!ling on hardware distributors, dealers 
Unique demonstra 


SALESMAN WITH FOLLOWING AMONG 
HARDWARE and house furnishing stores to 
sell a popular priced line of hardware and 
specialty items out of New York. We furnish 

| net priced catalog. No objection to non. 








tion sells eight out of ten on first call. 


peat business. Address Box 
- as le Ace, 100 E. 42nd St., New York 17 


for opening new accounts and high volume re- 
A-870, care of 





SALESMEN' WITH 


HARDWARE, garden supply dealers. 


discounts for dealers, 
Box A-917, care of 


York, open. Liberal 
commission. Address 


ne 





Hand, Power and Rotary 
Mower Salesman Wanted 


Direct Factory Representative 
Mid-western location. 

To contact Hardware and Auto- 
motive Supply Accounts. 
Give full sales experience, age 
and family status. 


| Address Box B-33, 
100 East 42nd Street, 


care of HARDWARE AGE, 
New York 17, N. Y. 





FOLLOWING TO 
Volume 
garden line being offered on direct basis for first 
time. All areas east of the Rockies, except New 
good 
ARD- 
WARE AGE, 100 East 42nd Street. New York 17, 








EXPERIENCED SALESMAN: WITH FOL- 
LOWING AMONG retail hardware and _ house 
furnishing stores to introduce a unique all-steel 
clothes drying rack. May be handled as a side 
line. Liberal commission. Many choice ‘“Pro- 
tected” territories open. Give us complete details 
of yourself and territory. Sturgis Plating and 
Manufacturing, Sturgis, Michigan. 





ttAKRDWARE SALESMEN OR 
CURERS AGENTS. Ex 








SALESMAN WANTED — PROMINENT 
PAINT BRUSH manufacturer has open terri- 
tories tor successful sales producer. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account against gocd 


commissions. Will also consider side line man or 
Po amma agents, Address Box A-823, care 
o 


Harpware Ace, 100 East 42nd St N 
York 17. N.Y’ pcb conccheiied 


SIDE-LINE SALESMEN 


With established following among hardware 
retailers to sell nationally advertised and 
publicized Swirl-o-Matic (The revolving 
brush). Commission plus bonus. Protected 
territory. Various states. 


MELAIRE DISTRIBUTING CO. 
420 Lexington Ave., New York 17, N. Y. 














WANT: ENERGETIC, CAPABLE MANU- 
FACTURER SALES representative to handle 
hardware line. Prefer agents familiar in Plumb 


ing, Automotive and Mill Supply to sell on com 
mission besis. Address Box B-19, care of Harp 
WARE AGE, 100 East 42nd Street, New York 17, 
N. Y. 
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wood following. Store fixture, furniture manu- 
taeturers and cabinet shops. Geod opportunity with 
New York manufacturer and wholesale jobber. 
Protected territories. Write in full aetail. Ad- 
iress Box A-401, care of Harpware 
East 42nd Street. New York 17, N. \ 





BRUSH SALESMEN WANTED. REPU- 


| TABLE, PAINT brush manufacturer established 


forty years has several choice territories open for 
experienced salesmen calling on hardware and 
paint jobbers, chains and large retail outlets. High- 
ly competitive quality line. Excellent opportunity. 
Write giving complete background. Our salesmen 
know of this ad. All replies confidential. Address 
Sox B-23, care of Harpware AGeE, 100 East 42nd 
Street, New 17, N. Y. 





BUILDERS HARDWARE SALESMEN ,.. 
WE MANUFACTURE nationally known door 
locksets and hardware selling to lumber and hard- 
ware dealers. A few choice openings available 
including Michigin and Northern Texas for live- 





wire men. Commission basis. Territory estab- | 
lished and fully protected. State age, lines now 
carried, employment past 10 years, references. 

Address Box B-25, care of Harpwarer Ace, 100 
East 42nd Street. New York 17, N Fe 





MANUFAC. | 
Tienced only. Own car. | 


Acr, 100 | 


conflicting lines, Liberal freight allowance given. 
Good commission. All territories open. Address 
100 East 


Box A-897, care of Harpware Acz, 
42nd Street, New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE, 
AGE 25-35, PRESENTLY calling on Hardware 


Jobbers, chains, automotive jobbers, etc., in Ken- 
tucky, Tennessee, Southern Ohio, Southern In- 
diana for nationally advertised, long established 





quality line tool, utility, cash boxes. Exclusive 
territory—liberal commissions. Reply giving full 
information including lines now carrying, how 
long you have had them, territory covered, ref- 
erences, etc. Replies kept strictly contidential, 
Write C. L. Cogswell, Master Metal Products, 


Inc., Buffalo 4, N. Y 





SALESMAN—EXPERIJENCED IN HARD- 





| 
WARE AND MILL SUPPLY trades to repre- 
sent manufacturers sales representative for 
outstanding established lines. Travel State of New 
Jersey. Must have car, good references. Salary 
| and Bons. Reply stating experience and refer- 
ences to Box B-18. care of Harpware Acr, 100 
| East 42nd Street, New York 17, N. Y 
REPRESENTATIVES WANTED PRO. 
TECTED TERRITORIES AVAILABLE for a 
new, patented, volume item which sells through 
drug, food, variety, dept. stores, others. South 
East, South West, West Central and Mountain 


States now available. Write details as to present 
lines and territory covered. NACO Products Co., 
1037 S. Grand Ave., Los Angeles 15, California. 





Established manufacturer wants 


Manufacturers Agent —calling on wholesale 
automotive and hardware trade. 





Want—either agency with large organization 
covering the entire West Coast or—would con- 
sider making use of several smaller organiza- 
tions covering each territory on the West Coast. 


Give complete information in reply including 
in detail names and nature of lines now han- 
dled, number of men actually calling on the 
trade and information regarding background 
of both principals and sales organization. Ar- 
rangements contemplated would include ex- 
clusive territorial contract. 


Address Box B-26, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SALESMAN--WHOLESALE ELECTRICAL 
EXPERIENCE AS representatives for New York 


State, Pennsylvania, North Carolina. Complete 
line including G.E. wire, cable and _ devices. 
Numerous lines of traffic appliances and lighting 
fixtures. Established accounts, protected terrl 
tories. Attractive proposition for right man, Com- 
mission and expense. Apply in detail. Address 


Box B-31, care of Harpware AGE, 100 East 421 
Street, New York 17, N. Y 





PAINT BRUSHES—ONE OF NATION'S 


oldest lines. Territories open in upstate New 
York and Long Island for men calling on retail 
stores. May be carried as added line. Commis- 
sion. Please reply fully. Address Box B-28, care 
of Harnoware Acr, 199 Fast 42nd Street, New 


| York 17, 


N 
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Classified Opportunities Section 
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Representatives Wanted Accounts Wanted 


Positions Wanted 





MANUFACTURERS REPRESENTATIVES 
ALSO SIDE LINE SALESMEN with good fol- 


Products Co., 3408 Emery St., Los Angeles 23, 
California. 





SIDE LINE SALESMEN TO SELL line of 
canvas specialties to the Hardware, Housefurnish- 
ing, Department and Sporting Goods Stores, com- 





mission basis. Please write letter stating territory 
covered which will be protected. Geary Brown 
& Son, 6005 Concord Street, Philadelphia 44, Pa. 

MANUFACTURERS REPRESENTATIVE 
WANTED. NEW YORK manufacturer of 


Plastic Garden Hose, Five Year Guarantee. Prices 
right for volume business. All territories, com- 
mission basis. Everlast Wire and Cable Co., 12 
Maple Avenue, Haverstraw, N. Y. 





SALES REPRESENTATIVE WANTED 
FOR NEW PRECISION FILES. Here’s one 
of the hottest “‘lead’’ items you can handle! Sell 
our new precision files to industry. Steel files as 
thin as 0.009”, yet strong and durable. Hundreds 
of uses. Big profits. Free folder. Write Mr. 
Schwerdtle, Tacony File & Hardware Co., 2814 


N. 4th St., Philadelphia, Pa. 





MANUFACTURERS REPRESENTATIVES 
WANTED. MANUFACTURER OF A well 
known and accepted line of Auto Top Carriers 
has open territories for representation to the hard- 
ware and sporting goods field. Write to: Waldbro 
Products Co., Inc., 592 92nd Street, Brooklyn 9, 
N. Y 





Accounts Wanted 


SALES REPRESENTATION AVAILABLE 
FOR MICHIGAN, Ohio, Indiana, Kentucky. Cap 
able, agressive and firmly established with four 
leading lines to the whoiesale hardware, specialty 
jobber, department and chain stores, Opening for 
one more line represent manufacturers only. Ad- 
dress Box A-878, care of Harpware AGz, 100 
East 42nd Street, New York 17, N. Y. 





| 
| 


jowing among hardware, paints and automotive 
jobbers. Sell two known brands mechanics hand 
sap products. Commission of 10% to producers | 
in protected territories. Write Cosmopolitan 


NEW YORK SALES REPRESENTATIVE | 
SELLING Chain Stores Syndicates such as H. L. 
Green Co., W. T. Grant Co., S. H. Kress, New- 
berry Co., Kresge, McCrory, Murphy, Woolworth, 
etc. would like to represent a reliable manufac- 
turer, can give all his time. References. Ac 
dress Box B, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y. 





CALIFORNIA AND ARIZONA COVERED 
BY young aggressive manufacturers agent with 
one good line. Calling on Hardware Jobbers, 
Plumbing, Electrical and Industrial supply houses. 
Desires one or two additional accounts on an 
exclusive basis. Address Box B-24, care of Harp- 
WARE AGE, 100 East 42nd Street, New York 17, 
N. Y 

MANUFACTURERS SALES REPRESENTA- 
TIVE DESIRES ADDITIONAL lines to sell 
to jobbers and distributors of roofing, paint sun- 
dries and hardware, paint and lumber in New 
York-New Jersey metropolitan area and adjacent 
areas and Connecticut. Address Box B-32, care 
of Harpware Ace, 100 East 42nd Street, New 
York: 17, X.. ¥. 





MANUFACTURERS REPRESENTATIVE 
CALLING ON HARDWARE JOBBERS, Mill 
Supply, Contractor Supply, Metropolitan New 
York, Connecticut, New Jersey & Export repre- 
senting one leading hardware line. Desires addi- 
tional nationally known line. Address Box _B-20, 
care of HarpwareE Ace, 100 East 42nd Street, 
New York 17, N. Y 





MANUFACTURER’S REPRESENTATIVE 
FOR A LARGE RUBBER FACTORY is in- 
terested in obtaining one good line that is not 
competitive, for the eleven far western states, 
calling on hardware jobbers, houseware jobbers, 
drug jobbers, toy jobbers, industrial rubber job- 
bers. drug chains, variety store chains, cover the 
entire territory four times a year, have covered 
this territory fifteen years and have excellent fol- 
lowing, prefer line on straight commission ar- 
rangement with a good factory, can give best of 
references. Address Box B-2, care of HarpWARrE 
AcE, 100 East 42nd Street, New York 17, N. Y. 





Help Wanted 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa 

Branch Offices 
New York © Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and reterences 











OPERATION MANAGER. PROGRESSIVE, 
wholesale Mail Order Distributor of general mer- 
chandise in the Middle West desires a hard-hit- 
ting, top-flight executive to assume complete re- 
sponsibility of operations. Salary commensurate 
with ability. Reply stating age, education and 
experience. Replies will be held in strict con- 
fidence. Address Box B-15, care of HarDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 





MANUFACTURERS AGENT WITH 
BUILDERS HARDWARE lines selling both 
jobber and volume wholesale lumber yards in 
Texas and Okla. needs door butts bath acces- 
sories, medicine cabinets, mail boxes, etc., to go 
with locks, cabinet hardware, garage door hard- 
ware and miscellaneous builders hardware. Ad- 
dress Box B-29, care of Harpware Acez, 100 East 
42nd Street, New York 17, N. Y. 











SALES MANAGER WANTED. WELL 
RATED and long established rope, baler twine, 
binder twine, wrapping twine firm seeking ex- 
perienced man to help set up distributors through- 
out the United States. Permanent position with 
good future possibilities. Also exceptional oppor- 
tunity for experienced salesmen—good live terri- 
tory open. Write Bob Stone Cordage Co. (Na- 
tional Twine distributor) Chariton, Iowa. 





METROPOLITAN NEW YORK. ESTAB- 
LISHED MANUFACTURERS AGENT desires 


one line of hardware or housewares for sale to 


jobbers, chains and premium accounts. Results 
assured for right factory. Will be at Chicago 
Housewares Show. Address Box B-27, care of 


HiarpwareE Ace, 100 East 42nd Street, New York 
a. ie 2 





EXPERIENCED SALESMAN, COVERING 
THE PROVINCES of Quebec and Ontario. Sell- 
ing to the wholesale plumbing trade. Open for 
lines on a commission basis. Address B. J. 
Dundin, 373 Charron Street, Montreal, Quebec. 
Canada, 


AN AGGRESSIVE MANUFACTURER’S 
REPRESENTATIVE WISHES one good vol- 
ume Hardware line for Texas, Oklahoma, Arkan- 
sas and Louisiana where you wish concentration 
on your line. Address Box B-17, care of Harp- 
"7 Ace, 100 Fast 42nd Street, New York 17, 





HARDWARE AGE, JANUARY 8, 1953 








Man capable of estimating and writing 
specifications for residential and school 
hardware. Good opportunity for im- 
mediate high earnings. Central Long 
Island location. 


Address Box B-!, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. Y. 














Positions Wanted 


SALES EXECUTIVE. 12 YEARS VARIED 
EXPERIENCE all phases of sales. Sales Man- 
ager five years with manufacturer of Shelf Hard- 
ware. Interest: Sales Management or sales to 
jobbers in Pennsylvania and New Jersey. For 





ATTENTION — MANUFACTURER’S REP 
RESENTATIVES. COLLEGE GRADUATE, 
24 years of age, draft exempt, personable, sev 
era] years experience in retail] hardware and sell 


ing, seeks position selling hardware or related 
fields. Prefer district in Chicago area but will 
relocate if necessary. Address Box B-5, care of 


Harpware AcE, 190 East 42nd Street, New York 
Ee 


TOP-NOTCH EXECUTIVE TYPE SALES 


MAN, capable of developing virgin 
wishes to represent a manufacturer desirous of 
developing Chicago and suburbs. Excellent 
record. 10 years retail] management and past 12 
years wholesale experience selling hardware and 
paint dealers, lumber yards. Address Box A-924, 
care of Harpware Ace, 100 E. 42nd Street, New 
York 17, N. Y. 


territory, 





Business Opportunities 








Are You Considering Retiring from 
Business? Selling Your Stock for Cash? 
WE CAN PAY YOU A GOOD PRICE FOR YOUR STOCK 


SAMUEL EDELSON 


Cash Buyer & Liquidator 
480 Broome St., New York (3, N. Y. 











HARDWARE STOCK WANTED 


on contract basis. We will combine stock with 
present Dept. Store stock. We have new brick 
& tile, 48'x 120' building. Need in excess of 
$20,000-inventory. Stand rigid investigation. 


Schupbach Bros., Fenton, Michigan 











FOR SALE. 96—#656 HIRSCH STEEL 
UPRIGHTS and braces for building counters or 
shelves. Brand new. Original list value $721.00 
Will sacrifice for $450.00 and we will prepay 
freight to your destination. If you are building 
or remodeling a store, this is a sensational buy 
Address Box B-22, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 


WANTED—RETAIL HARDWARE AND 
HOUSEWARE STORE, located in state of New 
Jersey. Doing yearly volume of $100,000 plus 
All replies will be treated strictly confidential. Re 
ply to Box B-21, care of Harvware Ace, 100 
East 42nd Street, New York 17, N. Y. 








REG. GALVANIZED FLY SCREENING 
at FACTORY CARLOAD PRICES 


Have total of 2,000 rolls of regular 18x14 mesh branded 
make galv. sereen wire in all widths. We will sacrifice 
this material at the current factory prices FOB Phila. 
This offer is not to be duplicated elsewhere. Write 
immediately. Subject to prior sales. 

MILLMAN HARDWARE CO. 
114 Market Street, Philadelphia, Pa» Phone LO 3-487! 

















resume address Box B-16, care of Harpware 
AGE, 100 East 42nd Street, New York 17, N. Y. 


His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Repre- 
sentative, getting the HARD- 
WARE AGE is a necessity, 
especially in view of the fact 
that | have secured several de- 
sirable lines through the Ad- 
vertisement | placed in the 
AGE in November. With best 
wishes for your continued suc 
cess." Sincerely yours, 


A Satisfied Advertiser 






















































Builders’ | 
Hardware 








SF Olatonal 


Your trade will appreci dy ges of buying hard- 
e& Modern designs 


ware that has proved its fat quality features in actual 
Finest basic materials 





service tests. *« Over fifty years of manufacturing experi- 
ence qualifies these products for the fine prestige they have 
acquired for efficient, dependability. + Specify National for 
every ig project,a pl 

line for serving practically every 
building need. « Send for com- 
plete catalog or illustrated wall 
chart—they're great selling aids. 


thesibedi: 





Precision construction 
Long, smooth operational life 
Attractive, protective finishes 


Sterling 


Illinois 











Incorporates 
Power Products Engine 
Service Stations 


Everywhere (Model 3-16) 


F.0.B. Ashland 


LOMBARD, » 0». sssov0. was 


WATCH this water system! 


It’s going places... and 
you Can get your extra prof- 
its by ordering today from 
your Goulds distributor. 
Watch the other depend- 
able Goulds pumps .. . the 
complete profit-line for 
*53. Hop on the Goulds 
brand-wagon! 








Goulds Pumps Inc. 
Seneca Falls, N.Y 


i " couLos Balanced- Flow JET 
for Shallow Wells '_a 


. 


GOULDS Water Systems 








ee een 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
gercens. Produces vigorous, beautiful growth in all plants quickly. Pays 
ealer 331,%, profit. Attractively packaged for display. Does not deter- 
iorate, is clean, odorless and SAFE. Dissolves instantly in water for use 
‘l-oz. makes 6 gallons liquid plant food. 


















Retails Your Cost Ast 8B Hive 
l-oz. pkt. 10c..... 72 to case wt. 7 Ibs...... $4.80 case La, 
3-02. can 25¢..... 36 to case wi. 12 Ibs...... $6.00 case (¢ ed House by 
7-oz. can 50c..... 24 to case wt. 14 Ibs... ... $8.00 case pee Reusonceping 


+++. 4 tO Case wi. 10 IDS...... Seras Aoveensto wee 


Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 
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DRYROX 


The Thirsty Action Air Drier 


FOR FREEZER & REFRIGERATOR. 
Reduces Defrosting to a Minimum 
Where defrosting is automatic 
DRYROX reduces sweating. 
DRYROX comes in 4 convenient sizes 
for all around home use, as in base- 





















ment, closet and cookie jar. USE 
DRYROX A THOUSAND WAYS! 
Order DRYROX from your Whole- 





saler today. Display in your Freezer 
Supplies and watch DRYROX’S Thirsty 
Action build up sales for you. 


DRYROX Inc., Houston 9, Texas 





















Be Sure To Visit Us At The 


NATIONAL HOUSEWARES SHOW 
BOOTHS 992-994 
Navy Pier, Chicago, Ill. 
Jan. 15-22 


We'll be on hand to show you Majestic's com- 
plete line of distinctive patterns, both fancy 
and plain, in a wide range of prices. 


MAJESTIC SILVER CO. 


STAINLESS STEEL FLATWARE 


NEW HAVEN, CONN. 


& ‘Use it / 
VAC - @ wy MAT hereabie Con Mal 































without magnet 
$4.98 









in U.S.A. 













A touch changes it 
for use anywhere! 


RIVAL MANUFACTURING CO. + KANSAS CITY 8, MO. 


Rival Mfg. Co. of Canada Ltd., M Y 


















TENDA-CLEVE 
_ MEAT TENDERIZER 
AND CLEAVER 


Ideal for kitchen, bar, outdoor cook-nook 
and camping. Separates chops and frozen 
meats. Cuts fryers, tenderizes steaks, 
trims fish, slices vegetables, loosens ice 
cube trays, crushes ice, etc. Made of fine 
grain malleable iron, heavy chrome plated. 
Your name or imprint on each Tenda- 
Cleve at slight additional cost. 

Packed standard 6 in box. Gift wrapped 
1 in box. Retails readily at $1.25 each. 
Ask your wholesaler for trade prices. 


CLINTON LOCK COMPANY 
CLINTON, IOWA 
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> GILBERT 
PLASTIC BOXES 
Ba For Every 


Purpose! 























WHEN YOU 
STOCK AND DISPLAY THE 


Se 


ies 











“HAIR PINS 
TOILETRIES 
SEWING 

EF NAILS. 


E. H. TATE CO. 


251 CAUSEWAY STREET 
BOSTON * MASSACHUSETTS 























Fast Profits! A PROFITABLE ITEM TO CARRY 


r BigpiECrae _ See Your 


: , Portable Electric IP os 
Aluminum Giftware Hand Lamp od & 
Exquisitely styled Tumblers, ‘ 


Stemware, Trays, Coasters, & 
Pitchers in different lovely col- 
ors... priced right for the popu- 
lar purse. Advertised in Better 
Homes & Gardens, House & Gar- 
den, House Beautiful, others. 
Sale of initial shipment guaran- 











There’s profit for you in this new and highly 
popular Big Beam model with the hermetically 
sealed beam bulb. It’s ideal for sportsmen, 











teed or return’ merchandise. aeepLay ROOMS: motorists and home owners. The entire line of 50 
Write today for price list. Room 1807, 15 E. 26th St. | Big Beam portable hand lamps is advertised MODEL 166 7 
J H CRISTIL co New York City | in America’s leading consumer magazines. LESS BATTERY 
e ° . 901 Brack Shops ™ ° i 
PermaHues Div. Edgerton, Ohio Los Angeles, Calif. U-C LITE MFG. co., ee w. antes i remanent: 








DISPLAY Genuine, easy-to-sell One set in a 


box. 12 boxes 


DOMES > SILENCE o>: 


, ly” 14” ye” 
34” 36" Vo" Ye” 





oy ae ‘. — World's | To get your share of steady year- 
SIZES round profits from DOMES OF 





Wa" Wer 11/6” best known, | ci ence 


quickest: | i ATIONAL ADVERTISING 


selling 


FURNITURE | —‘eep these sales-making display 
GLIDES containers—cards and boxes—on 
your counter. 





Ask your jobber or write—DOMES of SILENCE, Division of 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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